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Shea L MOST a third of a century has passed since the foundation of this associa- 
A tion was laid. We would indeed be lax in our appreciation of the efforts 
of the early builders, if we did not at this time give proper cognizance to 
the splendid progress that has steadily continued through all of these years, 
in the work of their founding as embodied in the records and achievements 
of the National Hardwood Lumber Association. The causes leading up to its crea- 
~ tion, and its subsequent growth and influence in the trade are matters of record, and 
438 have been chronicled from time to time, and while all that has been written and all 
i that has been told have added continued luster to its career, we can still go further in 
ao our praises of its purposes, with the broad statement that no other trade association 
tH has so steadfastly adhered to the principles of its original conception, 
has so earnestly worked toward the fulfillment of its every pledge, and = B-_ ©. CURRIE, 
served so impartially in the function for which it was created. It is ae Ni 
therefore incumbent upon us to look forward to a greater fulfillment 
of its established purposes and resolve to maintain an unbroken measure of devotion to 
33 its future usefulness for our common good. How well we shall [Turn to page 63] 
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$$ The National Hardwood Lumber Association assem- 
; bles in thirtieth annual session with large and enthus- 
iastic attendance. See pages 64-66 for report of first 
2 day’s proceedings of this history-making convention 
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i HIS meeting marks the thirtieth anniversary of your association and brings 
to a fitting conclusion another year of successful activity in ministering to 
the needs of our great industry. At no previous conv unten hes there been 





Coouwn w 


for its strong and constructive features, and it is eiakatite that never before 
has the membership evinced greater interest in an annual meeting. One feature of 
great and outstanding importance and interest to all members is found in the “Better 
Merchandising Conference” which is the main business of this afternoon’s session. It 
is plainly the belief of many hardwood operators that the present unsatisfactory con- 
dition of the industry, as well as the upset state of the market during recent years, 
is due in greater measure to unscientific merchandising than to any 

FRANK F. FISH, other cause and, as indicated in the program before you, every hard- 
Chicago; . ° 
Secretary-Treasurer WoOOd manufacturer and wholesale dealer is requested to attend this 
conference and participate in the discussion. As this subject concerns | 

only the producer and distributer, it is planned to confine the attendance at this after- ) 
noon’s session to these branches of the industry. Full and free [Turn to page 62] 
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Timber Appraisals 








They involve many factors peculiar 
to the industry. 

The judgment of experienced men 
with an intimate and specialized 
knowledge of timber and lumber 
operations is required. The determi- 
nation of values requires an exhaus- 
tive study and knowledge of the par- 
ticular conditions in each individual 
case. 

Lacey appraisals are the accepted 
standard and are used by most Bond- 
ing Houses and other financial insti- 
tutions. 


James D. LA C E Y & 60. 


Timber Land Factors 





Established 1880 
CHICAGO NEW YORK SEATTLE 
231 So. LaSalle St. 350 Madison Ave. 626 Henry Bldg. 
NEW ORLEANS JACKSONVILLE 
Pere Marquette Bidg. Barnett Natl. Bank Bldg. 
MONTREAL VANCOUVER 
Drummond Bidg. Vancouver Block. 
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(Heo Worth.a Place in 
Your Lumber Yard 


‘“‘Bigelow”’ Brand Maple, Beech 


INQUIRE or Birch Flooring will pay its way 
OF US FOR: in any lumber dealer’s yard. It’s 
the kind of flooring that always 
Basswood d boat 
Hard Maple commands a good sale. 
Rock Elm Here’s why: It has all the merits 
Soft Maple of other good floorings and the 
Soft Eim il that the carpen- 
Beech and =— groove a saves arp 
Birch ter’s time in laying and insures 
neater matching in addition. 
LUMBER 
ALL GRADES May we quote you? 


Kneeland-Bigelow Co. 


BAY CITY, MICH. 
n\\s\\ |! 6 
s150pMooes 


Write I STORY OF Woop’ rand Off 
Contest Blank ~ = — Address: National Lumber 
Manufacturers Association, P0 Box 8/1, Washington,DC 























We Want 
to Sell 


the following items: 


75,000 ft. 43x24” Clear Birch Flooring. 
60,000 ft. 42x24” No. | Birch Flooring. 
50,000 ft. 42x24” Factory Birch Flooring. 
50,000 ft. 412x244” Factory Maple Flooring. 
25,000 ft. i}x2/%4” No. | Maple Flooring. 
25,000 ft. 42x!/2" Clear Maple Flooring. 


100,000 ft. 4/4” No. | Com. & Btr. K. D. Birch. 
150,000 ft. 1x5” & Wdr. 8’ & Lor. No. 2 A. D. Bireh. 
100,000 ft. 4/4” No. 3 Com. Birch. 

100,000 ft. 4/4” Ne. 3 & Btr. White Pine. 


4 cars 4” 7° No. | W. C. Posts. 


3 cars 4” 8° No. | W. C. Posts. 
2 cars 4” 10’ No. | W. C. Posts. 


You will find these items offer dependable 
value and are well worth your investigation. If 
youcan use any of this stock it will pay you to 
get in touch with us. 


KNEELAND-MCLURG 
LUMBER CO. 


ie Mills at : Sales Office: 
Phillips, Wis., Morse, Wis. PHILLIPS, WIS. 








Working Closely 
With Customers 


Our policy has always been to learn 
what our customers require and then 
give it to them. Such co-operation 
results in greater-satisfaction and bet- 
ter values on orders for 


Northern Hardwood 
and Hemlock Lumber 


When you deal with us you can check 
every shipment because your invoice 
comes directly from the mill. 

Remember, we handle the output of 
Weidman Lumber Co., Trout Creek, 
Mich., and Bergland Lumber Co., Berg- 
land, Mich. 


Let us tell you more about our service. 


Weidman -Vogelsang 
903 Grand Rapids Lumber Co. 


Savings Bank Bldg., 
GRAND RAPIDS, MICH. 
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Careful Handling and Loading of Lumber 


VIDENTLY, OWING to the fact that familiarity breeds con- 
tempt, lumber handlers and shippers are likely to become 
careless and indifferent in their work. As a consequence, 

lumber that leaves the mill or planer in spotless condition reaches 
the dealer or user disfigured with foot and finger marks and pos- 
sibly battered and split and otherwise soiled and made less attrac- 
tive and useful. Though much of this wood can be used, even after 
it has been abused, there can be no doubt that clean, smooth and 
attractive stock adds to the prestige of both lumber and lumber 
dealer; it ought also to add to the prestige of the millman and 
increase the sales value of his output. 

Choice of cars for lumber loading, care in removing rubbish from 
them before loading, and then care in loading to prevent movement 


in transit ought to be as much a part of mill policy as care in man- 
ufacture. Not only so, but consideration should be given to the 
convenience of unloading the stock at the dealer’s yard. If it 
costs more to load lumber carefully, it is worth more to the buyer. 
Clean lumber should be more readily sold or at least better sold 
than disfigured lumber, and lumber carefully loaded, even at greater 
cost, is more cheaply unloaded. j 

In times past lumber was carried in open piles outdoors. For 
many years, however, in most yards the greater part of the lum- 
ber stocks has been carried in sheds that protect it from the 
weather. This involves additional expense in the way of both 
equipment and often labor. But it pays, for the modern lumber 
yard must be an orderly, attractive and convenient establishment, 
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where prompt and efficient service is the rule. In many yards, 
especially country yards, the buyer frequently inspects the stock 
that he buys. In such cases it is like any other merchandise in 
that the more attractive it is and the more attractively it is stored 
or displayed, the more likely the purchaser is to be favorably im- 
pressed. 

With all that has been done in the lumber business to improve 
methods of manufacturing, to standardize sizes and grades, to trade- 
mark and guarantee wood products, there should be no let-down 
in the handling of the finished stock anywhere along the channels 
of distribution from mill to user. Lumber should be treated with 
the respect that it deserves. It is an excellent product that serves 
a multitude of useful purposes, from barn floors to flour bins and 
food containers, and there is no reason why it should not be so 
handled as to remain fit for any of this multitude of purposes. 
The importance of its remaining so will increase as values ad- 


vance and as competition becomes even more keen than it is today. 





Beauty Comes to the Aid of Business 


N A RECENT magazine article a well-known writer on busi- 
J ness topics, particularly in the realm of advertising, dis- 

cusses the increasing demand on the part of the buying 
public for beauty, or at least what the purchaser deems beauty, 
even in articles and commodities whose purposes are mainly util- 
itarian. He shows by plausible argument and numerous interesting 
examples that this improvement, or change, in public taste has 
been brought about largely through the medium of advertising, or, 
more specifically, of advertising art. 

In the olden days of individual handicraft, this writer points out, 
the articles often, if not commonly, assumed graceful and even 
beautiful forms, because of the direct coédrdination of the brain 
and will of the craftsman and the hand holding the tool. Thus 
the graceful lines of an old-time coach are contrasted with the 
angular contour of the earlier specimens of mass production in 
automobile manufacture. Other examples are cited to illustrate the 
thesis that handicraft fostered beautiful and artistic design, which 
the age of machinery has tended to destroy. But, happily, the 
knight in shining armor, in other words, the St. George of modern 
advertising, has appeared in the nick of time to slay the dragon 
of ugliness that the modern machine age has brought in its train. 

The writer of the very interesting and suggestive article referred 
to has made out a good case, and his interesting discussion of 
beauty as a modern business tool could be read with profit by mer- 
chants in every line of trade, particularly those furnishing plans 
and materials for the building, equipping and furnishing of the 
modern home. 

Here, surely, is a field that affords unlimited scope for the use 
of this “new tool” of beauty. That it is being so used by certain 
far-sighted manufacturers of home building materials is evidenced 
in the field of lumber by such outstanding examples as that of 
the perfecting of a process for treating maple flooring, trim, and 
other woodwork with stains in various colors that accentuate the 
natural beauty of the wood; by the new process of sand-blasting fir 
panels, both to bring out the natural beauty of the grain and to 
work out special ornamental designs; by the increasing vogue of 
colored wood shingles, which are now supplied in a variety of hues 
that permit the most pleasing color arrangements, and in other 
ways. In this category, also, might be mentioned the great ad- 
vances that have been made toward beauty of design by the manu- 
facturers of what might be described in general terms as archi- 
tectural woodwork, for the interior finishing of homes, especially 
such items as doors, entrances, mantels, built-in cabinetwork, etc. 

In the field of retail merchandising the trend toward a proper 
appreciation of the value of this new “business tool” is no less 
marked. Retailers are finding that it pays to appeal to the love 
of beauty. That explains the establishment by hard-headed lumber 
merchants of such elaborate emporiums as that of the Hixon-Peter- 
son Lumber Co., Toledo, Ohio, described and illustrated in this 
issue, as well as others that have been mentioned in this journal 
during recent months, where the “ingredients” of the modern home 
are displayed in settings that rival those of other classes of qual- 
ity merchandise. 

All these are signs that far-sighted lumbermen recognize the 
trend of the times and realize that a public educated to standards 





of beauty and good taste in almost every other line of merchandig. 
ing cannot be easily interested in buying homes when the prop. 
osition is put up to them in the form of bare and ugly materials 
displayed and sold in bleak if not repellent surroundings. It is 
trite to say that women are becoming increasingly influential jp 
home buying, yet that fact needs to be constantly borne in mind, 
That, more than any other single factor, was behind the purpose 
of the Toledo firm referred to in planning its beautiful downtown 
sales and display rooms. 

To quote the words of the author of the magazine article first 
referred to, “There is behind all these changes simply the desire 
to. sell. Beauty is introduced into material objects to enhance them 
in the eyes of the purchaser. The appeal of efficiency alone is 
nearly ended. Beauty is the natural and logical next step. It is in 
the air.” 


The Constitution of the United States 


‘O) SEPT. 17, 1787, the Constitutional Convention, which had 





sat in Philadelphia since May, adopted a resolution referring 

to the States for ratification a new framework for a national 
government. For more than a year, from the time the Constitution 
was referred to the States until the requisite nine of them had 
ratified it, the proposed form of government was the major subject 
of discussion throughout the thirteen States. At no other time, it 
may be safely said, have the forms and principles of government 
been so thoroughly considered and so authoritatively illuminated 
as at that time. The newspapers of the larger cities were the 
medium through which Alexander Hamilton, John Jay and James 
Madison, and others, presented the advantages of the proposed 
constitution, answered the objections to it and met the criticisms 
of its opponents. 

The period from the signing of the treaty of peace in 1783 until 
the adoption of the Constitution has most aptly been termed the 
critical period of United States history. Men of the most moderate 
temper feared that the country was drifting toward anarchy, and 
there can be no doubt that approval of the Constitution in some 
quarters and in some measure at least was due to a fear that it 
was the only available means of preserving the fruits of a vic- 
torious war. While the debate and discussion that took place in 
the thirteen States were designed primarily to secure the adoption 
of the Constitution, the means of effecting that end was the in- 
struction of the people in the principles of free government. Not 
only were these principles the subject of discussion in the state 
and local governing bodies and in the newspapers, but they were 
themes of conversation and argument in every public and private 
gathering in village and town throughout the country. 

From the period of the adoption of the United States Constitu- 
tion until the early 70s there was hardly a time when constitutional 
questions and principles of government were not the themes of 
major interest. Citizens debated political questions with the utmost 
vigor and it was not by any means unusual for members of op- 
posing political parties to be bitter personal enemies on political 
grounds. Nobody familiar with conditions immediately preceding 
and following the Civil War will deny that political interest was 
keen. Fierce though the contests were and bitter though the 
enmities might be, the elections were as peaceful in the country as 
a whole as they now are and there is sound reason for asserting 
that obedience to law was as general as it now is. 

Much that has occurred during the last twenty-five or thirty 
years has given cause for concern lest the people as a whole are 
indifferent to if not ignorant of the principles of free government, 
especially as laid down in Federal and State constitutions. It has 
been thought for this reason that the anniversary of the signing 
of the Constitution, Sept. 17, should be regularly observed by a 
study of that instrument and a consideration of its relation to the 
prosperity and individual wellbeing of the citizens of the United 
States. The war between England and her colonies has been 
termed the Revolutionary War, but the real revolution was not 
effected until the new Constitution was put into operation. Imme- 
diately, order succeeded chaos and prosperity succeeded adversity, 
and there has been no period in the history of any country or 
people comparable with that enjoyed in America since the adop- 
tion of the Constitution. 

Sometimes the peoples of all other countries appear to appreciate 
the beneficence of the American government more than do the 
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citizens of the United States. 


If today no restrictions were im- 
posed upon immigration there is every reason to believe that a 
flood of foreign people would come in from all over the world. 
It is true, of course, that America appeals to the immigrant chiefly 
because of the opportunities it offers him for acquiring wealth, and 
there is nothing especially reprehensible in that fact. 


But the 


native as well as the immigrant ought to realize that free govern- 
ment established and guaranteed by the United States Constitution 
is the foundation upon which individual freedom, prosperity and 
happiness are built up. 
Constitution Day will be made the occasion for bringing this fact 
home to every citizen. 


It is to be hoped that the observance of 





Movement Shows Little Change 


[Special telegram to AMERICAN LUMBERMAN] 


WasuinctTon, D. C., Sept. 15.—On the basis 
of telegraphic reports from 362 mills, the Na- 
tional Lumber Manufacturers Association con- 
cludes that while the softwood lumber indus- 
try experienced a seasonal falling off last week 
in production and shipments—orders being 
about the same—the movement was about as 
large as for the corresponding week of 1926. 

Reports from 116 hardwood mills reveal little 
change from the preceding week, but produc- 
tion is less than a year ago and shipments and 
orders much less. 

The unfilled orders of 223 southern pine and 
West Coast mills at ‘the end of last week 
amounted to 609,692,530 feet, as against 571,- 
448,192 feet for 213 mills the previous week. 
The 100 identical southern pine mills in the 
group showed unfilled orders of 222,847,339 
feet last week, as against 225,558,278 feet for 
the week before. For the 123 West Coast 
mills, the unfilled orders were 386,846,191 feet, 
as against 345,889,914 feet for 113 mills a week 
earlier. 

Altogether the 343 comparable reporting 
softwood mills had shipments 89 percent, and 
orders 90 percent, of actual production. For 
the southern pine mills these pertentages were 
respectively 100 and 95, and for the West 
Coast mills, 84 and 92. Of the reporting mills, 
the 315 with an established normal production 
for the week of 227,189,583 feet, gave actual 
production 94 percent, shipments 84 percent, 
and orders 86 percent thereof. 

The softwood figures for last week, the week 
before (revised) and the same week last year 
follow: Production—225,733,000 feet, against 
244,697,000 feet the week before, and 216,267,- 
000 feet last year. Shipments—201,181,000 feet, 
against 226,905,000 feet the week before, and 
201,768,000 feet last year. Orders—203,073,000 
feet, against 207,924,000 feet the week before, 
and 209,814,000 feet last year. 

The hardwood figures for last week, the week 
before and the same week last year follow: 
Production—18,564,000 feet, against 18,260,000 
feet the week before, and 21,196,000 feet last 
year. Shipments—16,560,000 feet, against 16,- 
021,000 feet the week before, and 24,021,000 feet 
last year. Orders—17,956,000 feet, against 18,- 
762,000 feet the week before, and 25,895,000 feet 
last year. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
reports, but they have been found not truly 
comparable in respect to orders with those of 
other mills. Consequently, the former are not 
now represented in any of the foregoing figures 
nor in the regional tabulation below. Nineteen 
of these mills, representing 57 percent of the 
total cut of the California pine region, gave 
their production for the week ended Sept. 10 as 


26,515,000 feet; shipments, 21,896,000 feet and © 


orders, 20,229,000 feet. Last week’s report from 
13 mills, representing 37 percent of the cut, 
gave production as 17,617,000 feet; shipments, 
13,777,000 feet, and orders, 10,301,000 feet. 

The West Coast Lumbermen’s Association 
wires that new business for the 123 mills re- 
porting for the week ended Sept. 10 was 8 
percent below production, and shipments were 
16 percent below production. Of all new busi- 
ness taken during the week, 43 percent was 
for future water delivery, amounting to 42,- 
401,845 feet, of which 25,989,626 feet was for 
domestic cargo delivery and 16,412,219 feet 


export. New business by rail amounted to 
50,432,037 feet, or 51 percent of the week’s new 
business. Forty-two percent of the week’s 
shipments moved by water, amounting to 
37,196,610 feet, of which 22,044,073 feet moved 
coastwise and intercoastal, and 15,152,537 feet 
export. Rail shipments totaled 46,989,016 
feet, or 52 percent of the week’s shipments, 
and local deliveries, 5,509,729 feet. Unshipped 
domestic cargo orders totaled 126,434,008 feet; 
foreign, 126,846,191 feet, and rail trade, 133,- 
486,379 feet. 

Douglas fir logging operations have con-. 
tinued to increase in activity during the last 
week, according to the 4L employment service, 
and there are now more men employed in 
Douglas fir camps than at any other time since 
early spring. Employment peak in the In- 
land Empire has been passed for this season 
due to the closing of several night shifts at 
pine mills. Heavy rains have slowed truck 
Jogging both east and west of the Cascades. In 
general, there are a few more men than jobs 
in the pine country, but about at balances along 
the West Coast. ; 

The Western Pine Manufacturers’ Associa- 
tion reports production about the same, and 
considerable decreases in shipments and new 
business. 

The California Redwood Association, with 
one more mill reporting, shows some increase 
in production, a marked increase in shipments 
and new business well above that reported for 
the previous week. 

The Northern Pine Manufacturers’ Associa- 
tion, with two more mills reporting, shows 
notable decreases in production and shipments 
and new business somewhat below that reported 
‘for the preceding week. 

The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood produc- 
tion), with nine more mills reporting, shows 
marked increases in production and shipments 
and a good gain in new business. 

Reports from 19 hardwood mills of the 
Northern Hemlock & Hardwood Manufac- 
turers’ Association (nine more mills than re- 
ported for the week earlier) show material 
increases in all three items. 

[The barometer of the Southern Pine Asso- 
ciation appears on page 57.—Eprror. | 


[Special telegram to AMERICAN LUMBERMAN] 
NorFotk, Va., Sept. 15.—For the week 
ended Sept. 10, forty mills reporting to the 
North Carolina Pine Association, and having 
a normal production of 9,366,000 feet, manu- 
factured 6,974,416 feet, shipped 6,486,361 feet, 
and booked orders for 6,780,301 feet. 





[Special telegram to AMERICAN LUMBERMAN] 
Mempuis, TENN., Sept. 15.—For the week 
ended Sept. 10, ninety-seven units reporting to 
the Hardwood Manufacturers’ Institute, and 
having a normal production of 16,296,000 feet, 
manufactured 16,228,000 feet, shipped 12,991,000 

feet, and booked orders for 14,431,000 feet. 


Value of Association Membership 


Benefits to be derived through codperation 
and association membership were stressed at 
the quarterly meeting of the Plywood Manu- 
facturers’ Association held at the Palmer 
House, Chicago, Sept. 14. The sessions were 
presided over by N. M. Willson, of James- 
town, Commissioner M. Wulpi, of 


Chicago, reported on the developments since 
the last meeting, and pointed out methods 
whereby the association would be made more 
effective. Revising the barometer for in- 
creased value to members came in for con- 
siderable discussion, the result of which was 
the appointment of a committee to take care 
of the matter. 

At the open forum session, F. B. Ward, of 
Bay City, Mich., stated that one of the great- 
est things accomplished by the association was 
the installation in the members’ plants of an 
accurate cost system, but notwithstanding this 
there was still need for codperation and team- 
work. E. V. Knight, of New Albany, Ind.; 
H. E. Kline, of Louisville, Ky., and other 
prominent members spoke along similar lines. 
F. L. Zaug, of New London, Wis., reported 
for the import tariff committee, of which he 
is chairman. The balance of the session was 
devoted to a discussion of trade conditions, 
the cost situation and other important subjects. 


To Fly to Prize Fight 


[Special telegram to AMERICAN LUMBERMAN] 


Kansas City, Mo., Sept. 15—C. L. Rice, 
president of the Universal Vacuum Dryer Co., 
and B. E. Moses, secretary, have engaged pas- 
sage on a National Air Transport Mail plane 
and will leave here in the afternoon of Sept. 22 
on a flight to Chicago, where they will attend 
the Dempsey-Tunney fight. Several other per- 
sons also will make the journey to Chicago by 
‘airplane. 

R. A. Long, chairman of the board of the 
Long-Bell Lumber Co., returned yesterday 
after spending the summer in Longview, Wash. 
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Georgia Roofer Club Meets 


[Special telegram to AMERICAN LUMBERMAN] 


Co.tumsus, Ga., Sept. 15.—With representa- 
tives in attendance from Georgia, Alabama and 
South Carolina, an interesting meeting of the 
Roofer Manufacturers’ Club was held here to- 
day. More than seventy-five members of the 
organization were present when the meeting was 
called to order at the local offices of H. Dixon 
Smith (Inc.). 

The business meeting was called to order at 
9 o'clock. The proceedings of the last meet- 
ing were read and approved. Reports relative 
to the activities of the roofing industry in the 
last thirty days were submitted. 

At the conclusion of the business session, the 
lumbermen were driven by automobile to the 
big plant of H. Dixon Smith (Inc.), near Lato, 
Ala., where Mr. Smith had prepared a sump- 
tuous barbecue and the necessary accessories for 
his guests. The deliciously prepared meat, 
Brunswick stew, etc., came in for loud praise 
from the roofers. 





ANOTHER illustration of the longevity of 
wood under severe service conditions was the 
unearthing the other day of 40 feet of wooden 
pipe which had been laid in 1795 to supply 
1,500 Boston houses. The pipe is two feet 
thick, with a 3-inch bore, and is in perfect con- 
dition. It was put together by the bevelled 
ends being pushed tightly into each other. 
Connected to the pipe was a brass service cock, 
the first one ever found and showing that the 
water installations a century and a third ago 
in principle were the same as those of today. 
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Plans for Portable Hog Houses 


I would be pleased to have the name of the Iowa 
dealer who put on the selling idea of portable hog 


houses 6 by 16 and the brooders. As this is to be a 
big hog raising country soon and has a good sized 
hog production now, I may attempt just such a stunt 


and I want to get the sizes and patterns to make by. 


and begin with.—Inguiry No. 2,014. 


[This inquiry comes from Georgia. The 
lowa dealer to which the inquirer refers was 
W. J. Haubrich, of the Haubrich Grain & 
Lumber Co., Mapleton, Iowa. The selling cam- 
paign that he carried on was described in the 
“Timely Tip” on page 43 of the AMERICAN 
LUMBERMAN of Sept. 3. 

The Exchange Sawmills Sales Co., and the 
Long-Bell Lumber Co., both of Kansas City, 
Mo., issue excellent booklets illustrating and 
describing hog houses and other farm struc- 
tures. Both concerns also supply blueprints 
and bills of material for the buildings de- 
scribed. Also the United States Department of 
Agriculture issues larmers Bulletin No. 438 
entitled “Hog Houses,” illustrating and de- 
scribing a portable hog house of the type in 
which this inquirer is interested. 

It is believed that every retailer who pro- 
motes diversified farming in his community is 
moving in the right direction to increase the 
prosperity of his best customers the farmers, 
and thus to make sure of a stable and profit- 
able business for himself.—Eprror.] 


Supply of Finnish Plywood Sought 


We are eager to locate a source of supply of Fin- 
nish plywood, now being imported into this country, 
and we hope that you can put us in touch with the 
name of the importing company or the agency hand- 
ling this item.—Ingurry No. 2,018. 


| This inquiry comes from a Wisconsin manu- 
facturer of beekeepers’ supplies. In a post- 
script to the inquiry the inquirer indicates that 
he wants a plywood made of fir. The wood 
commonly exported from Finland, and indeed 
from all the northern European countries, as 
fir is in fact a pine, Pinus sylvestris. This 
wood is known in the European trade as Baltic 
red pine, Dantzic fir, Dantzic pine, Baltic red- 
wood, Scotch fir, and also Riga pine. Of the 
variety of names for this wood Howard in 
his book, “Timbers of the World,” says: “The 
produce of Pinus sylvestris when imported as 
logs it is called “fir” in England, and “fir timber” 
‘red fir.” If imported in the form of boards, 
scantlings, battens, deals, or planks, it is called 
‘yellow’ or ‘yellow deal’ in London and ‘red’ 
or ‘red deal’ in the Colonies, while abroad it is 
known as ‘red’ or ‘red wood.’” 

The same author says of spruce, Picea ex- 
celsa, from Finland, that when imported in logs 
it is called “fir” in England, and “fir timber” 
or “white fir” abroad. When sawn it is known 
as “white” or “white deal” in England and 
“white” abroad. Baterden in his book, “Tim- 
ber” says of Baltic redwood: “It is imported 
from the old ports of Memel, Dantzic and 
Riga, in hewn logs, and from these and nu- 
merous other ports on the coast of the Baltic 
Sea and Finnish gulfs as well as from the 
White Sea, in planks, deals, and battens. The 
logs are not sawn, but are dressed with the 
ax almost perfectly square; there is a slight 
camber on the side to allow the water to drain 
off. The timber in the log generally goes by 
the old name of ‘Memel’ or ‘Baltic’ * * * 
The cut timber is known as ‘yellow deal’ in 
the London market. The name ‘redwood’ 
is doubtless derived from the reddish tinge 
in the whitish, yellow colored wood, and which 
is more noticeable when the timber is wet. 
Some of the more northern and hill grown 
wood is redder in color and more resinous, 
and this color is liked best for outdoor work. 
The timber is even and straight in grain; 
tough, moderately hard, easily worked and 


durable.” This author says further: “As re- 
gards strength and durability it is only sur- 
passed amongst the coniferous woods by pitch 
pine, and is suitable for indoor or outdoor 
work.” 

It is to be inferred that the inquirer wants 
the plywood for use in the making of bee- 
hives. If so, there is every reason to believe 
that any one of a number of American woods 
would be suitable for his purposes. The name 
of the inquirer will be supplied on request. 
—EptTor.] 


Ideas Wanted for Display Booth 


Our local chamber of commerce will put on an ex- 
hibition soon, and we have been assigned a_ booth. 
If you have any data as to how to arrange a booth 
displaying our wares will you please forward same? 
—Inguiry No. 2,017. 

[This inquiry, which comes from a retail 
lumber firm in ‘one of the smaller cities of New 
York State, is representative of many others 
constantly being received, evidencing the per- 
ennial interest in this subject. To this in- 
quirer have been sent a number of reprints of 
articles that have appeared in the AMERICAN 
LUMBERMAN, describing and illustrating vari- 
ous kinds of displays, and in addition, sugges- 
tions have been offered suited to this firm’s 
individual need. One of these suggestions 
was that the display be planned around the 
central idea of showing the origin of a variety 
of the different woods and other building ma- 
terials handled. Such a display is of an edu- 
cational character, and tends to impress the 
spectator with the wide extent of territory 
from which the retail dealer draws the many 
products which he handles. Another idea, it 
was suggested, might be worked out in such a 
display is that of showing the home in vari- 





ous stages of construction, by means of a 
number of models, each showing a definite step 
toward completion. To illustrate—the first 
“set” could show the foundation with a toy 
truck or two loaded with lumber, etc., and toy 
figures representing the workmen. The next 
model would show the studding and rafters in 
place; the next, the house completely enclosed, 
and a final model of the completed home, with 
landscaped surroundings—trees, shrubbery, 
lawn, graveled or cement walks and driveway, 
etc. Miniature artificial trees and shrubs, arti- 
ficial grass for lawn, etc., can be obtained from 
dealers in display supplies, while certain of the 
other accessories,such as toy trucks, small hu- 
man figures, etc., can be bought at toy stores. 
The AMERICAN LUMBERMAN will be glad to 
hear from dealers who have planned and pre- 
pared novel displays for expositions, fairs, 
parade floats or show windows and particu- 
larly will appreciate photographs showing such 
displays.—Eprtor]. 


Machine to Make Split Chair Seats 

We are interested in a machine which will make 
splits for the old-fashioned split bottomed chairs. If 
you can put us in touch with the manufacturer of 
such a machine we will appreciate your kindness.— 
Inquiry No, 2,015. 


[This inquiry comes from a West Virginia 
lumber company. Until it was received it was 
thought that the making of splits for the old- 
fashioned split bottomed chairs was exclusively 
a hand operation. It is known at any rate that 
a great many such chairs are made by hand. 
No concerns listed specifically as making ma- 
chines for turning out split bottoms for chairs 
have been found. The inquiry is published 
with the hope that readers may be able to give 
some helpful information.—EnprrTor. ] 
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Heavy Inquiry Develops for Southern Pine 


A perceptibly stronger tone is exhibited by the southern 
pine market, due particularly to a big increase in inquiries 
from the Middle West. Demand has not spurted above re- 
cent levels and prices have not changed noticeably, but 
indications of a bigger volume soon at hand are multiply- 
ing. Wheat money is getting into circulation in the Middle 
West and merchants in every line report that “trade is 
good.” A lengthy period of hot days and warm nights as- 
sures a heavy corn crop, further intrenching the farmer’s 
position. The advance in cotton prices meanwhile has 
brought new prosperity to the South and local business is 
big—particularly so in Texas, where the mills now are pay- 
ing relatively little attention to outside markets. Produc- 
tion meanwhile is steady, that of 100 Southern Pine Asso- 
ciation mills during the week ended Sept. 9 attaining 88 
percent of normal, compared with 88 percent for shipments 
and 84 percent for new business. The average of unfilled 
orders on hand was 2,228,473 feet, equivalent to three and 
a half weeks’ production at current rate. Stocks generally 
are good, with most surpluses worked off and a few of the 
more popular items in light supply. 


Inland Empire News Is More Encouraging 


With middle western yards buying a bit better, now that 
fali prospects are more definite, western pine mills find 
boards and small dimension moving in somewhat larger 
volume and finish also in slightly increased demand. As 
the month progresses and as the farmers complete their 
field work, it is expected that this buying movement will 
develop more fully. Industrial consumers also are coming 
into the market on a larger scale, but still very conserva- 
tively; so that while factory stock is moving more freely, 
the volume is still restricted. A feature is the demand for 
low grade boards for grain doors, which this year is re- 
ported much better than for several previous years. Box 
shook for the apple crop is also beginning to move briskly. 
Mill production meanwhile appears to have been modified 
to meet actual requirements, as most mills are plentifully 
stocked. Prices are practically unchanged. 


California Pine and Redwood Market Features 


A somewhat increased demand for California white and 
sugar pine since Sept. 1 is reported. Industries are be- 
ginning to buy on larger scale, always for immediate ship- 
ment to cover actual needs. Prices are firm, with ad- 
vances on lower grades, which are scarce. Redwood mills 
report a gratifying increase in new business last week, 
compared with its predecessor; also a marked increase in 
shipments and some expansion in production. Prices are 
strongly held all around. 


Douglas Fir Mills Occupy Strong Position 


The feature of the Douglas fir market is expanding de- 
mand and a rising tide of inquiry from country yards. 
Farm conditions in the Middle West are vastly better than 
for some years and there is every prospect that a great 
deal of lumber will be sold to the farms this fall. It is 
notable that business is much heavier from rural areas 
and smaller cities than from metropolitan centers. Most 
orders are for mixed cars, on which prices are well held 
because mill stocks are only ordinary, with many items in 
light supply if not actually scarce. Now and then a manu- 


Lumber Statistics Appear on Pages 56 and 57 


; Market Prices and Reports on Pages 87 to 93 


facturer happens to have a surplus of some particular item 
and offers concessions to move it in straight car lots; other- 
wise there is very little shading of price at this time. To 
date this year, the Douglas fir mills have shipped 4 per- 
cent more lumber than they have cut, which illustrates the 
soundness of their position. During the week ended Sept. 
10, 123 leading mills booked business 8 percent less than 
production and shipped 16 percent less than production. 
Fifty-one percent of the new business was for rail delivery. 
Unfilled orders on hand at these mills aggregated 386,846,- 
191 feet. 


North Carolina Mills Await Strengthening 


The larger North Carolina pine mills are not pushing 
sales at this time, for the smaller mills have little stock to 
offer and this should react favorably on the market in due 
time. Though demand remains slow and featureless, some 
items have already strengthened slightly while the others 
appear firm at recent levels. Retailers: and industrials all 
are getting along with very low supplies despite the prom- 
ising fall business outlook, which ought to mean that better 
buying is in the offing. Flooring and ‘other planing mill 
items remain very quiet, but both kiln- and air-dried roof- 
ers have been in rather brisk demand lately. 


Northern Hardwoods Are Well Entrenched 


While the northern hardwood market is not notable for 
its activity, demand is reasonably good and prices steady. 
Though this market naturally is influenced not a little by 
the disorganized state of the southern hardwood industry, 
conditions are not nearly as acute. This is probably the 
effect of greater restraint in production, which has pre- 
vented the market from becoming over-flooded with stock. 
Some items are in fact in quite low supply. All consumers 
are in the market to a moderate extent, with the furniture 
and automobile industries the leaders. Extreme conserva- 
tism dictates all transactions, but the outlook for heavier 
fall business is promising, The movement of lower grades 
is reported as especially gratifying. 


Over-production in Southern Hardwood Field 


Southern hardwoods show no tendency to overcome their 
depression, due in some measure to industrial buying fail- 
ing to materialize according to expectations, but largely 
to over-supply. Furniture factories, booking good business 
and in probably most cases running full time, are the best 
buyers. Demand from the automotive industries is also 
good, all plants with the exception of Ford reported to be 
in the market. Building trade requirements also are con- 
siderable, with a revival in rural sections especially notice- 
able. This naturally reacts on the flooring and interior trim 
factories. Box makers and miscellaneous consumers also 
are buying fairly well. The trouble with the market in fact 
is not so much lack of demand as the amount of lumber 
offered and the low prices at which it is offered. Buyers 
have found the market full of bargains and are consequently 
shopping around inordinately. However, the low prices do 
not influence them to cover future needs and thus to absorb 
some of the surplus. Immediate requirements only are 
given attention. The only branch of the trade differing 
in this respect is the export, present prices apparently bring- 
ing foreign buyers definitely into the market. Hardwood 
production meanwhile continues at 100 percent of normal, 
and above in some districts. 
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News of Southern Mills and Markets 


Large Order for Kiln Trucks 


Crarks, La., Sept. 12.—The Louisiana Cen- 
tral Lumber Co., here, recently placed an order 
with the Moore Dry Kiln Co., Jacksonville, Fia.. 
for 2,500 dry kiln trucks, which are to handle 
lumber on the yard and through the kilns. 
They are of the latest designs, equipped with 
electrically annealed steel wheels and Moore 
roller bearings. This is the largest dry kiln 
truck order placed anywhere in the South 
within recent months. 


Paper Mill for Mississippi 


Jackson, Miss., Sept. 12.—Considerable in- 
terest is being manifested at Hickory, New- 
ton County, near here, concerning the pro- 
posed million-dollar paper mill that is con- 
sidering that point as most desirable for the 
erection of a plant. 


R. Thomas, paper chemist, who has certain 
formulae for making a high grade white paper 
from cottonseed hulls and wood pulp, has been 
conducting experiments there for six months. 
He has tried localities all over this State 
for water that could be used in making white 
paper and has found that the pure artesian 
water, free from all oily substances, such as 
is found in this locality, is the only kind 
that can be used successfully for this process. 


Several samples of the white paper made from 
cottonseed hulls and from wood pulp, have 
been turned out and Mr. Thomas is still further 
experimenting in Hickory. 

It is understood that capital to the extent of 
$750,000 is already assured for the erection 
of a modern paper mill, provided an addi- 
tional amount of $250,000 can be raised. 


Mississippi Ash for Bats 

Jackson, Miss., Sept. 12.—Ash timber for 
making bats is now. being hauled into Cold- 
water, Tate County, and stacked for ship- 
ment. Enough to fill several cars is already 
on the grounds. Many kinds of timber have 
been shipped from that point in recent years, 
but this is the first for making bats. Young 
ash saplings are being cut in the Coldwater 
River bottom near Coldwater, sawed into the 
desired length and split to the proper size. 
The bark is peeled off and a stack of this tim- 
ber presents a very attractive appearance. A 
price of 14 cents a stick is being paid for the 
timber delivered at the Coldwater station. 


The concern buying this timber is said to 
use several hundred carloads a year, and a 
small idea of the vast supplies necessary for 
carrying on the great national game can be 
had from viewing the stacks of ash billets 
now awaiting shipment there. 
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Business in Brief 
Underlying strength that has characterized the general trade conditions throughout the 
summer is beginning with the turn of the season to manifest itself in increased business 
activity. Wholesalers have noted increased buying, and the retail volume of 
GENERAL trade is enlarged. Improvement has been registered in the woolen industry, 
and orders have brought improvement in the steel industry. The most that 
can be said of the improvement is that it is slight though general, and is more indicative of a 


sound basis for substantial revival than of a revival itself. Carloadings for the week ended 
Sept. 3 totaled 1,117,069, compared with 1,109,225 for the week immediately before. 


High temperatures that constitute a record for the week im the corn belt of the country have 
accomplished wonders in bringing toward maturity corn that was deemed almost hopeless. 
While improvement in the crop outlook has strengthened the farmer’s condi- 

FARMING _ tion it has brought slumps in the current grain market. These, however, 
can hardly alter the fact that the farmer with a good crop is in better buy- 

ing position than one with a short crop. This bettered position in the farm sections accounts 
for some of the improvement in retail distribution, which in turn is making itself felt through- 


According to Dun’s, advances have predpminated in wholesale quotations during the week, 
and the latest monthly index shows an imcrease of 1 percent, this being the second consecutive 
monthly advance, bringing the index to the highest point since May 1, 1926. 
The weekly index of wholesale commodity prices reported by Harvard Uni- 
versity advanced to 145 for the week ended Sept. 7 from 143.3 for the week 
ended Aug. 31. A reduction in the rediscount rate from 4 percent to 342 percent was made 
first by eastern reserve banks and finally by all. This is expected to help in the marketing of 


Conservatism still dominates buying of steel, and yet Dum’s reports improved demand. 
Production has been kept at a low level, and any enlargement of demand must be satisfied 
from increased output. Little if amy changes in price have been recorded, 
though pig iron in some producing districts is somewhat weaker. The de- 
cline in production of pig, however, during August was less than that dur- 
ing the month immediately before, and this is held to portend further strengthening at an 4 
early period. The pig irom output was the lowest per day in August of any month since 


Estimates made by the American Petroleum Institute place the average daily output of 
crude oil for the week ended Sept. 10 at 2,490,650 barrels, 21,600 barrels below that of the week 
immediately before, when it was 2,512,250 barrels. The United States bureau 
of mines estimated the anthracite coal mined for the week ended Sept. 3 at 
1,823,000 tons, which was 12.9 percent below the preceding week but higher 
than any other week since May. The output of soft coal for the week ended Sept. 3 was 
9,761,000 tons, including lignite and coal coked at the mines. 








Carolina Pine Costs 


NorFo_tk, VA., Sept. 13.—In its cost state- 
ment for July, the North Carolina Pine Asso- 
ciation reports that the total cost of rough lum- 
ber, exclusive of stumpage, was $16.84 for 
mills doing their own logging, the range being 
from $13.82 to $24.14; $29.82 for mills pur- 
chasing logs, and that the average for all mills 
was $17.10—the statement being based on 18 
reports from 15 members representing 21 mills, 
The average cost of logs for mills doing their 
own logging, exclusive of stumpage, was $6.99, 
made up of $4.71 for logging expense and $2.28 
for transportation ; total cost of manufacturing 
for these mills was $5.39, made up of $3.41 
for sawmill, 53 cents for dry kilns and $1.45 
for yarding and shipping; total overhead aver- 
aged $3.79, made up of $1.16 for insurance and 
taxes, 86 cents for depreciation and $1.77 for 
general overhead, and selling expense amounted 
to 67 cents. 


Seeks $30,000 Forestry Fund 


AtLanta, Ga., Sept 12.—The Georgia For- 
estry Association inaugurated a drive last 
week to raise a fund of $30,000 in the State 
for forestry work to match a_ similar 
fund to be given the association by the 
American Forestry Association, the campaign 
being in charge of C. B. Harman, president 
of the Georgia organization, and secretary- 
manager of the Southern Sash, Door & 
Millwork Manufacturers’ Association. Other 
prominent lumbermen assisting in the cam- 
paign are George West, West Lumber Co., 
Atlanta;- Roy W. Morrison, Disbro Lumber 
Co., Atlanta; Milton Klein, Dan Klein & Sons, 
Atlanta; and J. Leonard Rountree, Summit, 
Ga., and Alex K. Sessoms, Cogdell, Ga., naval 
stores producers. 


Carolina Pine Company to Discontinue 


Battimore, Mp., Sept. 12.—With the decision 
of the Surry Lumber Co., one of the largest 
and oldest of the North Carolina pine produc- 
ers, to discontinue operations in the course of 
the next month and offer its plant at Dendron, 
Va., along with other assets for sale, one of 
the most important factors in this division of 
the lumber trade will be eliminated. The an- 
nouncement that activities are to be suspended 
and the company will go out of business was 
given out last week and came as a big surprise, 
most of the North Carolina pine men having had 
no intimation even of such a step. The decision 
to quit, it is stated, was prompted by the 
changes that have taken place in the lumber 
trade, and the prospect that the old order 
wherein the enterprise had its origin has passed 
away probably forever. Accordingly, the big 
plant at Dendron, Va., which includes three 
sawmill units, along with two re-shaping units, 
which have turned out box shooks in large 
quantities, together with dry kilns, machine 
shop, storage sheds, railroad sidings and stump- 
age enough to continue operations for some 
time, will be put on the market, to be disposed 
of either as a whole or in parcels, and with this 
action there will go out of existence an indus- 
try that had its beginning forty-two years ago 
and has held to the highest trade ethics. 


The company is rated in Bradstreet’s at more 
than $1,000,000, with credit of the highest. The 
president of the corporation is Gen. Francis E. 
Waters, who has held the position for many 
years, and who succeeded to the interest of his 
father, the late Richard T. Waters, one of the 
pioneers in the shortleaf pine development. The 
elder Mr. Waters attracted to his aid in ac- 
quiring extensive timber holdings and engaging 
in manufacturing operations on a large scale, 
various men’ who rose to prominence in the 
business. Until the time of his death, four or 
five years ago, former United States Senator 
John Walter Smith was one of the largest 





stock 
presé 
ker . 
war 
Den 
com] 
Buil 
ucts 
high 
amo 
pine 
cone 
the. 
tur! 
of i 
tion 
thor 


bus 
and 
in 

the 
Ba! 
siv 
bre 
W: 
pa: 
wi 











1927 


tate- 
\SSo- 
lum- 
for 
eing 
pur- 
nills 
1 18 
iills, 
heir 
6.99, 
2.28 
ring 
3.41 
1,45 
ver- 
and 
for 
ited 


‘or- 
last 
tate 
ilar 
the 
ign 
ent 
ry- 


her 
m- 
ya 
er 
ns, 
nit, 
val 


ili i i, ee i ee ee Oe 





SepTEMBER 17, 1927 


AMERICAN LUMBERMAN 47 








stockholders, and served as vice president. The 
present officers, besides Gen. Waters, are: Par- 
ker D. Dix, vice president and treasurer; Ed- 
ward Rogers, superintendent of operations at 
Dendron, and J. W. Morris, secretary. The 
company has its main offices in the Union Trust 
Building here, and has been shipping its prod- 
ucts to every section of the East. It has stood 
high in the trade and has been mentioned 
among the foremost developers of the shortleaf 
pine industry, holding a position with such 
concerns as the Camp Manufacturing Co., and 
the Jackson enterprises. The Camp Manufac- 
turing Co. is almost the only one of old factors 
of importance still active, the Jackson opera- 
tions having been transferred to the South, 
though the main offices are still here. 

Gen. Waters has figured prominently in the 
business and public life of this city and State, 
and during the World War did effective work 
in mobilizing the resources of Maryland for 
the struggle. He has served as president of the 
Baltimore Lumber Exchange and holds exten- 
sive interests in financial circles. Mr. Dix was 
brought up virtually under the tutelage of Gen. 
Waters and has been an able lieutenant. The 
passing of the old company will be viewed 
with regret in the trade generally. 


To Show Pine Tree Products 


JACKSONVILLE, Fra., Sept. 10.—Plans are 
now being formulated for an annual fair to be 
held at Brunswick, Ga., of the products of the 
pine tree. At this fair will be exhibited the 
finished products of the pine forests, including 
naval stores, lumber, paper pulp and others; 
the machinery used in protecting the forests 


Urging the Use of Cypress 


TAMPA, FLA., Sept. 12.—It was resolved by 
the Florida Lumber & Millwork Association a 
few weeks ago to “recommend and urge the 
use of cypress wherever possible” in the retail 
and millwork activities in Florida. At the same 
time it was urged that “the cypress manufac- 
turers give more attention and study to the 
problems of supplying a product that will meet 
the particular requirements of the millwork 
manufacturers of the State.” 

A representative of the AMERICAN LUMBER- 
MAN asked J. Wade Tucker, vice president 
and general manager of the Everglades Cy- 
press Co., Loughman, Fla., to indicate how, in 
his opinion, this codperation can be brought 
about to the advantage of all in the business 
of making, selling and using lumber. To begin 
with he believed that “if the retailers would 
consider cypress a standard product, and not 
a special wood, it would relieve a grave con- 
dition that now exists in the marketing of 
cypress lumber.” 

Mr. Tucker finds that a great many think 
that cypress is a special product and abnor- 
mally costly, and is convinced that the attitude 
of the retailer has been to give strength to this 
idea rather than to refute it. “Too many re- 
tailers are inclined to make it a special wood 
and charge large profit as compared to other 
woods,” said Mr. Tucker. In his opinion it 
would be a great thing for all lumber interests 
to educate the consumer as to the value of this 
product, the argument being that it is adequate 














Getting ready for the big fight. 
Chicago, for the Dempsey-Tunney battle on Sept. 22. 
issue of AMERICAN LUMBERMAN, over 900,000 feet of lumber was purchased from a local dealer. 





Construction of ringside seats under way in Soldiers’ Field, 


For this work, as reported in a recent 





from fire; the machinery used in utilization of 
the forests such as turpentine still, improve- 
ments to sawmills, etc. Full codperation from 
the Pine Institute of America, its individual 
members and the machinery companies has 
been promised. Further plans for this fair 
will be announced at a later date. 





Houses Built by Students 


Everett, WasH., Sept. 10.—With a credit of 
nine new homes constructed during the 1926-7 
school year, the Everett high school vocational 
department has tied the record made by the 
Connecticut State Trade School at Bridgeport, 
for the greatest number of houses built by 
students. The work here was in charge of 
E. P. Fait, vocational department head, and 
L. A. Jacobsen, carpentry instructor. 


to most outside work, is a native of the State 
and better able to stand the strain that the 
climate and the weather conditions in the State 
inflict upon structures of every kind. He does 
not forget that there are times where cypress 
is not as good as other woods, but is ready to 
contend that there are places where it is better 
than other woods. These conditions the re- 
tailer knows and can handle as they come up. 


With regard to the second quotation Mr. 
Tucker is no side stepper and offers no alibis. 
“I am frank to admit,” he went on, “that 
there was a time when the manufacturers of 
cypress lost sight of the best opportunity, and 
I do know that this condition will never exist 
again. We have learned our lesson. We, as 
manufacturers of cypress hope that the retail- 
ers now consider us their friends, and under- 
stand that we are determined to look after their 
interests, especially in supplying the proper 


kind of cypress in manufacture and dryness.” 

William F. Sneed, director for the Lakeland 
District, and Earl Harper of Plant City and 
Tampa, went over to Bartow a. few days ago 
to urge the use of cypress for doors and win- 
dows in new school buildings. The matter was 
argued before the county school board and an 
agreement was reached to favor cypress for 
this service wherever possible. In some cases 
architects have advised steel, and where build- 
ings have been begun there is no way to change. 
But Mr. Sneed and Mr. Harper were able to 
get assurances from the school officials that in 
every case they would hold out for cypress in 
service of this class. 

Mr. Harper told of a visit of a friend to 
his old home in Louisiana in July. He lived 
there twenty years before he came to Florida 
ten years ago. To Mr. Harper he said: “Ona 
short trip across the river from Baton Rouge 
to get a glimpse of the flood damage I took 
occasion to examine at close range the old 
Parlange House, a cut of which had been 
given me by 2 New Orleans cypress lumberman 
a few days before. I had known of this fa- 
mous place for thirty years but had never seen 
it. It is built of cypress throughout. The cor- 
nice, steps, base of columns and spots in porch 
floor at base of columns, all show that repairs 
have been made, but the balance and the entire 
interior is as originally installed, which in- 
cludes door and window frames, sash and 
doors. This house, now almost 150 years old, 
looks good for as many more years with ordi- 
nary care and repair.” 

A great many of the millwork plants are 
pushing cypress. “It is true with us,” said Mr. 
Sneed, president of the Lakeland Manufactur- 
ing Co. “In the Mountain Lake section, being 
developed by Edward Bok, the Philadelphia 
publisher, and others, we are placing a great 
deal of it. It is all right in all outside work 
including cornice, weather casing, door and 
window frames and overhang rafters.” In the 
shop was shown several sections of this kind 
of millwork finished up, and Mr. Sneed also 
said that his firm had just figured on an order 
for more than one hundred pieces from an 
outside city. It is a matter of preparation 
largely, thinks Mr. Sneed, which requires air 
and kiln drying and care as to the absorption 
of moisture in very wet seasons. 


To Use Ontario Timber Only 


Toronto, Ont., Sept. 13—G. Howard Fer- 
guson, premier of Ontario, in an address at 
North Bay, Ont., on Sept. 12, during a dinner 
marking the twenty-fifth anniversary of the 
Temiskaming & Northern Ontario Railway, 
owned by the Ontario Government, made im- 
portant announcements regarding the policy of 
the Ontario government in connection with 
contracts on public buildings. “The day has 
come,” the premier said, “when it is the duty 
of the Ontario government to assist and pro- 
tect its industries. The slogan of the govern- 
ment from this time on when it comes to let- 
ting contracts, whether they be for the railway, 
or in connection with our hydro-electric sys- 
tem, or whether in any other government un- 
dertaking, will be, “The timber used in this 
contract must be timber produced in On- 
tario.’” 

Premier Ferguson made this announcement 
at the conclusion of a brief digest of condi- 
tions in the Ontario lumbering industry at the 
present time. The Ontario lumber industry, 
he said, had languished because of competi- 
tion in countries where living standards were 
not so high as they are in Ontario, and where 
the wage scale was very much lower. As an 
example of what could be done with Ontario 
materials, he pointed to the new east block 
of the Ontario Parliament buildings, at Tor- 
onto, where nearly everything that went into 
the building was produced in Ontario. 
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Associations Plans and Activities 


Sept 20—Alabama-West Florida Mill Managers’ 
Association, Kaul Lumber Co., Tuskegee, Ala. 
Sept. 23—-Regional meeting Southwestern Kansas 


and Oklahoma Panhandle dealers. Liberal, Kan. 


Oct. 1—Lumbermen’s Association of Texas, Central 
and Northern sections, Dallas, Tex. Special 
meeting. 


Oct, 6—-Empire State Forest Products Association, 
Syracuse, N. Y. Headquarters. Hotel Onondaga; 
meetings, College of Forestry Building, Annual. 

Oct. 10-12 — National Lumber ‘Trade Extension. 
Meetings of sales managers and salesmen, asso- 
ciation secretaries, and trade extension com- 
mittee, Stevens Hotel, Chicago. 


Oct. 13-14—National Association of Wooden Box 
Manufacturers, Roosevelt Hotel, New York 
City. Semiannual. 


Oct. 17-18—Wood Industries Division, American So- 
ciety of Mechanical Engineers, Grand Rapids, 
Mich. 


Oct. 22.—Louisiana_ Retail Lumber Dealers’ Asso- 
ciation, Baton Rouge, La. 


Oct. 25-27—Southern Logging Association, Roose- 
velt Hotel, New Orleans, La. Annual. 

Oct, 28-29—-Alabama Lumber & Building Material 
Association, Battle House, Mobile, Ala. Annual. 


Nov. 8-9—Florida Lumber & Millwork Association, 
Columbus Hotel, Miami, Fla. Quarterly meet- 
ing. 

Nov. 9-10-11—-Concatenated Order of Hoo-Hoo, Col- 
umbus Hotel, Miami, Fla. Annual. 


Nov. 10-12—California Retail Lumbermen’s Associa- 
tion, Alexandria Hotel, Los Angeles, Calif. 
Annual. 


Nov. 14—Loyal Legion of Loggers & Lumbermen, 
Portland Hotel, Portland, Ore. Semiannual 
meeting board of directors. 


Nov. 16—Southern Cypress Manufacturers’ Associa- 
tion, Jacksonville, Fla. Semiannual. 


Nov. 16-17—Southern Sash, Door & Millwork Man- 
ufacturers’ Association, Ansley Hotel. Atlanta, 
Ga. Annual 

‘SA aaeaeaeaaaaa. 


California Piners’ Activities 

San Francisco, Cauir., Sept. 10.—For the 
first time in the history of the California 
White & Sugar Pine Manufacturers’ Associa- 
tion the directors will hold a regular meeting 
outside of the headquarters of the association 
at San Francisco. 

When the first fall directors’ meeting opens 
on Sept. 16 it will be at the mills of the Mc- 
Cloud River Lumber 
Co., where the directors 
will be the guests of 
the McCloud officials. 

C. Stowell Smith, 
secretary-manager of 
the association, left San 
Francisco this week, 








A. C. HORNER, 
San Francisco, Calif., 
Trade Extension Division, 
National Manufacturers 





accompanied by A. C. 
Horner, of the trade 
extension division of 
the National Lumber 
Manufacturers’ Asso- 
ciation for a trip 
through mills of the 
Michigan - California 
and California Door companies’ operations 
prior to attending the directors’ meeting at Mc- 
Cloud. 

Mr. Horner, newly appointed manager of the 
San Francisco division of the National associa- 
tion’s new trade extension campaign, will be 
one of the principal speakers at the meeting. 
He will later accompany R. F. Hammatt, sec- 
retary-manager of the California Redwood 
Association, through -several operations of the 
redwood industry in connection with the na- 
tion-wide trade extension work. 

Following these two trips Mr. Horner will 
go to Portland, where a branch office of the 
National association will be opened, S. V. Full- 
away, jr., being named as manager of that 
district. 


Box Makers’ Semiannual Program 


A special program is being prepared for the 
twenty-eighth semiannual convention of the 
National Association of Wooden Box Manu- 
facturers, to be held at the Roosevelt Hotel 
in New York City, on Oct. 13 and 14, and 
Paul Grady, secretary-treasurer, declares it is 
unique in many respects in that there will be 
no outside speakers. It will be more in the 
nature of an old-fashioned get-together round- 
table discussion to exchange opinions and ideas 
for the improvement’ of the industry. The 
topics that have been suggested include meth- 
ods for determining moisture content and the 
adoption of a standard specification covering 
this subject. New methods of production will 
be discussed, as will cost of production. Fol- 
lowing this feature of the program, the meet- 
ing will be turned over to a discussion of the 
sales problems of the industry, covering the 
status of substitute competition, proper meth- 
ods of packing, compensation and liability in- 
surance, development of new uses for wooden 
boxes, and methods of increasing the member- 
ship in the association. 
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Illinois District Meetings 


Announcement is made by Secretary J. F. 
Bryan, of the Illinois Lumber & Material Deal- 
ers’ Association, Chicago, that there will be 
meetings of the second, fourth and fifth dis- 
tricts of the organization, beginning Sept. 20 
at Dixon, where the second district will open 
a meeting with a noon dinner at the Elks’ Club. 
H. W. Harms, of the Wilbur Lumber Co., is 
district chairman, and E. L. Westberg, of 
Reitsch Bros. Co., Rockford, is secretary. 

The fourth district will meet at the Kas- 
kaskia Hotel in La Salle on Sept. 27. C. C. 
Ridinger, of the Sonneman Lumber Co., is 
district chairman, and George Danforth, of 
Washington, secretary. 

The fifth district will meet at Bloomington 
on Sept. 28, at the Illinois Hotel. Scott John- 
ston, of Rankin, IIL, is district chairman, and 
Will McKee, of Decatur, is secretary. 

Practically the same subjects will be dis- 
cussed at each of these meetings and among 
the topics to be considered are “Echoes From 
the Tacoma National Convention ;” “Business: 
Present and Future—Cultivating the Home 
Field ;” “Roofing and Reroofing.” There will 
be no long speeches; simply short snappy talks 
in which each member present is expected to 
participate, followed by a general discussion. 
All the meetings will open with a noon din- 
ner and continue throughout the afternoon, 
no evening sessions to be held. 


Wood Industries Division to Meet 


Granp Rapips, Micu., Sept. 14.—The 1927 
national meeting of the wood industries divi- 
sion of the American Society of Mechanical 
Engineers, to be held here on Oct. 17 and 18, 
is expected to be of unusual interest and value 
to those interested in woodworking. Invita- 
tions are being sent to all engineers and ex- 
ecutives interested in woodworking to attend 
the meeting and all will be assured a cordial 
welcome, whether members or not. Subjects 
that will be discussed by authorities in each 
particular line will include: 

“Problems of Design for Mass Production in Fur- 
niture Industry,’”’ by Baird Richardson, works man- 
ager, Starr-Davis, Grand Rapids. 

“An Investigation of Some Stresses Acting on Bus 
Bodies,”” by Charles B. Norris, engineer, Haskelite 
Manufacturing Co., Grand Rapids. 

“Some Improvements in Handling Methods in 
Wood Working Industries,” by R. K. Merrill and 
G. H. Roderick, American Seating Co., Grand Rapids. 

“Lumber Standardization—Its Relation to the Wood 
Industries,” by John W. Blodgett, past president, Na- 
tional Lumber Manufacturers’ Association, Grand 
Rapids. 

“The Need of Research on Tropical Timber Before 





Marketing It,’ by Arthur Koehler, Forest Products 
Laboratory, Madison, Wis. 
Other important discussions will be on the 


qualities of Balsa wood and some physical 
properties of Balsa wood. 

These discussions should be of great in- 
terest to lumbermen and wood workers, and 
a cordial invitation is extended to all inter- 
ested to attend the sessions. 


Appointed Trade Commissioner 


New Oreans, La., Sept. 12—C. M. Ehn- 
inger, who has recently been appointed 
American lumber trade commissioner to that 
part of South America usually classified as 
the River Plate region, 
was for some _ years 
representative in the 
Antilles for the Amer- 
ican Pitch Pine Export 
Co.. of New Orleans, 
where he made an ex 
cellent record. By fa- 





C. M. EHNINGER 


Lumber Trade Commis- 
sioner to River Plate region 








miliarizing himself 
with Latin - American 
customs and __ trade 
methods he placed him- 
self in line for his 
present appointment 
and paved the way for 
excellent service to the 
general lumber trade in those lands to the 
South when acting through the United States 
Government bureau. Mr. Ehninger is a na- 
tive Orleanian and is extremely popular with 
the lumber industry in this section. 


Southern Cypress Publicity Plans 


JACKSONVILLE, Fra., Sept. 12.—At a meeting 
of the subscribers to the advertising fund of 
the Southern Cypress Manufacturers’ Associa- 
tion, held in Jacksonville last week, it was 
decided that a part of the appropriation will 
be used in the employment of field men, the 
balance to be expended for publicity. The pub- 
licity will be handled under the direction of 
Erwin Wasey & Co., of New York. J. R. 
Black, secretary-manager of the association, 
says that this department will be functioning 
in a short time, probably before the first of 
October. It is estimated that the funds avail- 
able for the first year will be over $75,000. 


(SA SSE 22aae 


Lumber Exporters in Semiannual 


The National Lumber Exporters’ Associa- 
tion held a well attended meeting at the Con- 
gress Hotel, Chicago, Sept. 14. This was the 
semi-annual gathering and was presided over 
by W. Granville Taylor, of Asheville, N. C., 
first vice president, in the absence of President 
W. M. Lynch, of Memphis, Tenn., who ex- 
pressed his inability to attend and gave his 
views on the various subjects coming up for 
discussion. 

The report of Secretary Harvey M. Dick- 
son, of Baltimore, Md., contained a resume of 
the association’s activities since the twenty- 
seventh annual meeting in Memphis. Among 
the many important matters discussed were 
the following: Dimension stock; the standard 
form of contract between the Exporters’ as- 
sociation and the Timber Trade Federation of 
the United Kingdom; the Manchester meas- 
urement of bundled lumber in Manchester, 
England; proposal “C” of the inspection rules 
committee of the National Hardwood Lum- 
ber Association; the lyctus beetle, known as 
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the powder post beetle, which has been a 
source of a number of heavy claims filed 
against ash and gum lumber exported to the 
United Kingdom; marine insurance; the serv- 
ice being rendered by the director of foreign 
affairs, Edward Barber, in the settlement of 
buvers’ claims. 


” 


In regard to proposal “C,” this matter was 
thoroughly discussed and inasmuch as the Na- 
tional Lumber Exporters’ Association is not an 
inspection rule-making organization but used 
the rules of the National Hardwood Lumber 
Association, it was the concensus. that no 
action be taken in regard to Proposal “C.” 


TuirTy-Four industrial plants at James- 
town, N. Y., including a large share of the 
furniture concerns, are enrolled in the annual 
accident prevention campaign of three months, 
which started on Sept. 4, under the auspices of 
the Associated Industries of New York State. 


Issues Handbook on Southern Pine Uses 


Association Is Publisher of Comprehensive Guide Designed to Be 
of Maximum Usefulness to Every Consumer 


“Southern Pine—The Supreme Structural 
Wood of the World,” is the title of a new 
handbook of southern pine, its properties and 
uses, just off the press. Usefulness to every- 


struction, stations and platforms, hand cars, 
coaling stations and railroad ties, while it is 
also shown that in industrial construction 
southern pine has won high standing for use 
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Structural stability and exterior beauty of the home are essentials stressed by the handbook 


one having to do with lumber in any of its 
forms is the purpose of this 64-page manual, 
according to officials of the Southern Pine As- 
sociation, the publishers. The preface reads: 


“Usefulness is the aim in the preparation of 
this book—usefulness to the manufacturer of 
products of which wood forms a whole or a 
part; usefulness to the man who sells wood 
either as a raw material or as a finished prod- 
uct; usefulness to the ultimate purchaser of 
wood, in any stage of manufacture, for any 
purpose whatsoever.” 

The book, printed in an attractive two color 
scheme, has as one of its principal aims the 
Pictorial presentation of the uses for wood 
with a non-technical discussion of the things 
that make wood good for specific uses. It is 
intended to bridge the gap between the knowl- 
edge that wood is satisfactory and the technical 
data that proves its value beyond a doubt. 

In attempting to fulfill such a broad mis- 
sion, the book was compiled under eight gen- 
eral heads—Southern Pine in Industry; Rail- 
way Construction; Industrial Construction; 
Accessory Construction; Southern Pine in the 
Home; Miscellaneous Uses of Southern Pine: 
Manufacturing and Grading Southern Pine; 
the Unfailing Supply. 

A clearly written text and well defined illus- 
trations, all of lumber and southern pine as 
seen in practical use, make the manual easily 
understood by the average reader. Its contents, 
in view of the fact that they set forth what 
has been accomplished in every day usage of 
southern pine, as well as what can be done with 
this lumber, is expected to be of value both-to 
the technical man and the every day user of 
wood. 

The handbock contains eighty photographs 
of the actual uses of lumber. With the text 
these show in a convincing manner how lum- 
ber has become invaluable in the manufacture 
of tanks and laundry appliances. farm imple- 
ments, furniture and automotive products. 
bridge and trestle projects, freight car con- 


in floors, flooring blocks, roof trusses and 
beams. 

Southern pine in the home is given thought- 
ful attention. Its uses are shown in woodwork, 
studs and framing floors and siding. It is also 
pointed out that lumber is of great aid in dec- 








orating the home grounds, being used in gar- 
den furniture, summer houses and outdoor fit- 
tings of all kinds. Construction of the South- 
ern Pine Association better built homes 
throughout the country is dealt with in detail 
in this chapter. 

Boardwalks, grandstands, speedways, oil der- 
ricks, boats and bowling alleys all ‘have cre- 


‘ated a demand for lumber, according to the 


book, and southern pine has found a ready mar- 
ket through satisfactory service in these con- 
nections, it is said. 

Grade marking of southern pine is given a 
department in which it is shown that by this 
method of stamping lumber, the purchaser is 
enabled to get what he wants, also to reorder 
with assurance of exact duplication. It is made 
plain in the manual that southern pine forests 
are not being cut to the point of extinction, 
but that new growths are coming on each year 
and that an unfailing supply is to be had. 

The manual in setting forth southern pine as 
a reliable structural wood has dealt with the 
subject in a much more extensive manner than 
ever before has been attempted. “It is a book 
of facts about lumber,” the publishers say, and 
has been in the process of preparation over a 
long period. Fifteen thousand copies are in- 
cluded in the first press run. These will be 
placed at the disposal of industrial plant and 
railroad executives, lumber manufacturers. 
dealers, architects, engineers, contractors and 
others having to do with lumber in all of its 
uses. Persons directly interested in lumber 
will be supplied with the new handbook on re- 
quest, it was said. 











Southern pine used in concrete form work, as depicted in new handbook issued by the Southern 
Pine Association 
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Creation of Business His Main Business 


Iowa Small Town Retailer Knows His Territory, Studies Farmers’ 
Needs and Offers Complete Service at Guaranteed Price 


In the town of Mapleton, lowa, some forty 
or fifty miles southeast of Sioux City, is lo- 
cated a young lumberman who has expanded 
his business along lines suggested by his own 
capacities and by the local needs of his com- 
munity. This is W. J. Haubrich, of the 
Haubrich Grain & Lumber Co. Mr. Haubrich 
is a Mapleton product. He began his training 
in the lumber business as a branch manager 
for one of the powerful Iowa line-yard com- 
panies and after a time bought out a Mapleton 
yard and began operating it for himself. | 
believe he later bought out a second Mapleton 
yard and employs the buildings as warehouses 
for storing some of his surplus stock. 

Mr. Haubrich’s business is quite varied and 
extends beyond the limits of the lumber in- 
dustry. As the name of his company implies, 
he buys grain. Operating an elevator in con- 
nection with a lumber yard is not unusual in 
western Iowa. Many yards do it. But in addi- 
tion to this grain business, Mr. Haubrich buys 
a certain amount of cattle and hogs. Some of 
this stock he takes in settlement for lumber ac- 
counts. He has a farm near town where he 
prepares some of this stock for market. The 
livestock line, however, is a quite limited one 
and is operated very much as a sideline. He 
also owns a grocery and meat store. This 
diversified business is possible and profitable 
because Mapleton is a rather small town. 

But the aspects and variations of his busi- 
ness in which this department is interested are, 
of course, within the lumber and building ma- 
terial line. Within this field he has gone far 
in developing the business and the service that 
goes with it, and he has never felt bound to 
stay within traditional limits when in his opin- 
ion a mutual benefit could be conferred upon 
himself and his customers by going beyond 
these limits. The things he is doing 


are fewer slack seasons on these Iowa farms 
than was true some years ago, and these coun- 
try men are finding that they can use their 
equipment more profitably in farming, some- 
thing for which it is designed, than in haul- 
ing lumber. 

In addition to this, Mr. Haubrich has dealt 








W. J. Haubrich, progressive Mapleton (Iowa) 

retailer, in front of one of the 3-pen farrowing 

houses which he builds and sells in large 
numbers 


with that old tradition of building being 
crowded into seasons when farming is sup- 
posed to be slack but isn’t. The old value of 
slack-season building turned quite as much on 


Consequently he has worked into the contract- 
ing business and follows it very extensively, 
He will undertake any kind of building, in the 
country or in town. At the time of my visit 
he was just completing a Catholic school build- 
ing in Mapleton—a brick structure for which 
he had drawn the plans and on which he had 
done all the work from the excavation to the 
painting and finishing of the woodwork. 

A number of dealers will undertake the 
planning and the contractor work for dwelling 
houses, but this department has not discovered 
many who contract to build barns and other 
distinctive farm structures. Mr. Haubrich does 
this. He will plan the building, figure in the 
excavation if this is required, do all the 
masonry and carpenter work, paint the fin- 
ished structure, deliver all materials and ar- 
range it so the farmer’s wife does not board or 
house the workmen. With a service of this 
kind there is no more excuse for slack-season 
building in the country than there is in town. 
It becomes a matter of building at whatever 
season the new structure is to be needed. A 
barn may go up at any time of year. A corn 
crib will be built in the early fall; though if a 
farmer knows he is going to need the crib 
he may be easily persuaded to put it up earlier 
if that suits the convenience of Mr. Haubrich 
and his mechanics. Furthermore, all of these 
structures are figured on a lump-sum, finished 
basis. 

A farmer is not unlike any one else in want- 
ing to know finished costs. Some otherwise 
quite capable carpenters are pretty weak in 
preparing material bills and making estimates 
of completed costs. This department knows 
of a remodeling job undertaken by a neighbor 
a short time ago. The owner did not ask 
for a guaranteed lump-sum bid from the car- 
penter, for the job seemed too small 





have been done in some form or other 
by many dealers; but a person doesn’t 
often find them in small-town yards. 

In the first place, he delivers prac- 
tically everything he sells or buys. He 
has a fleet of six trucks that travel 
for many miles on every side of 
Mapleton. It is commonly said that 
farmers are little interested in hav- 
ing their lumber delivered; that they 
plan ahead to do their building in 
slack seasons when they can use their 
own teams or trucks; and that to en- 
courage them to hire delivery done 
for them is to put a premium on a 
lack of thrift on their part. Mr. 
Haubrich doesn’t hold this opinion, 
and his experience indicates that his 
country customers are glad to have 
this delivery done for them. He 
even delivers coal into the country districts. 

But the fact that farmers use the delivery 
system doesn’t dispose of the argument that 
they ought to deliver their own stuff in the 
interest of thrift and economy. There is, how- 
ever, something to be said on that score. There 








Catholic school at Mapleton, lowa, designed and built entirely 


by the Haubrich Grain & Lumber Co. 


the practice of the farmer’s doing a good deal 
of his own building as well as all the hauling 
of material. - It seemed to Mr. Haubrich that 
a farmer is less well equipped to manage the 
erection of his buildings or to do much of the 
carpenter work than he is to do the hauling. 


to go to the trouble of preparing 
exact specifications. But he did want 


The carpenter figured it over and said 
it would amount to about $300. It 
was undertaken, no essential changes 
were made, and the final cost was 
just under $900. That owner would 
no more take a carpenter’s estimate 
on even a dog house than he would 
think of handing him a signed blank 
check. A person does not need to in- 
quire far among mid-western farmers 
to find that practically all of them are 
afraid to undertake the building of 
anything that they can’t do them- 
selves. Many of them don’t do it 
until they are practically forced to 
by circumstances. If not all of them 
are as fearful as this, practically all 
have the fixed idea that building always runs 
in excess of the preliminary estimates. That 
excess may be small or it may be ruinous; 
but whether small or large, they always ex- 





pect the cost to be more than the carpenter: 


says it will be. ‘ 


to have an idea of the probable cost., 
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Under such circumstances it is not strange 
that these country people are ready to con- 
sider the proposals of an experienced builder 
who will give them sufficiently exact specifica- 
tions to assure them that the building is going 
to meet their needs and who in addition will 
tell them exactly what the finished cost will 
be toa cent. The fact that the builder expects 
to make a profit on the job is all right with 
themi. If they have confidence in his fair- 
ness they’ll trade the possibility of getting it 
done for a few dollars less for the exact 
knowledge of the amount they must invest. 

And this old idea that a farmer can save 
money by doing the work himself is not so 
firmly held as it was. As we said before, the 
slack seasons on the farm are not so pro- 
nounced as they once were. If the building 
amounts to much it can hardly be finished be- 
tween seasons. I remember well that half a 
generation ago if a farmer planned to build 
a large barn and to haul the material him- 
self and help the carpenters with the carpenter 
work he either managed to put out a smaller 
acreage of crops or else hired an extra hand 
or two. The work he did on the job cost 
him actual money. Farmers are coming to 
hold that they are specialists, that they are 


and finished it up just as I had the first. The 
owner was well satisfied. 

“After all this was done I was out at his. 
farm one day and noticed a granary that looked 
to be out of repair. I mentioned this fact. 
The farmer said he knew it was going to 
pieces and had told his son only that morning 
that they ought to get some stuff and fix it 
up. But he said it ought to be raised up out 
of the dirt, that he didn’t know how to do it, 
had no jackscrews, didn’t know where he could 
borrow or rent any and was afraid he’d get it 
up in the air and let it fall. I told him I could 
do the job, and he asked how much it would 
cost. I made out some few specifications about 
raising it, putting in a foundation, repairing the 
floor and siding and putting on a new roof. I 
gave him a price on the completed job, and 
he told me to go ahead. When I went out 
there the farmer had no more idea of hiring 
me to do that repair work than he had of 
selling his farm. But when I mentioned it 
and was ready to undertake the whole thing 
for an agreed price he promptly hired me to 
do it. I delivered the needed materials, sent 
the workmen and finished it up without the 
owner’s having a minute’s worry about it or 
doing a minute’s labor. 








Truck of the Haubrich Grain & Lumber Co. 


lumber. The company operates six 


efficient as farmers and can market their labor 
for a higher price by farming than by doing 
carpenter work. This isn’t saying that every 
farmer is anxious to hire every little repair 
job done; but he is more ready than he once 
was to have professional work done at least 
on his larger buildings. 


Creating Business by Suggestion 


“Some time ago,” Mr. Haubrich said, “I 
built a good sized barn for a farmer who lives 
near town. I did it according to my usual 
system; talked with him to get his ideas, drew 
the plans, delivered all the materials, sent out 
masons and carpenters, painted the building and 
did the whole job for a lump-sum price agreed 
upon before the work began. It happens that 
this man owns another farm which I suppose 
isn’t in my trade territory if such things were 
divided up geographically. After the first job 
was done this farmer suggested that he might 
consider building a similar barn on this other 
farm. He said he hadn’t intended to do it, 
that the place was too far away for him to 
watch and manage the job. But he said the 
first barn had been done in such a satisfactory 
way that if I’d undertake the second he’d go 
ahead with it. He didn’t want to do it in the 
old-fashioned way; both because it was un- 
satisfactory at best and because he couldn't 
afford to take the time to stay over there 
and see it through. Of course I took the job 


buying this stuff at other places and saying 
that he wouldn’t be caught buying anything 
of me. I finally got the job, on the basis of 
my known service rather than on price alone; 
but for a time this man thought he was going 
to get it. He had based his bid on material 
prices he had gotten elsewhere; and when 
he thought he had the job he came to me to 
see if I wouldn’t sell him the stuff at a lower 
price. This pretty well explains the whole 
matter. These contractors were basing their 
whole case as contractors on the cheapness 
of the building material rather than on finished 
cost, the accuracy of their estimates and the 
quality of their finished product. I continued 
to work along my own lines, offering my 
service and keeping prices reasonable but not 
cutting them to meet competition. It wasn’t 
long until most of these contractors saw I 
wasn’t fighting them with their favorite weapon 
of cut prices and came back to deal with me. 
You may think that queer, that they will buy 
from me when I’m working as a competitor 
in their field, but it is true. As a matter of 
actual fact I suppose I’m not competing very 
directly with them, for they get very few 
chances to figure on my jobs. I find these 
jobs, create them in a certain sense, and close 

















unloading a car of 
of these 


“Much of my farm business I get in just 
that way. I know the farmers, know their 
places, see something I’d like to have built 
or repaired if I were in their situation, sug- 
gest it to them, offer a complete service and 
close the deal. In the last four years I haven't 
had to figure against competition on a single 
farm job. In fact the town jobs on which I 
have to submit competitive figures don’t aver- 
age $1,000 a year. 

“As nearly as I can tell, the dealers in neigh- 
boring towns don’t resent my sales very seri- 
ously. They have their customers who con- 
tinue to want to build in the old way, buying 
the materials and hiring carpenters. As a mat- 
ter of fact, much of the business I get these 
other dealers wouldn’t get if I were to go 
out of business. These are jobs that in a sense 
I create. I suggest them and offer a service 
that suits these customers; a service they 
couldn’t get anywhere else. Some small amount 
might come into the market in the course of 
years, but quite a bit of it never would come 
in at all. 

“For a time the contractors resented the fact 
that I was contracting and worked against 
me. I had a curious experience with one of 
these men. He was quite loud in talking 
against me. Finally a job came up; one of 
those upon which I had to submit a com- 
petitive bid. I found that I was bidding 
against this man, and of course he had been 


Warehouse of the Haubrich Grain & Lumber Co., known as one of 
the most progressive yards in Iowa 


them without any one else having a chance to 
figure on them. 


Service Is Basis of Business 


“Of course, if all lumber dealers went onto 
my basis of service, we’d be right back com- 
peting with each other on prices. If the serv- 
ice was equal and the quality of the materials 
the same, it would be simply a matter of de- 
ciding which one would take the least for his 
work. It may come to that; but for various 
reasons I don’t expect such a situation for 
some time to come. For instance, in this State 
there are a good many line yards. They are 
all right, and as things have gone they have 
done a useful work. But they’re a little handi- 
capped when they try to expand into the field 
where I have been working. Perhaps condi- 
tions will remain such that they can continue 
indefinitely to offer their goods on the old 
terms; so much a thousand feet. ‘They prob- 
ably can offer some services that can be man- 
aged pretty directly from the main office. But 
if they attempt to enter the contracting and 
business-creating field, as I have done, they'll 
have to alter many of their policies. For in- 
stance, I employ around fifty men. For a time 
last summer the number went up to seventy. 
I have jobs going all the time in many places, 
and these jobs have to be superintended. Ma- 
terials have to be delivered as needed. Esti- 
mates have to be exact, and cost figures must 
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be -accurate. If there is any slackness in any 
of these or other fields I might mention, the 
losses pile up in a hurry. So if my competi- 
tors undertake to follow the way I’ve gone, 
they'll have to find or train a different sort 
of employees. It would mean changing many 
of the basic policies upon which these line 
companies have built their success. I don’t 


think they'll do it; at least until a sufficient 
number of individual dealers have done it so 
that a new standard of service is more gen- 
erally expected.” 

One of the interesting lines handled in Mr. 
Haubrich’s yard consists of farrowing houses 
and brooder houses. This part of his business, 
I think, has been described in an earlier issue 


News and Business Ideas 


Many Visitors Inspect New Yard 

PLAINVIEW, TEX., Sept. 12.—The formal open- 
ing of the local yard of the John Maynard 
Lumber Co., of Amarillo, occurring Saturday, 
Sept. 3, was attended by around 600 visitors, 
who were shown through the buildings and 
yards. 

The new local yard supersedes the N. R. 
Northcutt Lumber Co.’s yard, located on East 
Sixth street, which was acquired by the John 
Maynard Lumber Co. and moved to the corner 
of Date and East Fifth streets, where the 
attractive new plant just opened is located. 

Among the out-of-town notables in attend- 
ance were John N. Maynard and Mr. Snow of 
the general office at Amarillo, and Paul Rogers, 
manager of the Childress plant. Refreshments 
consisting of lemonade, cake, etc., were served, 
and souvenirs such as rulers, small sample cans 
of paint, fly swatters and other advertising 
novelties were given to the visitors. 

John T. Read is the local manager, with Roy 
Daniels assisting him. 

Super-Service in Delivery 

A Chicago retail coal concern takes good- 
sized display space in the daily newspapers to 
announce that it has improved its delivery 
service by providing “rubber tired wheelbar- 
rows, equipped with an alemite grease system” 
for wheeling in coal and coke from the street 
to the customer’s basement. The advertise- 
ment goes on to explain that “the rubber tires 
save your walks from cracking, and reduce the 
noise, while the proper oiling keeps out the 
squeaks.” 

The further statement is made that “our 
patrons who have enjoyed this service are 
highly pleased, and commend it to their neigh- 
bors and friends.” No doubt this is true, and 
probably these innovations have brought busi- 
ness to the concern. They are little things, but 
in the evenly balanced competition of today lit- 
tle things often turn the scale. 

The writer of this item knows of a retail 
coal concern in the suburb in which he lives 
that has built up an enviable reputation be- 


cause of the extreme care it uses in delivering 
coal. Not only do the drivers use every pre- 
caution to keep from doing any injury to the 
sidewalk or curbs, borders of driveways, etc., 
but every truck carries a broom and every 
particle of coal is swept up before the truck 
leaves, leaving the premises absolutely clean. 
The housewives pass the word to one another 
of the “nice drivers” and deliverymen of the 
“Blank Coal Co.”, and the result is that this 
concern gets the cream of the coal business of 
that suburb. 


Entertains Eastern Retailers 


Bayport, Minn., Sept. 12.—Two train-loads 
of lumber retailers and their ladies, returning 
to their respective homes following the annual 
convention of the National Retail Lumber 
Dealers’ Association at Tacoma, Wash., were 
royally entertained here a few days ago by 
the Andersen Lumber Co., nationally known 
frame manufacturer with headquarters and 
large-scale operations here. 

The first party, composed of delegations 
from New York, New Jersey and New Eng- 
land, arrived at Minneapolis aboard the North- 
east Lumbermen’s Special and came to Bay- 
port as the Andersen company’s guests by mo- 
tor bus. Dinner was served at the specially 
decorated White Pine Inn, whereafter the fac- 
tory was inspected. Meanwhile, the special 
train had been rerouted from Minneapolis to 
a siding near the plant, where it awaited the 
travellers. 

The second party was the Ohio delegation, 
which was likewise roundly entertained. All 
the visitors were loud in their praises of the 
remarkably equipped Andersen plant and of 
the hospitality shown them. 


Line-yard Companies Move Offices 


MINNEAPOLIS, MiInn., Sept. 13.—After 20 
years on the eleventh floor of the Lumber Ex- 
change, the Winnor-Torgerson Lumber Co. 
and the Winnor-Adams Lumber Co., line yard 
operators, have taken quarters at 109 in the 
same building. 





pertinent paragraph: 





This Week’s Timely Tip 
Photographs Help Sell Other Jobs 


A letter received by the American Lumberman from the 
head of a lineyard organization contains the following 


“In a good many of our lumber yards you will find all 
kinds of actual photographs of barns, farm houses and 
other buildings, both in the country and in the city, for 
which we have furnished the lumber. These displays not 
only are attractive, but they help to sell bills of lumber for 
similar structures. We believe it is a good idea.” 


Watch for Next Week’s “Tip” 











and in another department of the American 
LUMBERMAN. During the first half of 1927 
he sold 150 brooder houses and 450 farrowing 
pens. The latter are 16 feet long and have 
three pens or compartments. These buildings 
are built in the yard shop and delivered to 
the owner by truck. This suggests a_profit- 
able activity for other dealers. 


for Retailers 


A Useful Book on “Your — 


Often the retail lumber and building ma- 
terial merchant finds himself confronted by 
some question or problem regarding the build- 
ing or upkeep of a house that baffles him, be- 
cause he does not know just where to put his 


Build That 
Hog House 


Before Cold Weather 


You take the farmers who 
make the most money on 
hogs and you'll find they 
have a pretty good place to 
house their ‘‘porkers’’ dur- 
ing winter months. | 

A moderately warm, eas- 
ily kept clean place to sleep 
with a clean floor from | 














which to eat are essential to 
hog happiness and robust 
growth. 


Come in and let us show 
you some hog house sugges- 
tions. It won’t cost you 
anything to-investigate. 


( Dealer’s Name ) 


Address 
Telephone 





























This new advertisement is prepared, for the 

convemence of retailers, by the advertising 

service department of the AMERICAN LUMBER- 
MAN 





hand immediately upon the required informa- 
tion. There is a sort of hazy feeling “I ought 
to know all about that, but somehow I don’t 
just feel sure—.” In such situations, and many 
others, the new book entitled “Your House,” 
by John R. McMahon, is “a friend indeed.” 
The announced purpose of the author is to tell 
in simple, direct style how to finance, plan, 
build, remodel and keep up a home. 

This is a thoroughly practical book about 
building materials and methods, written in a 
very pleasing and interesting style, and con- 
taining twenty-eight illustrations emphasizing 
details of construction. It deals not only with 
architectural style, in brief, but tells in ample 
detail how to plan a house from foundation to 
roof. The author, who has written two pre- 
vious books on the same general subject, writes 
out of a wide personal experience, supple- 
mented by a thorough study of home building. 
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The book is divided into two almost equal 
parts, one dealing with the planning and con- 
struction of the home, and the other with the 
very important subject of upkeep. In the lat- 
ter division is a valuable chapter embodying 
4 monthly calendar for repairs, telling the 
things that need to be looked after each month 
of the year. 

It is hardly claiming too much to say that 
within the compass of 300 large-type pages may 
be found satisfying answers to most of the 
questions that the average prospective home 
builder wants to have answered. The Ame_rt- 
cAN LUMBERMAN commends it as a book of 
ready reference on the thousand and one ques- 
tions that are constantly coming up in connec- 
tion with home building and home mainte- 
nance. 

“Your House” may be ordered from the 
AMERICAN LUMBERMAN at the regular publish- 
er’s price of $3, delivered postpaid. 


Retail Firm Awards School Trophy 


BrRENHAM, TeEx., Sept. 12—The Farmers & 
Merchants Lumber Co., of this place, has 
turned over to O. P. Jacob, principal of the 
Harrisburg School, the handsome silver trophy 
offered by that company to the rural school of 
Washington County winning the county inter- 
scholastic meet. The trophy is a beautiful sil- 
ver cup, appropriately engraved, and will be 
greatly treasured by the school receiving it. 


Retail Firm Entertains Employees 


HaMILTonN, Onto, Sept. 13.—The Horn & 
Kraus Lumber Co. of this city entertained 30 
employees on an unique outing Sept. 10, by 
automobile, the first stop being made at the 
Blue Goose Inn on the Dixie Highway where a 
special dinner was served. The afternoon was 
spent in visiting a number of buildings in or 
near Cincinnati which were constructed with 
lumber furnished by the company. It had been 
proposed to attend a ball game in Cincinnati, 
but this was postponed because of rain and a 
theater party was formed. 


Hold Outing at Employer’s Ranch 


Canton, Onto, Sept. 13.—Executives and 
employees of the Harvey Loehr Lumber Co. 
held their annual outing at Loehr’s ranch Sat- 
urday, Sept. 10. More than 150 employes and 
local contractors and building supply men par- 
took of the hospitality of the Loehr organiza- 
tion, engaging in numerous sports. W. R. Put- 
man, financial manager of the Loehr company, 
was in charge of the day’s program. P. M 
Schumacher, sales director of the company. 
was supervisor of sports and arranged for the 
big picnic dinner which followed the sports 
program. 

Harvey S. Loehr, president of the company 
and one of the best known lumber dealers in 
the Canton district, was very much in evidence 
as official umpire at the ball game. Edward 


Williams, secretary and general manager of the 
company assisted in the arrangements. 

The outing is an annual affair and always is 
held at the ranch owned by Mr. Loehr and 
maintained for the recreation of the company’s 
employees and the members of the various civic 
clubs with which Mr. Loehr is affiliated. 


(ada aneaaaan: 


“Boosting” for the Boss 

A retail yard salesman who noticeably takes 
every opportunity to speak a good word on be- 
half of his employer explains his reasons thus: 

“Whether he is the finest man I ever worked 
for or not doesn’t make a whole lot of differ- 
ence. The thing is that it helps the business 
to have men think the boss is the right sort. I 
have a chance to put in a good word with men 
who don’t know the boss and who might some 
day be customers. It doesn’t do any harm to 
say what I can to make them think the head 
of the business is a fine man. They’re going 
to be more likely to bring him their business 
and to help give him a good reputation which 
will help make more business for him. 

“It’s a good thing for me, too, for people 
to know that I’m loyal to my boss, and it 
doesn’t hurt my reputation any to have folks 
to think I’m working for a good man. And 
then, also, the boss himself is pretty sure to 
know it if I go around boosting him and it 
makes him feel better toward me. Take it all 
around, everything considered, I figure that I 
can’t afford not to boost the boss.” 


Recording and Following Up Prospects 





A merchandising articie appearing in a recent issue of the Weyer- 
haeuser Log emphasizes an advantage that the lumber dealer has over 
his fellow merchant in almost any other line, in that he can see pros- 
pective business when driving along the street or in the country. In 
other words, a glance shows him that the owner of certain property is 
in need of the goods that he has for sale. The writer of the article 
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PROSPECT AND FOLLOW UP CARD 


Peake, Alton, IIL, 





Name and Address......................... 





























Employed Work Contemiplated 
Where Located....................-.... When a 
I acineinneteittincok Plans 
Contracter. aici 
dD ee | Smnneneee Submitted... 
Expect to expend ee ee. She cae 
Dates we follow up 

(Over) 


Follow-up card used by Springman Lumber Co., Alion, III. 


referred to told of a dealer who on a single trip of less than twenty-five 
miles brought back information that eventually resulted in seven good- 
sized sales of various kinds of materials. 

From time to time the AMERICAN LUMBERMAN has discussed the sub- 
ject of canvassing for prospects, describing the methods of different 
concerns that have done systematic work along this line, some using 
high school boys or Boy Scouts to do the actual canvassing, while others 
have depended primarily on their own employees, who have been asked 
to keep their eyes open and to promptly report any prospects for busi- 
ness that come to their notice. 

For recording and following up prospects that have been discovered 
by canvassing, or by other means, printed data cards have been devised 
by various firms, and two of these forms are reproduced on this page. 
The lower illustration shows a sample information card which the 
C. R. Snell & Sons Co., retail lumber dealer at Herkimer, N. Y., used 
this summer in a canvass made for it by members of the Boy Scout 
organization. While the AMERICAN LUMBERMAN is without definite data 
as to the outcome of this canvass, just before it started Earl M. Petten- 
gill, of the above company, said: “We believe this campaign will give us 
a mailing list that will be worth something, at comparatively small 
cost.” . 

The other information card reproduced is that used by the Spring- 
man Lumber Co., Alton, Ill. Regarding the use of this form, Joseph J. 


Springman.has kindly given the AMERICAN LuUMBERMAN the following 
information: “You probably would be surprised to know how many 
prospects we secure for homes, garages and other buildings before 
they have talked to any carpenters or contractors. These prospects come 
through our newspaper and billboard advertising, and other sources. Once 
we receive a call or letter from a prospect, we list it on our follow-up 
card. All the information we can secure is entered on this card. Then 
we check the prospects up at intervals averaging about ten days. 

“In many cases one or two calls are all that is required, as we usually 
go prepared with plan books etc. When making our first call, we secure 
all information possible about the building or repair work in prospect, 
and then get in touch with one of our contractors, having him make 
a proposal as to what the completed cost of the structure or other 
work would be. 

“This, you will readily see, makes our contractors appreciate our 
service, so that in turn when they learn of jobs we usually stand in 
pretty well with them. 

“This plan has worked out admirably during the last six years. Let 
me say that we do not have salesmen on the street, except to follow 
up these prospects. We have understood that in some places where 
the material yards have solicitors such a plan sometimes increases com- 
petition to a critical point. That has been our main reason for not 
having salesmen working regularly. Under our plan, one of our regular 
office force does the follow-up work, and the cards are kept in a file 
under my personal supervision. This arrangement works out as well 
on remodeling, repairing and painting as on new work.” 


C. R. SNELL & SONS CO. 


301 EAST ALBANY STREET 





PHONE 142 HERKIMER, N. Y. 

MS so 04d SU didand 88s idede dc van eawises owe bbeseL tea raeeee 
aac oR Sea B esas sin 0 b05'00dckecavadaceiawsevesieemeee 
Do you own your Home?............ hae De BN 5. os kc ee 


Oe i WE hip its bic ben bitin ce cea paadss wee besser een 
Address of owner 


What is the condition of the roof? Good......... Peete urs OE > waved 
What type of roof? Wood shingles..........:. Asphalt shingles............ 
PN et pes nee Roll Roofing.... ........... SES 
Are you interested in building?...... ........ About when? ......'..6.0. 6.2 
Se. ee SR Remodeling...... Repairing.......... 
Would you like a free'‘plan book of Homes? .................-...ccecceeue! 
RD Fe te AO aes dvd acca derbi 
Solicitor’s Name 


Please answer all questions fully. 


Follow-up card of C. R. Snell & Sons Co., Herkimer, N. Y. 
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A touch of Old English architecture lends distinction to the new sales and display rooms of the Hixon-Peterson Lumber Co., Toledo, 
Ohio. The private office of D. J. Peterson, president, and J. Harold Peterson, vice-president and general manager, is characterized by 
quiet elegance and dignity. Note the paneled walls, mantel and doors of unselected birch 


Retail Firm Opens Downtown Sales Rooms 


Beautiful Quarters Planned Especially to Appeal to Women—A Permanent Display 
That Exemplifies Modern Merchandising of Home Building Materials 


ToLepo, Ou10, Sept. 12.—Marking a “red-letter day” in the lumber and 
building calendar of this city, the beautiful new downtown sales and 
display rooms of the Hixon-Peterson Lumber Co. situated at Madison 
avenue and Twelfth street were today thrown open for public inspec- 
tion. The company will hold open house, from 9 a. m. to 9 p. m., 
throughout the entire week, during which time it is expected that thou- 
sands of visitors, not only from Toledo, but from all northwestern 
Ohio and southern Michigan will be escorted through this wonderful 
exposition of modern home building. 

In referring to this display as “beautiful” only part of the story is 
told, for, above everything else, it is designed to be thoroughly prac- 
tical, having for its end the providing of a permanent exposition of all 
that is best in modern home building. As the hundreds of visitors 
streamed through the establishment today, there were heard on every 
side such remarks as: “This certainly is a liberal education in home 
building,” and “This is enough to make anyone want a home of his 
own.” 

For the last four months the Hixon-Peterson Lumber Co. has had 
architects, carpenters, decorators and craftsmen in various lines at work 
bringing into being a series of sales and display rooms comprehensively 
planned to show the prospect what a modern, well-planned, well-built 
and well-equipped house is like before he starts to build. It has been 
well described as “the end of the search” for persons interested in 
building and owning their own homes. 

Indeed, the Hixon-Peterson salestooms might truly be called the 
“Home Ideas Exchange” for it is designed purposely to meet the needs 








The paint department is a delight to women visitors especially. Here, also, are shown small articles of unpainted furniture. 


and desires of the prospective home-builder. It furnishes him with an 
actual picture of the results of certain combinations of materials and 
colors and artistic effects. It leaves to the imagination no detail which 
might prove unsatisfactory after his dwelling is completed. 

It is the women, perhaps, to whom this display makes the greatest 
appeal—the greatest because women are natural lovers of beauty in their 
homes. And there is no end of beauty in the several display rooms and 
the many products which the Hixon-Peterson company is prepared to 
show. 

Over the main entrance in Madison avenue has been erected a colorful 
thatched roof which lends a most attractive air to the place. The front 
of the lower floor of the building has been so remodeled as to represent 
an old English inn of the Stratford-on-Avon type, with studio windows. 
Entrance is gained through a door of wonderful workmanship, reminis- 
cent of an old English tavern. 

“We have aimed to appeal to women, the home makers,” J. Harold 
Peterson, vice president and general manager of the firm, declares. “We 
want them to see the possibilities which our long years of study and ex- 
perience have developed. We want them to know what steps should 
be taken and how things should be constructed. 

“Our earliest recollections are of our homes. We like to think what 
a beautiful, peaceful, restful place our childhood home was. It is to 
carry out this idea of substantial, well-built, attractive dwellings that 
we have provided this exhibit. 

“Ours is a new idea of merchandising homes. We want to get the 
prospective home-builder as far away from thoughts of a lumber yard 





Instruction 


regarding the proper finishing of these articles is given by a paint expert. At right is a view of interior of one of the lumber ware- 
houses at the company’s main Toledo yard at Clinton Street and Oakwood Avenue 
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as possible, when he comes in here. We want him to feel that he is in 
a real home.” 

“The day is long since past,” Mr. Peterson declared, “when the man 
or woman figuring on building a home goes to a lumber yard to find a 
man in overalls sitting on a pile of boards figuring up an estimate on 
a certain amount of lumber. 

“Our business is pleasurable as well as profitable. It gives us a great 
deal of satisfaction when we have assisted some worthy family to ac- 
quire a comfortable, splendid home. We feel that we have done some- 
thing worth while, not only for that family but for the community 
in general. Toledo is probably the leading city in the nation in home- 
ownership per capita and it is our aim and desire to make it the leading 
city in erection of better homes.” 

As one steps through the front door he finds himself in a quiet, com- 
fortable room with huge fireplace, beam ceiling, plank flooring and fur- 
nished with tables and chairs of Jacobean design. He will be greeted 
by an intelligent young woman, expert in the conversational methods of 
learning his plans and demands for home construction. 

The beams used in this ceiling are hand hewn and have been burned 
slightly to give them the fumed effect caused by the smoke from the 
great log fires in ancient days. Some of the finishes in woodwork in 
this room also have been burned with a blow torch to give it a weather- 
beaten effect. The plank flooring completes the old English atmosphere. 

From this room the visitor steps into a long corridor finished in 
Italian style. The groined-arch ceiling with cable molding, the slate 
floor, the vari-tinted walls—a!l are so suddenly and decidedly different 
from the English setting from which he has just stepped that one is 
left in amazement. 

At the left of the corridor is the office of W. L. Hixon, vice president 
and treasurer of the company. This room is beautifully paneled in 
wood, and presents a splendid example of what can be done in this line. 

In the adjoining office, occupied by President D. J. Peterson and 
J. H. Peterson, birch paneling has been installed. Curtis woodwork, 























A glimpse through the open door into the service and planning room. 


Observe the framed “Deed of Quality” upon the wall 


for which the Hixon-Peterson concern has the exclusive agency in 
Toledo, is used in this office, as well as in other rooms throughout the 
building. An attractive type of Italian panel door separates the two 
offices. A great mantel, perfectly designed and proportioned also 
graces this room. 

One of the most striking displays in the entire building, for men, is 
the entrance court which furnishes at least a half dozen finished 
examples of various types of entrances. Splendid examples of Curtis 
woodwork also are incorporated in these entrances. 

In the bedroom is a built-in dressing table with front and side mir- 
rors, adjustable. T tray case with chest of drawers, above which is a 
cedar-lined storage space, has been built in at one side of the dressing 
table. At the other side is a cedar-lined, built-in linen case. The room 
is done in birch woodwork. The birch door between this room and 
the dining room-is of walnut finish on the bedroom side with mahogany 
finish in the dining room. 

Bruce hardwood floors in several rooms are given various finishes 
so that the prospective home-owner may not be at a loss to know which 
he prefers. He has a very definite example of the appearance of each 
right at his feet. 

The center of attraction for women in this instructive display is 
the model kitchen, equipped with every labor and time saving device 
and providing plerity of room for the great amount of work and de- 
tails which necessarily center in this “workshop of the home.” 

One of the largest paint departments in Toledo is maintained by the 
Hixon-Peterson company. It handles a complete line of paint for 
every possible decorative purpose. An unusual feature of this depart- 


ment is the line of furniture novelties in natural wood which is fur- 
nished with instructions for decoration at home and with the proper 
materials and colorings for that work, 

After the patron has viewed every phase of construction and artistic 
designing and decorating, he is escorted to the firm’s planning de- 
partment where experts discuss specific plans with him. The size, and 
type of house, its cost and other details are arranged. If the arrange- 
ment of rooms, or any other detail of plans or specifications are unsatis- 
factory to the prospective builder, an architect is available in the Hixon- 
Peterson office to make the necessary changes and alterations. This 
service is available also on garages or any other type of building wanted. 
There is no charge for this additional service. A financing department 
also is maintained by this firm for the convenience and protection of 
its patrons. Construction loans on the property are arranged by the 
company. 

Even after the home is completed this firm keeps up a friendly in- 
terest in it. A representative makes a final inspection to see that every 
detail has given satisfaction. If any changes are to be made he sees 
that they are taken care of and completes the deal. 

A “Deed of Quality” also is given with every house which the Hixon- 
Peterson company erects. This is a valuable aid in establishing the 
value of the building in event of resales. It identifies the materials 
and their quality which were used in construction of the building. This 
“deed” is framed by the company and fastened to a closet wall or in 
some unobtrusive place where it remains as indisputable evidence and 
guaranty of the quality materials used in erection of that structure. 

The Hixon-Peterson Lumber Co. was formed some months ago by 
the merger of the Hixon and Peterson lumber companies. The new 
firm was capitalized for $1,500,000 which provided the means for this 
wonderful expansion and submission of its facilities to public inspec- 
tion. Robert Hixon is chairman of the new firm. 

D. J. Peterson is president; J. Harold Peterson is vice president and 
general manager; W. L. Hixon, vice president and treasurer, and H. E. 
MacKinnon, secretary. The Hixon-Peterson organization has taken 
over the entire retail business of the two organizations while its sub- 
sidiary, the D. J. Peterson Lumber Co., now handles the wholesale 
business of both former firms. This is under supervision of J. P. Meyer 
as secretary and general manager. 

The Peterson family has been connected with the wholesale lumber 
business in the Toledo trade territory for more than 40 years, and has 
maintained two yards in Toledo for the last eight years. 

The Hixons have been in the retail line-yard business for a quarter 
of a century or more. This family also has been one of the foremost 
lumber families in the United States in the manufacturing end of the 
business, operating a number of large mills on the Pacific coast and in 
the South. 

The consolidated firm now operates 13 lumber yards in northwestern 
Ohio and southern Michigan, three of which are in Toledo. Its main 
rors, adjustable. A tray case with chest of drawers, abobve which is a 
two, one is on Starr avenue at the Terminal railroad, while the other is 
located at Sylvania, Ohio. 





Jacksonville Builders Organize an Exchange 


JACKSONVILLE, Fia., Sept. 12—Completion of the organization of the 
Jacksonville Builders’ Exchange and the election of tentative officers has 
been announced. Offices of the exchange will be in the Lynch building. 
Officers, who will serve until all the trades to be represented in the 
organization have been obtained and the exchange made into a perma- 
nent organization, are: W. M. Mason, president; H. H. Stafford, first 
vice-president; J. C. Harris, second vice-president; H. R. Mahoney, 
of the Mahoney Lumber Co., treasurer, and James Green, jr., secretary. 

Membership in the organization embraces those interested directly or 
indirectly in the various building trades. Purposes of the Exchange are 
stated to be: To function as a bureau of information; to foster a more 
uniform system and harmonious relation between those connected with 
the building industry; to inculcate a higher standard of ethics; to 
attempt to foster civic growth; to promote uniformity of building laws, 
and give attention constantly to legislative matters; to enforce trade and 
vocational schools, and to endeavor to enlarge the business views of its 
members as well as provide a means of social pleasure. 

Membership is of three classes: active, associate and honorary. 
Equipment of the executive office will include blueprints, lists of con- 
tractors, buildings under construction, and much other information 
useful to the members. Daily bulletins will be issued to keep the mem- 
bers in touch with the building situation. 





MISSISSIPPI STANDS third in the amount of lumber cut during 1926, ac- 
cording to report of the Department of Commerce, having cut 2,894,- 
994,000 feet. Washington and Oregon are the only two States turning 
out a heavier cut while Louisiana is fourth in the list, having cut 2,889,- 
530,000 feet during the year. The Mississippi cut is a decrease of 7.4 
percent under the preceding year. 
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National Production, Shipments and Orders 


Sept. 12.—The following statistics were compiled by the National Lumber Manufacturers’ 


WasuHIncrton, D. C., 
Softwoods: 

Week ended: 1927, Sept. 3; 1926, Sept. 4— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association.... 
California Redwood Association............... 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 


Northern Hemlock & Hardwood Manufacturers’ Association. 


Total softwoods, one week... 


Thirty-five weeks ended above dates— 
Southern Pine Association...........++. é 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association.. 
California Redwood Association.......... 
North Carolina Pine Association.......... 
Northern Pine Manufacturers’ Association. 


Northern Hemlock & Hardwood Manufacturers’ Association... 


Total softwoods, thirty-five weeks 
California White & Sugar Pine Manufacturers’ 
Hardwoods: 


eeeee 


Northern Hemlock & Hardwood Manufacturers’ 


One week 


CE WOON. wc ccc sae Sen ee EEerCeeersesecressever es 


Hardwood Manufacturers’ Institute— 
One week 
Thirty-five weeks..... 


ee ae | 


California White & Sugar Pine Manufacturers’ Association. _ 


ee ee ee 


Association : 














Production Shipments Orders 
927 1926 1927 1926 1927 1926 

65,310,056 69,994,084 64,267,599 72,481,286 62,555,427 74,925,884 
Reet Sn coted udhose 118,709,960 108,756,074 106,821,333 113,826,201 96,858,703 109,405,726 
SS ivicdabadavse "725,000 31°554,000 29,391,000 33,612,000 27,519,000 34,808,000 
es ephointgttenete "768, 6,866,000 6,625,000 8°501,000 887, 7,198,000 
at cml pat 8'208.768 7,063,861 7,816,619 5,807,591 6,133,532 5/974.600 
SR De RS 10,104,800 8.991.300 8,156,100 8,535,000 5,732,000 9,205,000 
1,841,000 2'188,000 2,290,000 1,667,000 1,655,000 1,714,000 
ae i 242,667,584 235,413,319 225,367,651 241,430,078 206,340,662 243,231.210 
17,617,000 ........ 13,777,000 —i«s«i«‘ i‘ ‘(ts 10,301,000 |. 
ETT Ro IT 2,319,005,835  2,529,868,672  2,274,454,656 2,608,330,220 2,300,789,930 2.615.113.357 
nh Aelia a Pilih 2,906,261,829  3,658,372,744  2,974,097,637 3.767.227.285 3,003,675.043 S787 ble eae 
5 cided deta aoe 983,275,000 1,210,846,000 — 1,000,372,000 1;202'763,000 1,010,080,000 1/260.866,000 
ee oe ae 57,800, 271,960,000 294,446,000 264,853,000  °310,216,000 °269's07 00 
ete ome aren Se 254,982,662 269,078,536 257,056,563 279,641,757 216,871,930  219°791'637 
ae cata ae 304,584,100 293437800 84.435, 324,937,300 279,119,100 321,108,000 
117,228,000 109,468,000 133,440,000 111,707,000 121,810,000 100/933 009 

RP Oe SE TEN? 7,143,137,426 8,343,031,752 7,218,302,456 8.559,.459.562 575,130.1 
Association... ‘787,889,000 |... a “Gnneenans ™ rer : 1 

ee § =e 1,006,000 
811, ,006, 2,990,000 2,472,000 1,73 
185,152,000 182,689,000 155,912,000 148,749,000 151'627009 148,598'000 
16,449,000 15,595,048 13,031,000 14,830,337 1 ,000 

813,938,000 839,667,538 907,625,000. §39'634°372 gis'set‘oes Hettettt 





National Analysis 


Wasuincton, D. C., Sept. 13.—The National 
Lumber Manufacturers’ Association issued the 
following analysis for the periods ended Sept. 
3, orders and shipments being shown as per- 
centages of production: 


One Week 35 Weeks 

No. of Ship- r- Ship- Or- 

Assoc1aT10on— mills ments ders ments ders 

(n) Southern Pine .... 106 98 96 9 99 
(n) West Coast ...... 113 90 82 102 103 
(n) Western Pine .... 35 96 90 102 108 
Calif Pines* ...... 13 78 58 106 104 

(n) Calif. Redwood ... 15 85 76 «114 120 
(n) No. Carolina Pine. 34 95 75 101 85 
Northern Pine ... 7 81 57 93 92 


N. Hem. & Hdwd.. 10 124 90 114 104 


All softwoods.... 333 92 83 102 102 
No. Hem. & Hdwd.. ... 165 96 &4 82 
Hdwd, Mfrs. Inst.f 98 79 #104 #=+112~«113 

All hardwoods... ... 88 103 106 107 

All woods ...... mo 92 85 102 102 


*837 percent of cut in region, 


tUnits of production, each 
daily output of 28,000 feet. 

The five softwood manufacturing associations 
marked “(n)” have a standard for normal produc- 
tion, and for the week 303 of their members gave 
actual production as 104 percent; shipments, 96 per- 
cent, and orders, 89 percent of normal production. 
Figures for normal last year included reports of 319 
member mills of the above associations and showed 
production 101 percent; shipments, 105 pereent, and 
orders, 105 percent of normal. 

Only the Hardwood Manufacturers’ Institute, whose 
figures for 1926 included six-sevenths of the total re- 
ported hardwood peqsuaiien, has a standard for nor- 
mal. production of hardwoods, and for the week it 
gave actual production as 100 percent of normal 
against 94.8 percent for the corresponding week of 
last year. 


West Coast Review 


Seattte, WasuH., Sept. 10.—For the week 
ended Sept. 3 113 mills report as follows to the 
West Coast Lumbermen’s Association: 


representing normal 











Production Mepuere 118,709,960 
Shipments - -106,821,333 9.5% below production 
Orders - 96,858,703 9. % below production 
Shipments— 
Water delivery: 
EE Sosa hekevaextteres 25,156,384 
IG oseses ii SE a ofa 19,691,856 
EUG ante ccd consdee a ovens 44,848,240 
gS ES Sete ere ae ey Tee 56,829,306 
RN Yi aa as wale cie oc waa tsk doe dice bun 5,143,787 
Sk wl che cuts ias Rw atee rd 106,821,333 
New Business— 
Water delivery: 
Domestic ....... 24,318,412 
a ee 11,246,603 
2 eee 
EE ea wind Sd nae odes ede con ee 56,149,901 
I 0 iol dg or: hia yw Bid Wikaied 5,143,787 
etre ee ere ‘ 96,858,703 
Unfilled Orders— 
i NS Sl Ser lee aR BE 114,578,150 
Export PEE NAO 6 e's CERN ow Gee ncleeor cba wane 106,910,677 
TY GOs eile dw a by wlio clelcia + 0bsb 6 Beebe 124,401,087 
Total unfilled orders ................. 345,889,924 








Western Pine Summary 


PoRTLAND, OreE., Sept. 10—The Western 
Pine Manufacturers’ Association summarizes 
as follows reports for the week ended Sept. 3, 


from 35 member mills: Per- 
cent 
Percent Ship- 
Production— Carst Feet of cut ments 
Oe .... 32,600,000 om * awe 
Peer ... 80,725,000 
Shipments (car)... 1,099 28,574,000 
Local deliveries... a 817,000 aac 
Total shipments. . 29,391,000 95.66 
Orders— 
Canceled ....... 46 1,196,000 
Booked (car) 1,027 26,702,000 
ey vane 817,000 gat ane 
Total orders .. 27,519,000 89.57 93.63 
On hand end week 3,218 83, 668,000 


Bookings for the week by thirty-five identical mills 
were 90.80 percent of those for the previous week, 
showing a decrease of 2,704,000 feet. 

+tCar basis is 26,000 feet. 

*Normal takes into consideration mill capacity, 
number of months usually operated and usual num- 
ber of shifts—reduced to a weekly basis which is con- 
stant throughout the year. 

During the week production was 93 percent of 
normal; shipments, 90 percent of normal, and orders, 
84 percent of normal. Average for the corresponding 
week of last four years was as follows: Production, 
102 percent; shipments, 86 percent, and orders, 82 
percent of normal. 

Production is so seasonable that, during two winter 
months, actual production amounted to on y 53 percent 
of normal, while during two peak summer months 
the production increased to 114 percent of normal. 


Hemlock and Hardwood 


Osuxosu, Wis., Sept. 12.—The following 
is a summary of figures supplied the Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation by twenty to twenty-five firms that 
ordinarily make about one-half the total 
monthly shipments, and shows averages for 
June, July and August, with comparative fig- 
ures for the 1927 and 1926 averages for year 
to date, and weekly reports for August and 





September : 
HEMLOCK 
Weekly average— 
Period— Firms Cut Shipments Orders 
MRO ccccccecees ° 8,096,000 4,118,000 38,193,000 
i satverese’s 4,040,000 4,693,000 3,690,000 
CO ere 3,564,000 4,134,000 3,421,000 
va average, gue to date— 
RSS Se Sah carry 3,384,000 3,842,000 3,498,000 
1936 jeienee nat 3,119,000 3,176,000 2,850,000 
= report— 
S ccemene 25 3,659,000 4,677,000 2,812,000 
fon BB ccswes 24 3,928,000 8,978,000 3,075,000 
Bee BO se vtvei 22 3,479,000 4,049,000 3,509,000 
SS ere 20 3,341,000 3,656,000 3,103,000 
a rere 18 2,878,000 «3,161,000 2,259,000 
HARDWOOD 
Weekly average— 
WME coccccccce oe 4,565,000 4,208,000 3,509,000 
= eoccocee 3,401,000 4,599,000 4,148,000 
Ceertess 3,459,000 4,801,000 5,092,000 
Weekly = EE year to date— 
ay EE -. 5,824,000 4,494,000 4,381,000 
bt! ee ealaie mak 5,152,000 4,233,000 4,128,000 
Weekly report— 
"ay Sere 25 38,879,000 4,648,000 4,841,000 
jf ee 24 3,377,000 5,200,000 5,752,000 
Seer 3,391,000 4,522,000 2,818,000 
CSE Baer See: 20 3,001,000 4,616,000 4,851,000 
eB siete 18 2,811,000 3,914,000 2,796,000 








865,228,801 


California Pine Statistics 


San Francisco, Catir., Sept. 10.—The fol- 
lowing is a summary of July production, inven- 
tory, shipments and orders as submitted by the 
California White & Sugar Pine Manufacturers” 
Association as effective Aug. 1. It covers 
twenty-one operations or approximately 90 per- 
cent of the pine industry: 

















ee : : Production Shipments. 
California white pine........ 81,862,139 70,806,414 
IE io av dined aaa en 25,364,513 9,263,754 
ae ee 9,360,259 3,859,458 
er 116,586,911 83,929,626 
White fir ........ pec ceceeee 14,600,806 11,411,893 
Red fir (Douglas fir)....... 5,846,023 1,460,272 
we eee 2,617,668 5,006,426 
I ss Sorwa'e a oa eek eauall eine ea 7,951,999 
Total other woods...... 23,064,497 25,830,590 
RN A ies dard Gaewires 139,651,408 109,760,216 
Aug. 1 Inventories and Unfilled Orders 
: Unfilled 
No. 2 shop & better— Inventory Orders 
Calif. white 0 rene ee 98,116,739 19,504,730 
RT i es 6 Saws 60,779,582 10,766,990 
No. 3 shop & better— 
Mixed pine ..... seeccees 22,183,504 8,386,071 
White and sugar pine..... 3,620,519 2,755,652 
(eee 184,700,344 41,413,443 
Commons— 
Calif. white & sugar pine.264,902,797 129,608,238 
All other woods.......... 118,206,153 31,144,813 
: ee 383,108,950 160,753,051 
Grand totals ....- . .567,809,294 202,166,494 
Pox shook and cut stock.... 24,290,574 29,492,594 


Comparative Reports of 20 Operations 

The following comparative statistics from 
twenty operations for July, 1926, and 1927, rep- 
resent 70 percent of the pine industry, and 


cover production; ‘inventory, shipments and 
orders: 
Percent 
1926 1927 Decrease 
Juty Propuction— 
Pine only ......... 121,733,787 113,118,751 7.0 
All species including 
EE aid ae ade aoe 6: \ 143,310,689 136,183,248 5.0 
Jury SHIPMENTS— 
Pine only .......... 87,497,405 79,881,423 8&8 
All species including 
<"-~* aaeliiaeacteeh 113,451,560 105,712,013 6.9 


Inventory Auc. 1— 
No. 3 shop & btr...214,726,143 
All species & grades. 565,096,722 
UNFILLED Orpers, Auc. 1— 
No. 3 shop & btr.... 43,732,929 
All species & grades.186,193,457 
*Increase. 


180,681,344 15. 
549,183,294 2. 


40,389,443 7.7 
198,972,494 





Oak Flooring Statistics 


The following are statistics for the week 
ended Sept. 3, as reported by fifty mills to the 
Oak Flooring Manufacturers’ Association : 


Production 


PGS baskecdct cube bet baawveenuie 8,998,000- 
EE EE EE EE SRS 9,086,000 
SE oo oa nines anh bapid comand oerieeeneee 9,360,000 
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Census Bureau Delivered Prices 


Wasuincton, D. C., Sept. 12—The Department of Commerce has secured through the bureau 
of the census the following prices, per thousand for lumber items and per hundred square feet 
for shingles, as the average paid Aug. 1 by contractors for building materials delivered on the 


job, these being selected from the complete list 
No. 1 Dimension, 


S1S1E, 2x4—16’ 
Southern Douglas 

pine fir 
Springfield, Mass. ........ $55.00 $43.00 
Poughkeepsie, N. Y....... eas 43.00 
oe aS a ae 41.00 45.00 
Philadelphia, Pa. ......... 38.00 47.50 
ee eee 42.00 naa 
Benustenm, TOR. 2006 sce+eo 42.50 nate 
Youngstown, Ohio ....... 48.00 48.00 
Dayton, Ohio ...........- 50.00 50.00 
Milwaukee, Wis. .......-.. 37.00 39.00 
Council Bluffs, Iowa...... 47.00 44.00 
Manes CH, BbO< 0000500 48.50 48.50 
Fort Wayne, Ind.......... 48.00 48.00 
Grand Forks, S. D........ 40.00 40.00 
Cee Ce Soucadies sss ee 42.00 
Los Angeles, Calif........ bictate 37.50 
San Francisco, Calif...... pai 29.00 
Ne 20.00 
Seattle, WAG. .2sicsicese 19.00 


Fipertng. 1x4” Shingles, Extra 
Common 10 to 16’ Clear, 16”, 5/2 
Boards Southern Douglas 
1x6” pine fir Red i 
No. 1 — os. No. 2 v.g. cedar Cypress 
$38.00 $ 90.00 $70.00 $6.50 Gaae 
37.00 80.00 80.00 6.25 
40.00 85.00 80.00 5.00 ap 
50.00 110.00 a ha 7.00 a oat 
57.00 97.00 6.00 $6.80 
50.00 110.00 6.00 7.20 
45.00 ae 6.50 eae 
52.00 95.00 6.00 
48.00 90.00 ae 5.00 
42.00 95.00 85.00 5.50 
52.50 80.00 80.00 6.50 
40.00 are vans 5.60 
38.00 rr aa 6.00 
42.00 115.00 $5.00 5.50 
32.50 aie 64.50 5.00 
29.00 55.00 5.25 
18.00 50.00 2.25 
18.00 52.00 3.00 





Southern Pine Barometer 


New Orveans, La., Sept. 13.—For the week 


ended Sept. 9, Friday, 100 mills report as fol- 
lows to the Southern Pine Association: 


Percent Percent 
Normal Actual 


Production Carst Feet Output Output 

Normal ...... 69,806,613 ; 

OO Ee ais 61,340,525 87.87 ya 
Shipments* .... 2,998 61,108,234 87.54 99.62 
Orders— 

Received* . 2,865 58,397,295 83.66 95.20 

On hand end 

WOGEE * - 220% 10,933 222,847,339 


*Orders were 95.56 percent of shipments. 
+Basis ef car loadings is July average, 20,383 feet. 


tOrders on hand showed a decrease of 1.20 per- 
cent, or 2,710,939 feet, below the previous week, 
when 106 mills reported. 


Ninety-eight mills reported running time, showing 


Hardwood Barometer 


Mempuis, Tenn., Sept. 13.—The Hardwood 
Manufacturers’ Institute barometer for the 


| week ended Sept. 3—which is made from re- 
| ports of 160 units, each representing 28,000 


| Shipments* 


16 operating 557 hours overtime, 40 operating 569 | 


hours undertime; while the remaining 42 mills ran 
on schedule or 6-day week of 60 hours. The difference 
between the gain of 557 hours and loss of 569 hours 
resulted in an aggregate lost time factor of 12 hours. 





North Carolina Pine 


NorFeLtx, Va., Sept. 13—The North Caro- 
lina Pine Association makes the following 
analysis of figures from thirty-one mills for 
the week ended Sept. 3: 


Per- 
Percent Percent cent 
Normal Actual  Ship- 
Production— Feet output output ments | 
re 8,586,000 Pat. Pye 
OO” eee 7,198,418 84 
Shipments ....... 7,440,835 87 103 ae? 
a” eee 6,053,532 71 84 81 


tAs -eoempared with preceding week, there is an 
increase in erders of 3 percent; although that week 
there were reports from forty mills. 

*“Normal”’ is based on the amount of lumber the 
mills weuld produce in a normal working day. 


California Redwood 


San Francisco, Carir., Sept. 10.—The fol- 
lowing information is summarized from the 
report ef the California Redwood Association 
for the week ended Sept. 3: 


——— Redwood————_. White- 





No. of Percent of wood 

mills Feet production Feet 
Production ..... 15 7,768,000 100.0 1,720,000 
Shipments ...... 15 6,625,000 86.0 1,302,000 
Orders received. 15 5,887,000 77.5 1,010,000 
Orders en hand.. 13 35,585,000 5,457,000 


Detailed Distribution of Redwood for Week 





Shipments Orders 
Northern California® ........ 3,536,000 2,760,000 
Southern California* ......... 1,193,000 1,014,000 
re ae eee ,000 25,000 
IN sain: wing dcaacass oeeopin 1,497,000 1,296,000 
RE EP A AA 361,000 792,000 
EL . {c-c'wea ide wtp ad aiieceedD 6,625,000 5,887,000 


*North and south of the line running through San 
Luis Obispo and Bakersfield. 


tWashington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


feet daily capacity—is as follows: 

Percent of —— 
Normal Actual Ship- 
output output ments 





Production*— Feet 
Normal (iden- 
tical units).... 26,880,000 ee 
EE Sivie seo 26,880,000 100.0 Soe 
. 21,671,000 80.6 80.6 
Orders— 
DO oid, downs 23,406,000 87.1 87.1 108 
On hand end 
WS vsdesacks 135,721,000 
*Based on mill log scale. 
tLumber fabricated at the mills and used in con- 
struction work included in total orders and shipments. 


Walnut 


_ The American Walnut Manufacturers’ Asso- 
ciation has compiled the following data 





August ul August 
Lumber— 1927 132 1926 
Manufactured . 3,314,100 2,967,100 2,610,300 
| Shipments 3,126,500 2,661,000 3,022,100 
Stocks 11,497,600 11,436,200 15,045,500 
Logs— 
Purchases ............. . 3,308,200 3,083,800 2,360,800 
Made into lumber 
and veneer............ 2,937,000 2,582,900 2,438,800 
ee 3,686,700 3,315,600, 3,092,900 








Secretary Aids in Catching Crook 


Denver, CoLo., Sept. 12.—The fact that a 
live lumber dealer’s organization is a protection 
to the industry was illustrated in Colorado just 
recently. On May 19, this year, Secretary T. 
J. Vincent, of the Mountain States Lumber 
Dealers’ Association sent out a letter to all 
members of the organization advising them of 
the activities of a “Super Check Racketeer” by 
the name of William L. Galloway, with several 
aliases, who had victimized a number of lum- 
bermen out of a large amount of money. After 
sending out the letter Secretary Vincent 
learned that this crook had operated quite suc- 
cessfully in Colorado in 1919, until he was 
apprehended and sentenced to a term at Canon 
City, Colo. The man bobbed up again in Colo- 
rado at the office of one of the members of the 
Mountain States association recently, but the 
dealer, having received a copy of the circular 
letter sent out from the secretary’s office in 
Denver, notified the sheriff of his county and 
Mr. Galloway is now on his way to Waterloo, 
Iowa, in care of the chief of police of that 
city, where he is wanted on a charge of “trim- 
ming” a lumber dealer of that city. 

Had not Secretary Vincent been on the job 
Galloway would very likely have succeeded in 
“trimming” a number of Colorado dealers be- 
fore being caught. Then, again, he might have 
even got clear away without being arrested. 
As it was, a letter from the chief of police at 
Waterloo, Iowa, to Secretary Vincent started 
the hunt that led to the capture the first time 
a dealer was approached in this State. 





Part of the letter sent out by Secretary Vin- 
cent tells of the method used by Galloway: 
“He represents himself to be employed by the 
Goodrich Tire & Rubber Co. and buys lumber 
for the purpose of erecting board signs. This 
amounts to about $150, for which he tenders 
a $300 check drawn on the Liberty Central 
Trust Co., St. Louis, Mo., signed by the Good- 
rich Tire & Rubber Co., and countersigned by 
C. A. Ripley, advertising manager. He secures 
the balance in cash and disappears.” 


Exhibit White Pine at Fair 


MINNEAPOLIS, MINN., Sept. 13.—Twelve 
thousand feet of the best white pine logs, 
weighing 90,000 pounds and located on a reg- 
ulation logging sled, was an exhibit by the 
State at the Tiksesdea State Fair which was 
conducted last week. It was the first time 
such an exhibit was offered and was intended 
to demonstrate the value of the State’s tim- 
ber resources. 

The load piled on the logging sled was nearly 
20 feet high. There were forty-five logs in the 
load. It took an experienced crew of three 
men two days to prepare the exhibit. They 
were H. Zeiser, Dan McKinnon and Jack 
O’Connell. The latter is an experienced log 
birler and is known among his associates in 
the north woods as “Hay Wire Jack.” 

With the completion of the fair, the logs 
are to be sawed into lumber and sold. 


Appoints New Service Men 


Cirnton, Iowa, Sept. 12.—The Climax Engi- 
neering Co. of this city announces the appoint- 
ment of John Reiner & Co. (Inc.), 369 Church 
St., New York City, N. Y., as Climax service 
representatives for Connecticut, New York and 
New Jersey. John Reiner & Co. (Inc.) main- 
tain a complete assortment of repair parts for 
all models of Climax engines and employ a 
corps of experienced service engineers, assuring 
users of Climax engines of reliable parts and 
labor service at all times. A selection of Climax 
engines and industrial power units are also in 
stock for prompt shipment. 


Plans for Columbia River Bridge 


Secretary of War Davis has received revised 
plans from the applicants for a bridge across 
the Columbia-River between Longview, Wash., 
and Rainier, Wash. On Jan. 26 of this year 
Congress authorized the construction of a 
modern bridge at this point. A board consti- 
tuted by the law did not approve certain pro- 
visions of the original plans, but announced 
that revised plans would be considered. The 
plans now submitted call for a main navigable 
span with horizontal clearance of 1,120 feet 
and vertical clearance of 175 feet above mean 
low water at the piers and 185 feet at the 
center, and two anchor arms each of horizontal 
clearance of 700 feet. The approach grades 
are 5 percent and the maximum grade on the 
bridge proper 2.56 percent. The roadway is 
to be 27 feet wide, providing three lanes of 
traffic. 


Wins Log Rolling Championship 


DututH, Mrinn., Sept. 12.—Wilbur Marx, 
of Eau Claire, Wis., won the world’s cham- 
pionship log rolling title at Washburn, Wis.. 
last Sunday in defeating Billy Beauregard of 
Odonah, in 9 minutes and 40 seconds and 15 
minutes and 45 seconds respectively in two trials. 
Beauregard tied for second place with Gilbert 
Thompson, of Cloquet, Minn. 

Marx was awarded the silver championship 
cup and $100 and Beauregard and Thompson 
split $125. William P. Hart, of Eau Claire, 
was the promoter. The preliminary birling con- 
tests held at Duluth two weeks ago were ad- 
journed and the finals carried out at Washburn 
near Ashland on account of unfavorable 
weather conditions at Duluth. The new world’s 
champion is only 16 years old. 
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Hardwood Market Shows Indications} ol 


Hardwood Production Remains Heavy 


MempPuHis, TENN., Sept. 12.—With produc- 
tion running at 100 percent of normal and 
above, and only a fair demand for southern 
hardwoods, prices are dropping. Little hope 
for profitable prices during the fall is manifest. 
Production has been exceptionally heavy 
throughout the last two months and with a 
continuation of night runs and double shifts 
production figures are expected to grow, and 
there is apparently enough lumber being cut 
to more than take care of an exceptional de- 
mand. 

The furniture manufacturers are the best 
buyers, but they are only buying the bargains 
that are being offered and not paying any at- 
tention to future requirements. Their factories 
are running full'time with plenty of orders on 
file. The automobile demand is exceptionally 
good at the present time. All plants are in the 
market with the exception of Ford. The build- 
ing trade demand holds up well. The city 
building programs are slowing up but there is 
a better demand from the rural sections due 
to good crop outlook. The flooring plants are 
buying good quantities of oak. 

The export demand shows some signs of im- 
provement. Low prices are sure to bring better 
business from the foreign buyers. 

Logging continues at a rapid rate. Log prices 
are beginning to drop slightly due to over- 
' supply. 

W. A. Ransom, president of the Gayoso 
Lumber Co., sailed from Southampton, Eng- 
land, on last Saturday on the S. S. Empress 
of Scotland, bound for Quebec. He will ar- 
rive late this week, coming directly to Mem- 
phis. Mr. Ransom has been in England and 
on the continent for more than a month. 

S. C. Major, president of S.-C. Major Co., 
with Mrs. Major, arrived last week in Boston 
from a tour of Europe. He took ill on the ves- 
sel and was rushed to the Fenway Hospital for 
treatment. He is reported considerable im- 
proved. 


Hardwood Market Develops Slowly 


CincINNATI, Onto, Sept. 13.—Sentiment is 
divided as to the condition of the market. Some 
dealers are discouraged because fall business 
is so slow in resuming. Others say conditions 
are improving daily though they admit that 
recovery is slower than they would like. The 
latter say the situation warrants expectation 
of better things around Oct. 1. Buying is in 
small lots and that consumers are playing no 
favorites, taking about as much oak, walnut 
and maple, hard and soft, as of sound wormy 
oak or sound wormy chestnut, or of red or 
sap gum and poplar. Buying of hardwood 
floorings and interior trim has been more 
liberal. Manufacturers of furniture cabinets, 
radio sets, auto bodies and the like have been 
very slow in developing inquiries into orders. 


Hardwoods Show Continued Strength 


BrookHAven, Miss. Sept. 12.—The hard- 
wood market is showing continued strength as 
regards volume of business entered. Mills re- 
duced stock about 10 percent during August. 
Hardwood prices, however, continue rather de- 
pressed. Cypress items continue much lower 
in price, dnd this seems due very largely to 
the competition from redwood. The gums 
have been rather active, also such woods as 
magnolia, poplar, sycamore and tupelo. There 
has been unusual strength in 4/4 FAS and No. 
1 common and select plain tupelo. Poplar in 
4/4, No. 1 common, 4/4 2-A common and 2-B 
common, and 5/4 2-B common is oversold for 
the next thirty days. Saps and selects poplar 
has been rather slow. in all thicknesses. Upper 


grades of oak for export have been rather firm. 

Flooring items continue to move well, and 
more activity in 3-inch widths has been ap- 
parent. Four-inch flooring items are still sold 
well ahead, and B&better is oversold in both 
longleaf and shortleaf for forty-five to sixty 
days. No. 2 flooring has been moving and 
there is considerable inquiry for this material. 
No. 3 flooring is oversold at all mills. 

Drop siding has shown unusual activity dur- 
ing the last week. A number of items, par- 
ticularly of No. 2, are now oversold. 

Ceiling continues rather firm in both %x4 
and 5¢x4-inch. No. 2 %-inch ceiling has been 
extremely firm on account of unusual activity 
in the Southern consuming territory, and prices 
on this item are about $2 higher than three 
weeks ago. Partition has shown very little 
activity in the upper grades and remains over- 
sold on No. 2 common. There has been 
a fair movement in bevel siding and in B&bet- 


Very Little Change Apparent 


Loutsvitte, Ky., Sept. 12.—Hardwood de- 
mand has not shown much improvement over 
the month, some producers reporting that they 
can see very little change, other than that the 
decline appears to have been stopped after sell- 
ers discovered that price cutting wasn’t moving 
lumber, it being a market where the buyer 
would not buy unless he wanted material, re- 
gardless of price. There has been a little 
scattered business on nearly everything in the 
hardwood list, including flooring oak, sap and 
red gum, ash, elm, maple, walnut etc., but 
not many large blocks of business. Pine has 
been in fair movement, but unsatisfactory 
prices. Some houses report that conditions are 
more satisfactory than they were thirty days 


ago, but there is still plenty of complaining — 


being heard. 
Prices of inch stocks at Louisville are about 








ton, Tex. 











“Getting the Grapes” 


One of the leaders in the southern pine and southern hardwood 
industry, a man who has been notably successful in the lumber 
business is J. W. Link, vice president and gen- 
eral manager of the Kirby Lumber Co., Hous- 
Mr. Link believes in the philosophy 
of “Hambone,” a character in some of the 
daily papers, who says: 


“They sez all things comes to dem 
who waits, but I alluz found I got 
"em quicker when I went atter ’em.” 


This motto is effectively used in pepping up 
the Kirby salesmen. Mr. Link says: “I ob- 
serve that the fellow who waits for the order 
to be shoved under his nose doesn’t do much 
business, but the fellow who ‘goes atter ’em’ 

generally ‘gets the grapes.’ ” 














ter square edge siding. The lath market will 
undoubtedly continue firm over the next thirty 
to forty-five days. A decided increase in yel- 
low pine shingle purchases is felt and surplus 
stocks are being reduced. 

B&better finish continues rather inactive in 
all thicknesses. There has been considerable 
activity in the purchase of No. 1 and C stock 
and automobile manufacturers send out consid- 
erable inquiry for large blocks of this. 


Believe Turning Point at Hand 


Jackson, Miss., Sept. 12.—The feeling in 
the hardwood market is much better. Sales 
managers believe that the turning point is at 
hand, as statistics indicate that after Labor 
Day larger volumes of orders are ordinarily 
placed. Labor Day is conceded to be the offi- 
cial end of the summer recess. It is also be- 
lieved that the automobile industry will now 
be in the market, and the mills in this territory 
are preparing their stocks to meet the increased 
demand they feel is just ahead. Saw logs have 
been easy and prices about unchanged. 


as follows: Walnut, Fas, $230 to $235 per 1,000 
feet; selects, $160; No. 1 common, $90; No. 2, 
$40; poplar, Fas, $90 to $100; saps and selects, 
$60 to $70; No. t common, $45 to $52; quar- 
tered white oak, Fas, $120 to $135; common, 
$65 to $75; plain red oak, Fas, $70 to $75; 
common, $50 to $58; plain white oak, Fas, $85 
to $90; common, $60 to $62; ash Fas, $80; 
common, $50; cottonwood, $55 and $38; quar- 
tered red gum, Fas, $100; common, $60; plain 
red, $95 and $52; quartered sap, $72 and $50; 
plain sap, $60 and $43. 

The Louisville Hardwood Club cancelled its 
meeting for Sept. 13, as many of the members 
were leaving on Monday to attend the National 
Hardwood Lumber Association meeting in Chi- 
cago. Among those planning to go were Stuart 
Cecil and E. B. Norman, E. B. Norman & Co.; 
Harry Kline, Louisville Veneer Mills; Ed Nor- 
man, Norman Lumber Co.; Norman Willis, 
Chess & Wymond Co.; C. E. Davis, Mengel 
Co.; R. R. May, May Hardwood Co.; Howard 
Hobbs, Wood Mosaic Co., and Preston Joyes, 
W. P. Brown & Sons Lumber Co. 

John Baer, for a number of years with the 


For Current Market Prices on Hardwoods See Pages 89 and 90 
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Louisville Point Lumber Co., Louisville, has 
located at Cincinnati, where he will be sales 
manager of the Menzies Hardwood Co., con- 
trolled by the Louisville Point Lumber Co., and 
which is opening a new domestic department. 
All export lumber business for the Louisville 
Point Lumber Co. is now being handled 
through the Menzies Co., which specializes in 
it. Baer will give part of his time to export. 
At Louisville he has been succeeded as sec- 
retary of the company by Arthur Crone, who 
has been with the company for short periods 
while attending college over the last three or 
four years, and who has been with it con- 
stantly since graduating last spring. 

K. L. Emmons, Mississippi Valley Hardwood 
Co., Memphis, was a recent visitor in Louis- 
ville. Mr. Emmons believed there were tou 
many hardwood salesmen traveling the coun- 
try, keeping buyers upset and uncertain. 

J. A. Barclay, vice-president of the Wood 
Mosaic Co., Louisville, was present at a recent 
meeting of the Louisville Hardwood Club, the 
first he has attended in years. 
that hardwood flooring business over May 
June, July and August was good, and outlook 
promising. Mr. Barclay is head of the com- 
pany’s large hardwood flooring department. 


Look Forward to Brisker Business 


JACKSONVILLE, Fta., Sept. 12.—The hard- 
wood market has shown no change during the 
last month. It is expected that buyers will 
be looking for fall and winter requirements 
at almost any time now and many of the mills 
hold their stocks in anticipation of better prices. 
There is no great amount of stock being 
offered and should there be any normal demand 
during the remaining months of the year, sup- 
plies will be quickly diminished. Still there 
seems no anxiety among buyers as to where 
they will get their stocks. The furniture trade 
does not report nor does it predict any phe- 
nomenal business during the rest of the year 
and is taking things easy. Just what the 
automobile manufacturers and other users of 
hardwood will do is hard to say, but they, too, 
are holding up their orders, simply buying 
from hand to mouth. There is a gradual im- 
provement in the Florida situation and the atti- 
tude of the yard owners is much better. They 
are looking for some better business during the 
fall and winter months, but are not setting their 
sights any too high. 


Doings of Buffalo Lumbermen 


Burrao, N. Y., Sept. 14.—The fourth State- 
wide forestry tour through the Adirondacks, 
sponsored by the State Conservation Commis- 
sion and the farm bureau, is being made this 
week. Its purpose is to stimulate interest in 
reforesting idle land. The first forests to be 
visited, after leaving Utica, are near Little 
Falls and Gloversville, where white and red 
pine trees from thirteen to twenty years old 
are growing. The State nurseries at Saratoga 
will also be visited. They have a capacity of 
45,000,000 trees and cover thirty-one acres—the 
largest forest tree nursery in the world. ‘Many 
other plantations will be visited, including that 
of T. C, Luther, the champion tree planter who 
has planted more than 1,000,000 trees on his 
7,000 acre tract and expects to plant an equal 
number annually. 

Millard S. Burns, of Palburn (Inc.), re- 
turned last week from a five weeks’ vacation at 
Deerhurst, Ont. 

J. A. Lowe, sales manager of the Pickering 
Lumber Co., Kansas City, Mo., was a visitor 
last week at the office of the company’s repre- 
sentatives here, the Trotter-Kelleran Lumber 


0. 
The Empire State Association of Wholesale 
Lumber & Sash & Door Salesmen will hold a 


He reported . 


~~~ Sept. 29 at Breeze Inn, Brewerton, 


At last week’s meeting of the Buffalo Lum- 
ber Exchange, the first to be held since the 
summer vacation, the subject of a fall outing 
was discussed and plans will be made in the 
near future for this annual affair. 

Elmer J. Sturm, of Miller, Sturm & Miller, 
has been spending the last few days in Ohio, 
purchasing hardwoods. 

The Buffalo Lumber Dealers’ Golf Club 
played yesterday at Grover Cleveland Park. 
The members were guests at dinner at the 
home of Harry Roblin, of the Buffalo House- 
wrecking Co. 

Charles W. Baldy has resigned his position 
with the Yellow Poplar Lumber Co. and opened 
a wholesale lumber office at 213 Main Street. 
He is much improved in health after spending 
some time in the hospital, but has found it 
advisable to give up traveling. 


Busy Shipping on Old Orders 


LaureEL, Miss., Sept. 12.—Hardwood produc- 
tion in this immediate territory is about nor- 
mal, with a good log supply. Mills are busy 
shipping on old orders, and are not pressing 
sales, for the opinion is that prices will work 
higher a little later, with fair business during 
the fall and winter. 

While the last week has seen some easing 
off in the hardwood market, the opinion is that 
this condition can not last for long and that 
prices will not go lower, but will be stronger 
in a short time. 

J. W. Bailey, vice president and manager of 
Eastman-Gardiner Hardwood Co., is on an 
automobile trip, combining business and pleas- 
ure. While away, he will attend the meeting 
of the National Hardwood Lumber Association 
in Chicago. 


Hardwood Outlook Encouraging 


Atianta, Ga., Sept. 12.—Georgia hardwood 
output is reported slightly.above normal. Sev- 
eral days of dry weather have improved log- 
ging, though a few larger mills operating at 
capacity still report log supplies short. The 
increased output has resulted in accumulation 
of stocks, for new bookings have not kept pace 
with production, showing no improvement the 
last week. Prices consequently are easier. In 
quantity, bookings are larger than normal, but 
as larger consumers are not placing advance 
orders as they were the last of August and 
early this month, total sales have declined. 
However, wholesalers and manufacturers state 
that inquiries are very promising. 

The trade states hardwood sales should be 
10 to 15 percent larger than they are in view 
of present conditions, which are very satis- 
factory in this section. Hence, the lull is ex- 
pected to be only temporary, with sales much 
larger during the last half of the month. Fur- 
niture plants in the Southeast are the most 
active buyers, taking principally FAS gum- 
woods, a number of sizeable orders for last 
quarter needs being reported. Box manufac- 
turers are active buyers of common gum, but 
only for current needs. The automotive indus- 
try has about discontinued advance buying, but 
is placing a number of small orders for pres- 
ent needs of FAS ash and maple, with a few 
orders for No. 1 and select ash. Oak flooring 
sales have declined, probably because retailers 
have about filled their needs for the next few 
weeks. There are a few small industrial 
orders for maple flooring but no advance buy- 
ing. Improvement is reported in millwork call 
for shop items, with the outlook excellent as 
estimating departments are figuring on more 
new work than at any other time this year. 

Cypress holds its own, but volume is less 
than last season. Some improvement has been 


reported the last two weeks due to easier prices. 
Shingles still prove a leading seller to south- 
eastern retailers. 


Look for Early Increase in Trade 


Macon, Ga., Sept. 12.— Hardwood lumber 
manufacturers say that beginning next week 
there should be a marked improvement in the 
market. There were more inquiries in the last 
two days than there have been in any week 
since July. September thus far has been hot 
and dry, which has permitted logging to full 
capacity. The swamps are easy to get into and 
fine timber is got out in large quantities. Mill 
production is still above sales and shipments, 
but this enables the mills to replenish stocks 
that had dwindled below normal. The situa- 
tion as a whole is encouraging, according to 
manufacturers, all of whom are looking for a 
good fall and winter business. 





Reforestation With Walnut Trees 


Whether hereditary characteristics in humans 
also are found in trees is uncertain, but an 
example of probable strong ancestry is shown 
in a large walnut tree and its offspring on a 
farm near Sulphur Springs, Ind., according 
to Ralph F. Wilcox, acting State forester of 
Indiana, who is making a survey of potential 
lands for reforestation for the State conserva- 
tion department. 


According to him, Ira Stout, owner of the 
farm, planted a walnut 68 years ago, from 
which grew a tree for which he has been 
offered $350 as it stands today. Not satisfied 
with planting one tree, Mr. Stout used the 
nuts of the old for the planting of many. One 
of the offspring of the old tree has just been 
cut, yielding three logs, a total clear length 
of 36 feet. The tree was 38 years old. This 
tree was sixteen inches in diameter at the 
stump and so straight it was 13 inches in 
diameter at the top log cut. It yielded 295 
board feet of first class walnut lumber, worth 
in the standing tree $31.86. A grove of 200 
of such trees, at the same rate of growth, 
the forester points out, would earn $168 an 
acre a year in net profit, and a grove just half 
as good would make an attractive investment 
for the man who is not using his waste land. 
The nuts will sell for more than enough to 
repay the planting costs and upkeep. 


_ The forestry department is urging the plant- 
ing of walnut trees in every vacant corner in 
fields and woods. The idea is to replace In- 
diana’s woodlots with walnut, ash, oak, tulip, 
poplar, and rid the State of elm, beech, gum 
and like trees. 


Eastern Wholesale Firm Organized 


Lock Haven, Pa., Sept. 12.—The partner- 
ship between Adelaide C. Stevenson, G. G. 
Green and George B. Stevenson, under firm 
name of Stevenson, Green & Co., has been dis- 
solved and the business has been taken over 
by the newly organized G. G. Green Lumber 
Co. The latter has been organized by G. G. 
Green, who has been the active member of 
Stevenson, Green & Co., for some years, and 
will be manager of the new concern. The head- 
quarters of the company have been moved to 
State College, Pa., where ‘a general wholesale 
lumber business similar to that of the old firm 
will be carried on. State College has been se- 
lected as a more central location than Lock 
Haven, enabling the company to serve the 
trade more promptly. The company specializes 
in white pine, native, California and Idaho, but 
handles also hardwoods, cypress, hemlock and 
southern pine. 
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Trade Extension and Industrial Aclitiv 


Bureau’s Trade Extension Work 


CENTRALIA, WaAsH., Sept. 10.—More than 
seventy lumber manufacturers attended a meet- 
ing here Thursday evening, at which officials 
and field men of the West Coast Lumber Bu- 
reau were guests. In connection with the gath- 
ering the bureau displayed a complete exhibit 
of forest products, and also produced the play- 
let “The Old Lumber Yard and the New Lum- 
ber Yard,” through which a great deal of en- 
thusiasm was aroused. Short talks were made 
by J. D. Tennant, president of the bureau; 
C. J. Hogue, H. S. Stronach, L. P. Keith, Don 
Critchfield and J. B. Fitzgerald. The object of 
the meeting, which was a great success, was 
to acquaint the industry with the trade exten- 
sion work now being done by the bureau. 


Texas Lumberman Visits Coast 


SEATTLE, Wasu., Sept. 10.—The genial coun- 
tenance of Ben S. Woodhead, president and 
general manager of the Beaumont Lumber Co.., 
Beaumont, Tex., also a vice president of the 
National-American Wholesale Lumber Asso- 
ciation, gladdened the offices of numerous Seat- 
tle lumbermen this week. Mr. Woodhead is 
on a tour of the Pacific Northwest. He wil! 
leave in a day or two for home, going by 
way of California. “The outlook for lumber 
in Texas, particularly in the rural districts, is 
encouraging,” he says. “The farmers are in 
fine shape, from the fact that cotton has gone 
to 22 cents, enabling the cotton farmers to visu- 
alize a lot of money. When one reflects that 
they planted their crops on the basis of an 
expectation of 12 cents, it is clear that they 
have good cause for rejoicing. The outlook 
for the country yards is certainly good.” 


Intercoastal Freight Rate Situation 


SEATTLE, WasH., Sept. 10.—Possibility of a 
heavy drop in eastbound intercoastal freight 
rates is the universal topic among lumbermen 
engaged in Atlantic coast business. In the face 
of disquieting reports, space today is only fairly 
plentiful, and steady at the conference rate of 
$i4. A shading of that figure would mark a 
change in stabilized conditions which have per- 
sisted for months, with steamer space almost 
exactly balanced against lumber shipments, so 
that the Atlantic coast market has held steady 
to firm. A heavy drop would probably have 
the same effect as in the remote past—cause a 
eae demoralization of the east coast mar- 
<et. 

The disturbing factor which even now is 
disrupting the smooth aspect of affairs is the 
decision of the United States Steel Corporation, 
operating two intercoastal lines, to raise the 
westbound tariff on steel from $5 to $7 a ton; 
and the instant decision of its competitor, the 
Bethlehem Steel Corporation, to put on its own 
fleet of ships, probably twelve in number, be- 
tween the east coast and the west coast. 

Steel business on the west coast, according 
to reports, aggregates about 750,000 tons annu- 
ally. Of that total it is said that United States 
Steel has been handling about 500,000 tons; 
Bethlehem, 100,000 tons, and a few independent 
steel concerns, 150,000 tons. 

What would happen to Bethlehem and the 
independent operators with United States Steel 
running its own ships and boosting freights $2 
a ton is not difficult to see. Bethlehem’s 
answer is found in the immediate loading and 
departure from the East of the ship Cubore. 
which is due to reach here the latter part of 
September. This ship will be handled on Puget 
Sound by Moore & McCormick, who are rep- 
resenting the Bethlehem Steel Corporation in 
so far as this initial voyage is concerned. An- 
other Bethlehem ship now loading on the east 
coast is the Saltore. 

When the twelve ships of the Bethlehem cor- 
poration get to going, they will effect a tremen- 
dous addition to the volume of available space 





eastbound. Their westbound cargoes are as- 
sured; but their loadings for the return voyage 
are largely a matter of doubt. 

The major commodity moving west to east 
is lumber; and the chances are that the rival 
lines will enter into competitive bidding for 
lumber cargoes. In fact, there has been a re- 
flex already, in that numerous offers of space 
have been made to intercoastal shippers at the 
prevailing rate of $14. This is in sharp con- 
trast with conditions prevailing up to the mo- 
ment of the announcement of prospective war 
between the steel concerns. Intercoastal space, 
in fact, has been uncomfortably tight. Now it 
is loosening perceptibly. 

This means that the intercoastal lumber 
dealer must watch his step as never before. 
Business through the Panama Canal is of re- 
cent origin; but it is old enough for the path- 
way to be lined with some ventures that be- 
came tragedies. There is the incident of a lum- 
ber buyer who loaded a cargo of 2,000,000 feet ; 
before his ship could reach port the lumber 
market slumped $2 a thousand and freights 
went off $4, chalking up a loss for him large 
enough to ‘wipe out many a prosperous yard. 
There is now little chance, or no chance at all, 
for the lumber market to drop; but inter- 
coastal freights—that is another story. “Watch 
out,” says everybody in that department of 
lumber marketing. 

A temporary slump in volume of intercoastal 
shipments would not be surprising. The man 
who has a cargo afloat at the $14 rate will 
probably not be in a hurry to take on more 


To Rebuild Burned Plant 


TacomMA, WasH., Sept. 10.—The entire plant 
of the Lindstrom-Handforth Lumber Co. at 
Rainier was destroyed by fire this morning. 
The blaze was the result of a short circuit in 
the electric wiring system. The loss is esti- 
mated by officials of the company at $300,000, 
part of which is covered by insurance. 

The flames destroyed all the mill buildings 
with the exception of the office and in addition 
consumed a large amount of lumber stored in 
the yards. Dynamite was used to blow up the 
lumber pile$ in a fruitless effort to stop the 
spread of the fire. The entire town of Rainier 
was threatened at one time, but with the assist- 
ance of fire apparatus from Olympia the blaze 
was confined to the mill. 

The Lindstrom-Handforth Lumber Co. is a 
Tacoma concern with headquarters in this city. 
The mill just destroyed was rebuilt after a fire 
in 1915. According to company officials here, 
the plant will be rebuilt at once. 


—— ——— 


New Issue of Timber Bonds 


PorTLAND, OreE., Sept. 10.—Freeman, Smith 
& Camp Co. of Portland, San Francisco and 
Los Angeles, announces the issuance of $200,- 
000 first mortgage 7 percent sinking fund gold 
bonds of the Grande Ronde Lumber Co., for- 
merly of Perry, Ore., and recently removed to 
its new sawmill plant location .at Pondosa, 
Union County, Oregon. The bonds are dated 
July 1, 1927, and mature July 1, 1934. 

On fee timber cut under the mortgage, 
monthly sinking fund payments of $3 a thou- 
sand feet, and on contract timber of $1 a 
thousand feet, will be paid the Title & Trust 
Company of Portland, trustee, for the purpose 
of retiring bonds. At normal rate of cutting 
these monthly sinking fund payments will re- 
tire the entire issue in less than six years. One 
hundred thousand dollars of additional bonds 
are authorized, their proceeds to be used only 
for the purchase of additional adjacent stump- 
age to be included also under the mortgage. 

The Grande Ronde Lumber Co. has operated 
for thirty-five years in Union County, Oregon, 
and owns large bodies of western pine timber 
of good size and quality near its new sawmill 
location where it began operating last month. 
Its 15-mile railroad connects with main line of 
the Union Pacific at Telocaset, 20 miles south- 
east of La Grande. 

Annual sawmill capacity is 25,000,000 feet, 
and the Pondosa operation has adequate plan- 
ing mill, dry kiln, box factory, yard and shed 
facilities, also offices, stores, hotel and com- 
fortable new homes for employees, practically 
all of whom have been with the company for 
years. The company’s products are favorably 
known and their trade well established in mid- 
west and eastern markets as well as through 
the West. 

Elmer I. Stoddard is president of the Grande 
Ronde Lumber Co. and G. E. Stoddard secre- 
tary-treasurer. G. E. Stoddard is also sales 
manager of the recently organized Eastern 
Oregon Pondosa Sales Co., which includes in 
its membership most of the large pine mills in 
eastern Oregon. 

Timber was cruised and appraised by 
Thomas & Meservey, of Portland, cruisers and 
forest engineers; legality approved by Veazie 
& Veazie, attorneys, Portland, for the under- 
writers, and Allan A. Smith, attorney, Baker, 
Ore., for the borrowers. 

Purpose of the financing is to enable the 
lumber company to complete timber payments, 
to purchase additional equipment and provide 
more working capital. 

This is the eighth timber bond issue origi- 
nated by Freeman, Smith & Camp Co. during 

















New sawmill plant of the Grande Ronde Lumber Co. at Pondosa, Ore. 
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last two and one-half years since Frank R. 
Barns has had charge of its timber bond de- 
partment. These eight timber loans aggregate 
$2,500,000. (‘sum@@aannaan. 


Field Staff Tells Accomplishments 


PorTLAND, OreE., Sept. 10.-—-The West Coast 
Lumbermen’s Association field staff, accom- 
panied by two members of the publicity de- 
partment of the asseciation’s trade extension 
bureau, visited Portland today and spoke at a 
meeting in the Chamber of Commerce on what 
has been accomplished during the eighteen 
months of the trade extension bureau’s exist- 
ence in placing before the lumber consuming 
public the merits of Douglas fir and other 
Pacific Northwest forest products. The meeting 
was attended by lumbermen and others inter- 
ested in or affiliated 


It is announced that the headquarters of the 
trade extension bureau is to be moved from 
Seattle to Longview, Wash., where it will be 
more centrally located. It is planned to main- 
tain branches in Seattle and Portland. J. D. 
Tennant, president of local operations of the 
Long-Bell Lumber Co., is president of the 
bureau, and it will be easier for him to keep 
more closely in touch with its activities when 
located in Longview. 


casaeraaeaenar 


Farmer Will Buy More Lumber 


SEATTLE, Wasu., Sept. 10— Charles Don- 
nelly, president of the Northern Pacific Rail- 
road, in Seattle this week, said: “In our terri- 
tory the crops are exceptionally good, and grain 
is the best since 1915. There has been some 





with the lumber indus- 
try. 

In the party were 
Chester J. Hogue, man- 
ager of the trade ex- 
tension bureau; Eman- 
uel Fritz, Harry S. 
Stronach, L. P. Keith, 
C. J. Blanchard, Don 
Critchfield, R. T. Titus, 
A. R. Israel and J. B. 
Fitzgerald. Mr. Hogue 
acted as chairman, in- 
troducing the other 
members, with approp- 
riate remarks explain- 
ing their respective ac- 
tivities in the field. 

Mr. Critchfield, who 
works among the re- 
tailers and the actual 
consumers of lumber, 
such as contractors and 
carpenters, painters and 
plasterers, loan associa- 
tions and others, told of 
results obtained and the 
importance of familiar- 
izing these _ various 
trades and interests with the qualifications of 
Douglas fir lumber 2nd how it can be uesd to 
their advantage. He said he had found occa- 
sion to correct many erroneous ideas. 

Mr. Keith spoke cn what had been done to 
extend the demand for structural material and 
gave several illustrations how through the bur- 
eau’s missionary work mills had obtained better 
prices for their product. He urged grade mark- 
ing to curb the practice of selling structural 
grades and buying common to fill the orders 
with. He predicted an increasing demand for 
structural timber in the East. 

Mr. Stronach spoke on factory grades and 
outlined how work had been carried on among 
architects to acquaint them with the service- 
ability and superiority of Douglas fir for many 
purposes. He particularly emphasized how 
wood sash and frames are replacing steel in 
many buildings in the East, steel having been 
pushed extensively for a while to the exclusion 
of wood. But, he explained, the superiority of 
wood is being discovered. 

Mr. Fitzgerald, who has charge of the pub- 
licity department, gave a graphic description 
of how that department began first to familiar- 
ize the reading public with Douglas fir and 
correcting the idea that the lumber era had 
about reached-the end. Step by step advertise- 
ments were placed in periodicals of different 
character until now retailers, architects, factory 
managers and employees and prospective home 
builders are becoming pretty well acquainted 
with the products in behalf of which the bureau 
is active. The field men are following up the 
work of the publicity department. 

Following the Portland meeting the party 
went to Eugene and Marshfield, Ore., and 
thence to points in western Washington to de- 
liver their messages there. 


Emanuel Fritz, Harry S. Stronach, L. 

Seated: Don Critchfield, C. J. Hogue, field manager, and Reginald T. 

Titus. J. B. Fitzgerald and Albert R. Israel, of the publicity depart- 
ment, are not in the picture. They engineered the taking of it. 





West Coast Lumber Bureau's field staff (left to right), standing: 


P. Keith, C. J. Blanchard. 


little threat of damage from rust, but indica- 
tions are that it will not prove serious in the 
district served by our lines. Feeling in busi- 
ness circles is generally very good in conse- 
quence. I look to see an improvement all along 
the line. The farmer will need more lumber, 
and I think will buy more lumber than he has 
lately.” 


Resigns as Forestry Board Member 


SEATTLE, WasuH., Sept. 10—Word has been 
received from Potlatch, Idaho, that W. D. 
Humiston, secretary and treasurer of the 
Idaho Forestry Association, and northern 
Idaho member of the State Codperative Board 
of Forestry, has forwarded his resignation as 
a member of the board to the governor. A 
successor should be recommended by the vari- 
ous associations for appointment by Sept 26. 
Mr. Humiston has served two years, having 
been appointed in 1925 when the forestry 
board was formed, and reappointed last winter 
when the present board was formed. 


Changes in West Coast Bureau 


SEATTLE, WasuH., Sept. 10.—Through the 
shifting of the West Coast Lumber Bureau 
from this city to Longview Oct. 1, C. D. 
Moore, who has been in charge of the head- 
quarters here, will move to that city; and with 
him will go J. B. Fitzgerald, director of pub- 
licity, and Arthur K. Roberts, of the publicity 
department. The field men, under C. J. Hogue 
as manager, will be directed from Longview. 

There will be a branch office in Seattle in 
charge of J. R. Blunt, until recently secretary- 
manager of the Red Cedar Lumber Manufac- 
turers’ Association. The association has been 
absorbed by the bureau, in accordance with 


ivities of West Coast Lumbermen 


the plan of amalgamation announced some time 
ago. 

One of the developments of the week was 
a meeting of cedar shingle manufacturers at 
Vancouver, B. C., to consider a proposal ex- 
tended to the Red Cedar Shingle Bureau to 
become affiliated with the Lumber Trade Bu- 
reau. Thésproposal received careful considera- 
tion, but aetion was deferred because a num- 
ber of theSshingle manufacturers do not feel 
that the time is yet ripe for such a step. The 
question will come up for future consideration. 

The various changes have brought to the 
front Miss Grace Jones as secretary of the 
Washington-Oregon Shingle Association, the 
first woman executive of a lumber organiza- 
tion in the Pacific Northwest. Miss Jones 
will assume her new duties Oct. 1, at which 
time the other changes will go into effect. She 
is thoroughly equipped for the job, having a 
well recognized talent for the work, backed 
by an experience of several years as assistant 
to Mr. Blunt in the affairs of the Rite-Grade 
Shingle Association, Red Cedar Lumber 
Manufacturers’ Association and the Washing- 
ton-Oregon Shingle Association. 


Surveys West Coast Mills 


SEATTLE, WasH., Sept. 10—George Rose, of 
Spahn & Rose, Dubuque, Iowa, who came to 
the Coast three weeks ago to attend the re- 
tail convention at Tacoma has made a rather 
thorough survey of West Coast mills. He 
is in Seattle today in conference with Harry 
L. Northup, representative of the firm in this 
cerritory. Mr. Rose will leave for home in a 
day or two. He has found a decidedly mixed 
situation with respect to fir lumber, but on the 
whole believes it to be encouraging. “There 
has been good, warm weather in the territory 
served by our organization,” he says, “with 
the result that there will be a chance for the 
maturing of the corn crop. I look for a fair 
volume of business this fall.” Spahn & Rose 
operate thirty-seven line yards. 


Progress in New Logging Operation 


OtympiA, Wasu., Sept. 10.—In a recent talk 
before Rotary, Lloyd Crosby, chief engineer of 
the Weyerhaeuser Timber Co., said that com- 
pany by Jan. 1 would have more than 600 men 
working on its new logging operation. Mr. 
Crosby is now supervising the construction of 
thirty-one miles of logging road between South 
Bay and Rainier. He expects to complete it in 
October to the base of logging operations. This 
road taps the company’s timber area between 
the Nisqually on the north and the Newaukum 
on the south, and offers access to about a mil- 
lion acres in Thurston, Pierce and Lewis coun- 
ties. The line extends through 108 farms ‘be- 
tween South Bay and Rainier. 


Former Lumberman to Build Hotel 


SEATTLE, WaAsH., Sept. 10—J. A. Vance, 
former owner of the Vance Lumber Co., with 
mill and logging operation at Malone, Wash., 
announces that he will build an 18-story hotel 
at the northeast corner of Third Avenue and 
Union Street, Seatfle. The structure will con- 
tain 600 rooms, and will cost $1,500,000. Mr. 
Vance is owner of the Vance Hotel, Vance 
Apartments, Algonquin Apartments, Pembroke 
Apartments and the Lloyd Building, all in Seat- 
tle. The new venture will make him the larg- 
est individual hotel owner in the Pacific North- 
west. In leaving the lumber business Mr. 
Vance sold his holdings to the Bordeaux inter- 
ests, now owning and operating mills at Bor- 
deaux and Malone. 


THE UNUSUAL prosperity which the Republic 
of Colombia has enjoyed the last five years is 
leading to its rapid development. 








62 AMERICAN LUMBERMAN 


SEPTEMBER 17, 1927 





———— 


Secretary s Report Makes Fine Showing 


(Continued From Front Page] 


discussion is desired and equal opportunity for expression will be 
granted non-member manufacturers and wholesale dealers as that 
granted the association members. It is the belief of your secretary that 
need of correction of present sales methods is recognized by all and 
this meeting—with a majority of those interested present—appears a 
most opportune time for this conference. If it is possible—and I believe 
it is—to substitute confidence and coéperation for suspicion and cut- 
throat competition between these two branches of our industry, we 
shall return to black ink and to a basis of fair and reasonable profits. 

The year which has passed since our last annual convention has not 
been one of profit and financial progress to the hardwood fraternity, and 
it has therefore rendered the problem of membership gain more difficult 
than ever. Very few new enterprises have been launched during this 
period as a survey of activities in the hardwood field for four successive 
years has shown more losers than winners. At the same time a larger 
number of failures and withdrawals from business have been recorded 
than in any previous year in the association’s history. As the following 
figures will prove, the record of membership loss has not been dispro- 
portionately heavy considering what might have been expected from the 
trying and upset trade conditions this membership has been called upon 
to meet. The number and character of the new members which have 
been added results in a net showing which must be regarded as favor- 
able, and at this time a larger number of hardwood manufacturers are 
actively supporting the association than at any previous time in its 
thirty years of existence. While indicating a slight loss in numerical 
strength, the statement is made without fear of successful contradiction 
that the National Hardwood Lumber Association goes into this annual 
meeting with the strongest and most influential membership it has ever 
presented. 

Since the 1926 annual convention, 145 new applications for member- 
ship have been received. Of this number ten have been declined as 
undesirable or ineligible. 120 members have been dropped on account 
of being delinquent, five have been expelled or suspended, failures and 
withdrawals from business number 102, and nine have resigned. The 
total number of new members admitted during the year is 135, which 
brings the present membership to 1414. 


The total number of salaried inspectors in the employ of the associa- 
tion on Sept. 1, 1927, was eighty, which is a decrease of eight under 
September 1, 1926. The figures for the 
inspection department from Sept. 1, 1926, 
to Sept. 1, 1927, showing the exact 
amount inspected in each district and 
market with amounts earned and cost of 


Report of 
Inspection Department 


maintenance are as follows: 








Markets Feet Earnings Expense 
ec icciesrtaatkesneeewens 16,600,546 $23,347.62 $21,482.17 
Grand Ses toda eines hee eueee 15,851,701 22,693.32 15,853.45 

go and i Mn. cdtene enaemes 9,344,788 14,270.04 13,033.10 
Louisville, = SEES bcbdurcdiens bicekes 8,425,077 12,344.53 10,004.83 
Cincinnati, fe. - seein dhink + danke aaeee 7,935,593 14,236.50 11,884.43 
Montreal, Sate beesah mate vdessevessuea 7,866,768 11,692.94 10,492.89 
Little Rock and ‘Pine By Mtbcasesccids 7,785,549 12,734.93 11,503.76 
ie Pn seven ciekeeeaceeseeee 7,714,787 12,128.81 10,426.88 
Knoxville . Tenn. PTTTITI TTT TTT TTT 7,536,052 10,983.01 8,808.42 
Soeentn, Ed ieee greeted. 7,030,953 11,689.56 11,042.07 
Mobile, Ala. 11,085.87 8,548.29 
Detroit, Mich. 9,026.36 7,404.95 
Buffalo, é: Y 10,069.50 8,418.78 

Ds thi 166s ehee oe saenees ehdaad awd 9,720.02 8,895.39 
New a. La 9,465.86 9,773.83 
Jackson, Miss. 5,260,410 9,450.47 8,061.45 
Monroe and Shreveport, La............6+. 5,212,254 9,648.57 8,587.88 
Dh ths vetvesd absences akebece 5,108,043 6,829.99 6,229.03 
eo eneenecnmnnns 4,801,513 7,093.60 6,520.58 
New York St, i Mervvodaesdedecicedee 4,717,473 7,381.18 6,714.51 
Eo co. ns bee shonndes 4,692,003 7,533.85 7,168.69 
Cairo, Til. gba ene 0 606060 640008 46000080808 4,451,369 7,183.50 7.275.70 
as <. cbc wwdungaeneneeeeeanas 4,085,332 7,582.91 6,949.31 
Js cn eknn wnagnwheueee wt ee 8,816,404 6,145.30 4,798.67 
Th itd os legenebaaeneeaee bane 3,800,739 6,705.27 4,866.61 
Philadelphia,  sitht cimadeessaeeue daeee 3,766,301 6,602.34 6,799.75 
a ot hades aguwee s6eeemeneual 3,133,301 6,397.46 5,153.36 
Fort Wayne, Se ee ee eee: 3,091,492 4,226.80 3,557.00 
Ce ch can heb netevedeéeee 3,042,996 5,446.41 5,871.47 
gg A a a 3,022,447 4,601.53 3,799.27 
Milwaukee and Oshkosh, Wis............. 2,955,920 4,694.65 5,690.57 

i tic5) s Sustetesndueh eweus 2,890,385 4,831.98 3,802.70 
TO a in ek kn ce dnineesenmn ne 2,754,936 4,332.69 3,898.87 
ee i ace te ai ed owe be ame 2,650,831 4,805.33 4,043.79 
Indianapolis and Evansville, Ind.......... 2,586,727 4,948.51 5,448.15 

i Cd ceca e bie olde duvennd 8,781.94 3,397.54 
CEE (is estén gc ansedeeabasnoeta 4,296.08 $3,922.95 
AR aE aS AE Se 4,297.72 4,596.84 
Ns on noes ue bebe scene 8,641.44 4,189.05 
San Francisco, Calif.. 2,377.61 8,151.62 
Michigan eee eee 7,583.65 





This substantial volume of Sciaieiec “ne been conducted with less 
complaint and with greater satisfaction to all concerned than has been 
the case in any previous year. Much of the credit for this admirable 


record is due our chief inspector, William H. Nelson, whose energy 
and efficiency have been noted by every member with whom he has 
come in contact. 

Of the 237,390,786 feet shown above to have been measured and in- 
spected under the bonded certificate of the association, official reinspec- 
tions were requested and conducted on 2,268,366 feet, which is approxi- 
mately 1 percent of the total. Of this quantity officially reinspected 
claims developed on 1,111,489 feet, which is about one-half of 1 percent 
of the total quantity inspected during the term. Claims presented, ap- 
proved and paid by the association total $10,346.08. 

All obligations have been promptly discharged and in conformity with 
the by-laws calling for a complete annual exhibit of receipts and dis- 
bursements, the following figures have been taken from the association 
ledgers: 











Balance reported at convention Sept. 23, 1926 ..........-ceeeeeees $ 58,036.34 
REcCEIPTS— 
Membership dues and initiation fees ................. $ 95,222.89 
EE. EEE vcvbvacesbvee ober bance ce reeresnsccees 355,135.00 
Advertising ........+. cece coos 4 ©GRBL.TG 
Sale of rule books......... ean 995.42 
Interest on investments. re 1,342.89 
Interest on bank balance. . 507.37 
Reinspection settlements 1,318.69 
Refunds—Miscellaneous expense ..........-.eeeeeeeee 74.10 
EE GUNEED - cscccccenes 40 beer ss ctesesies 82.02 
Refunds—Advances to employes.........-..eeeeeeeeees 570.00 461,880.13 
ST eit Era lad Kis iy hail ata hint Pag slo nieweew & baka own ea OR eh $519,916.47 
Di1sBURSEMENTS— 
Salaries, expenses and advances: Secretary-treasurer, as- 
sistant secretaries, chief inspector, inspectors and office 
DE wibececaaebdnertincenes cect daehhaboeeeeeeeoes $386,086.66 
General office expenses..... pinks chadnhes eh bees bee ase 9224.44 
SY DEL ceCed ih ehaeaehe eed ehehs Mw eRes eee ere 
Pe DIN GUN. ncdwtcccece os wivideb esenuCevenee 7,781.19 
Convention and committee expenses......+..e+seeeeeees 18,220.61 
Miscellaneous expenses—insurance, etC......-..eeeeeees 9,978.69 
Claims and reinspection settlements. ...............+0+- 10,212.01 
Refunds—Membership dues and inspection fees......... 667.26 447,332.45 
Balance on deposit in banks on Sept. 1......-+.seeeeeees $ 25,184.02 
SER EEE, sucbuubeudwusedauneustuchsece ved 47,400.00 $ 72,584.02 


In addition the books show good outstanding accounts for membership dues, in- 
spection fees, advances to employes and advertising amounting to $77,025.82, bring- 
ing resources in cash and Government securities and good outstanding accounts 
to $149, 609. 84. Of the $72,584.02 balance reported above, $825 belongs in the in- 
spectors’ cash deposit fund. 


The most important business of this convention is found in the report 
of the chairman of the inspection rules committee, which will be pre- 
sented at tomorrow morning’s session. The 


Commends work referred to in my last annual report, 
Inspection bearing on the general standardization program, 
Rules Cumsniiten has continued throughout this year on a 


broader and more extensive scale than ever 
before. No inspection rules committee during my twenty-three years 
as your secretary has ever devoted closer study and more earnest 
thought than the present committee of which Oliver M. Krebs is chair- 
man. I do not hesitate to express the hope that the recommendations 
of that committee will be supported and adopted by this convention, for 
it is my belief that such action is in the interest of all branches of the 
hardwood industry. I am thoroughly convinced that such action will 
result in a more closely united industry and that it will develop the 
codperation within this hardwood industry that is so vitally necessary 
to progress under existing trade conditions. 


I can not close this report without brief acknowledgment of the loyal 
and efficient services of several members of the executive office staff. 
To Miss K. V. Lyons, who has been serving this association since 1906, 
and to Miss Christine Blaikie, who entered our employ in 1909, much 
credit is due. No employer ever had more faithful, loyal and efficient 
assistants than they have proven to be. To assistant secretaries H. J. 
Fuller and L. S. Beale great credit is due. Mr. Fuller has been with 
us since 1910 and Mr. Beale’s connection dates from 1924. 


I wish to bring the fact home to all of you that this association is the 
creature of its members.. It is just what you have made it and it will 
continue to be whatever you may will it to be. When a member indulges 
in a grouch against the association he is indulging in a grouch against 
his own possession. If others attempt to misrepresent or vilify this asso- 
ciation, they are directing their malicious attacks against an institution 
that belongs to you. It is the duty of every member of this association 
to post himself upon its affairs in order that he may not be misled 
as to its purposes and achievements, and to be ready at all times to 
refute any misstatements made in regard to the association. When a 
misunderstanding arises between a member and the association, he should 
bring his grievance directly to the attention of the executive office, and 
if the association be in error, prompt redress will be made. 
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During the last year death has taken from us some of our oldest 
and best known members, including Hugh McLean, who died in his 
prime and whose passing was a great 
*_ ass loss to the entire industry, and also hon- 
Memorializing Members orary life members John M. Woods and 
Who Have Passed. Edward Buckley, both of whom passed 
away at a ripe old age, mourned by all 
who knew them. 

In closing I desire to call brief attention to the social side of our 
arrangements for this occasion. It has always been a cardinal principle 
of this association that these annual meetings should afford the highest 
expression of good fellowship, under the belief that men possessing 
common interests can not know each other too well, and with the knowl- 
edge that acquaintance ripens into genuine friendship more quickly and 


more surely under the spell of social concourse than under any other 
condition. Accordingly, considerable effort, time and money have been 
expended each year to make of these annual meetings the outstanding 
social events which they have always been. 

We feel today the absence of our ex-president, Harry B. Curtin, who 
presided at our last annual meeting. His absence today, due to illness, 
is regretted by every member present, for we all realize that under his 
leadership the association gained many new friends and supporters. No 
trade association ever had a stronger leader and it is doubtless true that 
the present strength and prestige of our association is due to the influ- 
ence of such gentlemen as Harry Curtin. 

Earnestly requesting a continuation of your loyal support and assur- 
ing you of my full appreciation of the many courtesies extended in the 
past, this report is respectfully submitted. 


Co-operation and Progress, President's Keynote 


(Continued from Front Page) 


succeed depends in my humble judgment upon our interpretation of one 
hyphenated word which I desire to make the keynote of this convention, 
cooperation. 

The individual who can succeed in life’s work without the codperation 
of his fellowman is still unborn. The organization which disregards the 
inherent impulses of codperative effort builds for itself a structure, 
vulnerable to the assaults of distrust, animosities, and prejudice and in 
the end profits little from its existence. 

The wonderful industrial progress of this great nation of ours during 
its 150 years of existence can no doubt be attributed in a large measure 
to our national adaptation to organization which, analyzed in its truest 
sense, is the cultivation of a fraternal feeling, and a codperative pulling 
together of all of the individual uni's of our great army of industry. 

It is with these thoughts in mind that I have hoped to make this 
meeting fruitful, by in every way possible bringing ourselves closer to a 
realization of the great necessity of a more cohesive plan for the 
economic handling of our product than has heretofore existed. 


A tremendous responsibility rests upon those of us engaged in the 
process of refinement of the products of the forest. We are entrusted 
with the proper disposition of an heritage 
handed down from the beginning of time— 
a resource created for the enjoyment, pro- 
tection and use of all mankind—and the 
fulfillment of that trust can only be attained 
by the complete codperation of every one engaged in its conversion and 
proper distribution. 

The last year has been a trying one to most of us but the darkest 
hour is the one just before the dawn. The tremendous losses occasioned 
by the flood condition of just a short passing are well known to all of 
you. Much of this loss was of a type that can not be replaced in that 
it not only took from the owner a manufactured asset, but swept beyond 
reclaim a vast amount of material ready for the market. The loss of 
production occasioned by the flood seems to have had no marked effect 
upon the market conditions, but it is my prediction that it will be felt 
before new stocks can be manufactured and made ready for the market. 
Stocks of lumber on hand with buyers throughout the country are sub- 
normal and while it is true that the great improvement in transportation 
has made it unnecessary for the consumer to carry stocks as large as 
he was formerly. accustomed to, it nevertheless will make it necessary 
for a considerable amount of buying to be done, with a slight improve- 
ment in general business. 

The recession in business has quite naturally had some effect upon 
the association membership, but the loss that we have sustained is much 
less than we had anticipated and some portion of this will be recovered 
from time to time as conditions change. 


The Lumberman’s 
Great Responsibility 


The twenty-ninth annual meeting of this association was very properly 
styled a peace meeting by Ex-President Curtin and you may reca!! that 
he urged us to hold the ground we had gained 
in our efforts towards harmonizing of all fac- 
tions. I am happy to report to you that this 
program has been diligently followed the last 
year and I think I can say to you that we can 
mark this distinctive milestone in our career with the assertion that 
after thirty years of continuous effort we have finally reached the point 
where animosities have given way to earnest support, opposition has 
been converted to complete codperation, and the much coveted situation 
of complete peace and harmony now exists for the first time in the his- 
tory of the hardwood lumber industry. 

It rests entirely with us to see to it that this splendid condition con- 
tinues; in fact it is our duty to individually and collectively assume the 


Effecting Harmony 
in the Industry 


responsibility for the perpetuation of this unity, that we may be privi- 
leged to pass on to those who follow an organization fully developed to 
its highest efficiency. 


This meeting will be an extremely important one, and undoubtedly 
the most important work we will have will be the consideration of the 
report of the inspection rules commit- 
tee under Chairman O. M. Krebs. 
Ample opportunity will be given to 
all who desire to discuss this report, 
and I am hopeful that you have all 
fully acquainted yourselves with the recommendations of the committee 
in order that the discussion may bring out fully all of the salient 
points for or against the proposed changes. The matter will be entirely 
in your hands for final disposition and your votes will determine the 
issue, but I suggest that in your deliberations you give full comsideration 
to the best interest of the hardwood business as a whole, not for today 
or tomorrow, but for the future as well, and further to the fact that we 
are on record to give earnest and sincere support to the program of 
standardization as being conducted by the Central Committee on Lumber 
Standards. 


Urges Careful Consider- 
ation of Proposal “C” 


Much progress has been made in the past few months towards the 
realization of a closer codperatiom@between the manufacturer and the 
wholesale distributer and while we 
é€an not hope for immediate results, 
it is not beyond the possibility of 
realization that eventually the manu- 
facturer will manufacture and the 
distributer will distribute, and we will again return to the orderly process 
of handling our product from the manufacturer to the wholesaler to the 
consumer. 

All business, as all relationships, to be enduring must be founded 
on a common understanding and a common faith. 

It has been the lack of these tenets that has been responsible in a great 
measure for the lack of responsive relationship between the manufacturer 
and the wholesale distributer. This may have been the outgrowth of 
conditions brought about by either or both, but the time is surely ripe 
for a satisfactory adjustment of this situation and a relegation to the 
past of what belongs to the past, with our gaze set steadily forward to 
new ideas and new processes for the more economic and intelligent 
merchandising of our product. 

In conclusion I desire to take this opportunity to express. my thanks 
and appreciation to the officers and members of our several committees 
as well as our very able office force for the splendid support they have 
given me during the last year and particularly to O. M. Krebs, chairman 
of our inspection rules committee, who has spent freely of his time 
and money in the very important work he has conducted in making 
tests of the proposed new rules at widely scattered points. I would 
indeed be unappreciative and entirely unworthy of this high office if I 
did not at this time acknowledge with deep gratitude the effort that has 
been made by our most worthy secretary-treasurer to make my admin- 
istration as successful as possible. As usual, he has attended to the 
lion’s share of work in a most efficient manner and I can only say that 
we are indeed fortunate in having a man of the type of Mr. Fish to 
guide the destinies of the National Hardwood Lumber Association. 


Producers’ and 
Wholesalers’ Relations 





A man remarked, “I rent by the month, but rent day comes 
around every three weeks.” Of course, it really doesn’t come quite 
that often, but it seems like it. The man who owns his home doesn’t 
need to worry about rent day. There is nothing so useless as a bunch 
of rent receipts. Own your own home. 
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_ Better Merchandising Is Opening Theme off N: 


Relations Between Manufacturers and Distributers Considered 


Despite the intense heat which has held Chi- 
cago and the middle West in its grip for sev- 
eral days, the hard- 
wood clan, hundreds 
strong, assembled at 
the Congress Hotel, 
Chicago, early in the 
morning of Sept. 15 to 
register for the thir- 
tieth annual conven- 
tion of the National 
Hardwood Lumber 
Association. Inside 
and outside of the 
Gold Room it was 
comparatively cool, so 
when the initial ses- 
sion got under way 
the meeting place was 
comfortably filled and 
as the business pro- 
the seats were taken by 
As members and guests 
registered they were presented with official 
badges, tickets for the two banquets and enter- 
tainment features of Thursday and Friday 
evenings, also a handy wood comb approxi- 
mately 5 inches long by 1% inches wide, with 
the compliments of the National association. 
The badges were furnished by E. C. Atkins & 
Co., the “Silver Steel Saw” people of Indian- 
apolis. These preliminaries occupied the time 
from 9:30 to 11 a. m., and gave Secretary 
Frank Fish and his efficient staff time to extend 
the glad hand to every delegate. 

At 11 o'clock President Ben C. Currie, of 
Philadelphia, Pa., sounded the gavel to call the 
morning session to order, and commented on 
the fact that it was encouraging to officers 
to see so many present notwithstan he hot 
weather. He then gracefully intro@eed Ever- 
ett A. Thornton, of Chicago, president of the 
Lumbermen’s Club of Chicago, who extended 
the address of welcome. Mr. Thornton said it 
was a great pleasure to welcome the members 
of the National Hardwood Lumber Association 
to Chicago and invited them to make use of 
the facilities of the Lumbermen’s Club during 
their stay. “The spirit of helpfulness manifest 
in your association, and which I have observed 
in our old association and the Lumbermen’s 
Club, is perhaps the strongest and best devel- 
oped of any associations of lumbermen with 
which I am familiar,” said Mr. Thornton. “I 
am glad to extend to you a cordial welcome 
to this city and the club’s facilities, and trust 
you will find it convenient to take advantage 
of the offer.” 


Tribute to Deceased Members 


President Currie before launching into his 
address paid a tribute to'the memory of John 
M. Woods, of East Cambridge, Mass., former 
president of the association, and Edward Buck- 
ley, of Manistee, Mich., honorary life members, 
who were prominently identified with the 
hardwood business for many years and had 
done much to further the interests of the Na- 
tional Hardwood Lumber Association. Out of 
respect to the memory of these departed mem- 
bers, the delegates stood during the reading of 
the memorial. 

President Currie then continued with his 
address, which appears in full on the front 
page and page 63 of this issue of the AMERICAN 
LUMBERMAN. 





er essed most of 
interested lumbermen. 


Secretary-Treasurer’s Report 


Much interest was evinced in the annual re- 
port of Secretary-treasurer Frank F. Fish, of 
Chicago, who remarked that he had made the 
report as brief as possible as a result of the 
hot weather. The various features of the re- 


port elicited hearty commendation and applause, 
notably his remarks concerning membership, 
inspection department, assets, work of the in- 
spection rules committee under the chairman- 
ship of O. M. Krebs, of Memphis, Tenn. The 
report in full appears on the front page and 
on page 62 of this issue. 

Secretary Fish announced that at the annual 
meeting of the board of directors of the asso- 
ciation held yesterday afternoon it was decided 
that members delinquent in the payment of 
dues back of July 15 would not be permitted 
to vote on any subject coming up for adoption 
during the sessions. Another matter up for 
discussion and action by the directors, stated 
Mr. Fish, was the method of handling the 
vote. During the last few years some difficulty 
has been experienced in making an accurate 
count of the vote. Owing to the exceptional 
interest and importance of the matter, the 
board instructed the secretary to have printed 
ballots prepared covering Proposal “C,” which 
will be distributed tomorrow to members enti- 
tled to vote, and they must sign their own 
names and the company represented, which will 
insure accuracy in the count. 

The next feature on the program was a 
splendid address by Lloyd Maxwell, president 
of the Williams & Cunnyngham Co., Chicago, 


_ on “Can the Right Publicity Help the Lumber 


Industry?” This company is one of the con- 


- 








~ 


JOHN I. SHAFER, F. K. BISSELL, 

South Bend, Ind. Ladysmith, Wis. 

Who Took Prominent Part in Merchandising 
Conference 


cerns chosen by the National Lumber Manu- 
facturers’ Association to help direct the adver- 
tising program, which has for its object plac- 
ing lumber in its rightful position before the 
public. In introducing Mr. Maxwell, President 
Currie said that the speaker was “one of our 
own kind, and I know you will derive benefit 
from what he has to say.” 

Mr. Maxwell began by expressing his sincere 
pleasure that his company was one of two 
chosen from eighty substantial advertising 
agencies to help direct the advertising program 
of the National Lumber Manufacturers’ Asso- 
ciation. That advertising has proved to be an 
economic factor in business practices is evi- 
denced, Mr. Maxwell said, by the fact that in 
1916 a list was compiled showing the seventy- 
five largest advertisers in America, the seventy- 
fifth concern on the list spending in that year 
in actual paid space $115,000. Ten years later 
a similar tabulation showed that the seventy- 
fifth concern on the list spent in paid space 
$525,000. Continuing, Mr. Maxwell said: 


During the same ten years there has been great 
development in group advertising. Many great indus- 
tries have recognized the fact that their difficulty was 
not over-production, but was really under-consump. 
tion. 

If group advertising can increase tremendously the 
sale of steel lath, steel furniture, flowers, bath tubs, 
davenport beds, sauerkraut, prunes, oranges, and 
what not, why can’t group advertising increase the 
sale of the world’s greatest industry—lumber? 

It simply means getting together and staying to- 
gether until all are benefited by this great codperative 
plan of making the lumber industry and its future 
better understood. 

Referring to the fact that there are still im- 
portant men in the industry who feel that the 
plan of the National Trade Extension Commit- 
tee may fall short of its purpose, be accentuated 
the fact that a lot of constructive, codperative 
give and take methods are essential to the 
future success of the lumber industry. Re- 
ferring to competition from other industries, 
Mr. Maxwell said: 


Substitutes have been bobbing up thick and fast. It 
is estimated that manufacturers of substitutes for 
lumber are spending more than $25,000,000 a year 
for advertising. Each of these substitutes so adver- 
tised has the benefit of modern merchandising meth- 
ods, and, in many cases, the substitute is decidedly 
inferior to lumber, but you lumber people have not 
been there with your counter arguments. 

To date lumber advertising has been confined to 
various species, each one singing its own praises, for 
the most part, and often at the cost of other kinds of 
lumber. There has been no one, big voice speaking 
for the industry as a whole—meeting the clamor of 
substitutes. 


Must Advertise to Accomplish 


The speaker illustrated this point by bring- 
ing out the difference in the methods of ad- 
vertising grand opera in New York and 
Chicago. The public is sold on the individual 
stars, and the opera is operated at a loss. Con- 
tinuing, he said: 

If we sell lumber first, the whole industry will 
profit. There had to be a Paul Revere before the 
other fellow sold his poem. 

Why has wood been losing out despite the tremen- 
dous increase in the number of its commercial and 
industrial uses? 

Twenty-five years ago there were less than 2,600 
commercial and industrial uses for lumber. Today 
there are more than 4,500. And yet, in spite of this 
tremendous increase in number of uses, per capita, 
consumption has decreased approximately 50 percent. 

Advertising can break down the impression that 
has been carefully built up by the advertising of sub- 
stitutes that lumber is an old-fashioned material that 
is on the down grade. 

Advertising can and must kill the idea that the 
country is confronted with a serious lumber shortage, 
that the forests are going, and that substitutes must 
be found quickly and used to prevent a_ national 
disaster. 

The more light we throw on the sane program of 
conservation and reforestation, the better it will be 
for the lumber industry and the public it serves. 

The growing influence of the professional architect, 
now responsible for 90 percent of the construction 
north of the Ohio and east of the Mississippi rivers, 
has also decreased the use of lumber. We can’t leave 
these things to the architect. They’re only human 
and often follow the line of least resistance. 

The five year lumber extension program now under 
way has for its chief purpose the better merchandising 
of lumber. Lumber must be sold on its merits, as 
other products are sold. It can no longer be assumed 
that the purchaser knows all about lumber and is 
willing to accept it as the best possible material for 
his use. He must be told why it is especially advan- 
tageous for his purpose. 

The important part of the program will be to ex 
ploit the many exclusive merits of lumber. It is up 
to us to prove that lumber, in every case, is the 
most suitable material for the job, not the cheapest, 
but from every point of view, the best. 

The thing the lumber industry has to do is to con- 
tinue to produce the best product possible, tell why 
it is a good product and for what purposes it can be 
used, and through advertising get the public to real 
ize and believe that there is no substitute for wood. 
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just have to do it.” 

Before the adjournment of the session at 
2:15 p. m., President Currie was empowered 
to appoint committees on resolutions, officers’ 
reports and nominations, the personnel of which 
will be announced at the afternoon session. 


THURSDAY AFTERNOON 


At the opening of the Thursday afternoon 
session, President Currie announced that the 
registration had reached the 1120-mark, out 
of a total membership of over 1,400, this being 
the largest registration in the history of the 
association. 

The first subject taken up was the report of 
the sales code committee, presented by Chair- 
man W. H. Lear, of Philadelphia, Pa., which 
follows: 

Your sales code committee has given consideration 
during the last year to further development of the 
present code and some constructive suggestions have 
been worked into shape for insertion in the code. 
While it is felt some of these additional clauses have 
merit, it is the conclusion of your committee, reached 
in session on the day prior to this convention, that 
this is an inopportune time to present any proposals 
for new clauses in the sales code. 

It is felt that such recommendations as the com- 
mittee may eventually make, may require more discus- 
sion and time on the convention floor than may be 
possible to allot to the subject at this meeting, be- 


dustries codperate, and at least bring some de- 
gree of order out of the chaos which has more 
or less existed in our industry for the last half 
century. In line with this idea I attended the 
annual meeting in April of this year of the 
National-American Wholesale Lumber Associa- 
tion, and under the head of new business of- 
fered a motion that the National-American, 
through its presiding officer, appoint a commit- 
tee of ten recognized wholesalers to meet with 
a like committee of manufacturers to see 
whether or not we could thrash out this 
situation and arrive at something that would 
be of vital interest and benefit to all of us. 

“The National Lumber Manufacturers’ Asso- 
ciation was apparently waiting for something 
of this kind and appointed a committee, which 
met in Chicago June 22, and out of that confer- 
ence with the committees of manufacturers and 
wholesalers there grew a joint committee, small 
in size in order to be able to get together easily. 
This joint committee was delegated to get up 
standards of practice and good business ethics 
as between the producer and the distributer. 
The joint committee has not held its meeting 
yet, but hopes to get together some time this 
month.” 

President Currie then read a letter from W. 
M. Ritter, of Columbus, Ohio, president of the 
Hardwood Manufacturers’ Institute, giving his 
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Buyers of large corporations are quick to take ad- 
vantage of this situation and see in this turmoil an op- 
portunity to set these contending factions against each 
other to the end that they are enabled to buy their 
lumber at prices out of proportion to the cost of pro- 
duction and unreasonably low as compared to the prices 
they are receiving from the public for their own prod- 
ucts. These buyers are in a position to take advantage 
of the desperation of the lumber salesman who thinks 
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he must have an order and the lumber salesman is an 
easy victim because he feels that the price structure 
of the product he is selling rests on an insecure foun- 
dation. Manufacturers to establish confidence should 
bring their selling methods within their own control. 

The distribution of lumber is a service which re- 
quires capital, integrity and experience. If the manu- 
facturers delegate this service to wholesalers they 
should recognize that they are entitled to a profit com- 
mensurate with the service performed by the wholesaler. 

The respectable wholesaler finds the market, has sales 
forces immediately in contact with the consumer and 
is the logical outlet through which the manufacturers 
should distribute their product. 

The lumber business is changing. Substitutes are 
crowding for a place. It is necessary that those inter- 
ested in the manufacture and distribution of lumber 
should make a united front against a common enemy. 

The so-called substitutes of lumber are all sold on a 
profit making basis. Their prices are maintained. The 
reason they can be maintained is because their chan- 
nels of distribution are regulated and controlled. They 
are successful in enlarging their field because they 
are making money and they are making money because 
their sales methods are controlled. 

It is to be hoped that our merchandising practices 
may be put on a plane which will give lumber the dig- 
nified position to which it is entitled. That is the object 
of this conference. 


Horace F. Taylor, of Buffalo, N. Y., said 
that there is no doubt in the world but that 
this question of merchandising is the most im- 
portant thing the association has before it. 
“Everybody recognizes that the lumber indus- 
try is the most poorly organized of any indus- 
try with which any of us is at all familiar 
when it comes to handling its own product,” 
said Mr. Taylor. “The discussion at the June 
conference developed that there is undoubtedly 
more willingness to recognize the wholesaler as 
an advantage to the millman and the producer 
of lumber. The committee discussed ways by 
which the two factors could help each other 
and adopted a set of general principles.” These 
were outlined by Mr. Taylor, who thought the 
association could back up the efforts of this 
committee. 


What’s Wrong With Lumber Business 
Harry E. Christiansen, of Milwaukee, Wis., 
president of the Northern Wholesale Hard- 


wood Lumber Association, contributed the fol- 
lowing to the discussion: 


What is wrong with the lumber business? I be- 
lieve its biggest fault lies in the little thought given 
that most important branch, merchandising. 

Lumber has in most years been marketed on the 
basis of a man with an order book asking the buyer 
“What'll you give?”, and the less active the market, 
the more desirable seems to be that order. Why? 
Gentlemen, the owners of the plant are trying to 
run their business for the sake of their loading crews, 
or some other reason as foolish. And that same 
loading crew seems to feel you are getting rich be- 
cause they continue to be reasonably well employed. 
They will do more if laid off when business is 
bad. 

There is a great deal of difference between sawing 
boards and hoping to dispose of them on an un- 
willing market, and between cutting enough lumber 
of the particular thickness that your sales engineer 
knows the market will absorb and then really selling 
the same only when the market is ready to receive it. 

Have you ever gone over the plans of any large 
national seller? They manufacture for a previously 
ascertained market. A careful survey is made as to 
quantity the market can absorb at previously ascer- 
tained prices on a basis of cost plus fixed selling 
expense and then plus a reasonable profit. 

We must recognize there are slow months in our 
business, just as in the automobile business. When 
business slows up, the automobile plants close up 
and wait until a more willing market presents itself. 
That method could be readily adopted by the lumber 
man in the same manner. 


Salesmen Should Know Ins and Outs 


During the slow period the salesman can come to 
the plant, put on his work clothes and handle boards; 
learn the game from the stump through and be worth 
money to his boss. He can go out as a truthful 
missionary, instead of shooting in the air. And you 
will soon find out if he really has the stuff necessary 
to make him a real lumber salesman after he has 
spent a few weeks on the pile. He will realize there 
are other things to consider besides sending in an 
order at $5 less than cost of production. I do nct 
blame this salesman for a poor order because ue is 
never posted on what the costs of production are. He 
is sent out to find out what the customers will pay 
and wire the offers in to the sales manager who has 
not the guts to turn down an order because the boss 
said he wants to keep the loading crew busy, but 
admits also that he does not know a thing about sell- 


ing. He does not want to, because he can get a 
fellow who knows how to read a time table and write 
a swindle sheet for $200 a month to help chase him 
to the sheriff. 

Gentlemen, we talk about changing rules, cutting 
logging costs 25 cents to 50 cents per 1,000 feet, 
getting our stumpage at $1 less, getting freights re- 
duced one cent per 1,000, and work like hell to put 
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them over, while with one stroke of our pen we give 
away $5 per 1,000 feet and wipe out everything we 
have gained a number of times over. 

One of my good friends here said there could be 
no well rounded selling plan accomplished because 
of the greed, selfishness and suspicion of each other 
among us. I believe there is a great deal to what 
he says as pertains to the past, but consolidated selling 
is coming surely and fast. Efficient sales organiza- 
tions who know what selling is—getting cost of 
manufacture plus sales expense and a profit—are be- 
ing recognized. Large manufacturers are joining each 
other in sales organizations to market their lumber 
cheaply and efficiently. This is not contrary to any 
law as long as it does not become so powerful that 
unfair prices with exorbitant profits rule. There 
is a vast duplication of work today that is niistakeniy 
called competition. Competition is wanted to keep 
one on his toes, but sales suicide is that one distressed 
car forced on an unwilling market which establishes 
the current price. It is illogical, but nevertheless a 
fact. Sales organizations of the proper efficiency cov- 
ering intensively a given field would remove tha: 
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mole hill which today rules as a mountain. It would 
take that distress car to a given hole or leave it at 
the mill where it belongs. 


Should Have Complete Information 
Further, this idea of consolidated selling opens 
the avenue of exploiting new markets and the de- 
velopment of wood uses which we as individual manu- 
facturers could not do. The cost per thousand would 
be prohibitive on a small annual output, but with a 





large production, lumber technicians and exploiting 
engineers could be employed at a few cents per 
thousand. The gain would far exceed any cogt, 
We must go after business, but our present methods 
are to have the customer take our stock off of our 
shelves. 

We have the machinery now to determine what 
the market can absorb graciously under normal cop. 
ditions. We should have information to know what 
each production unit should figure as his part of 
the whole. We should know what the figure is where 
black ink stops and red begins and then we should 
have the business sense to refuse to go lower. Selling 
must be recognized as the branch where the greatest 
courage must be shown—the courage to say “no” 
to a bad order and why. 

I have otten heard of the lumber trust but of all 
the disorganized industries, this surely is the worst, 
I believe. Gentlemen, what we need is a “bell cow,” 


Suggests Use of Present Organizations 


“It seems to me that we can make use of the 
organizations we already have,” said M. W, 
Stark, of Columbus, Ohio, the next speaker, 
“Our selling system is chaotic, inasmuch as we 
are competing against each other and ourselves, 
The position of the wholesaler is not clearly 
defined. We have no evils in the lumber busi- 
ness that we can lay on one man. The problem 
seems to be to find out some procedure whereby 
we can market our product to the best advan- 
tage, and where we can codperate with the 
wholesaler to that end.” Mr. Stark thought 
there was too much selling by mail and too 
little attention paid to better merchandising 
methods. He expressed the opinion that the 
wholesaler should confine himself to handle the 
output of say four or five mills and become 
familiar with the stock turned out. Mr. Stark 
said it is bad practice to force lumber on an 
unwilling market as it only demoralizes the 
situation. For the good of the industry he fav- 
vored closer codperation between the manufac- 
turer and wholesaler. 

John I. Shafer, of South Bend, Ind., thought 
the codperative spirit shown among the mem- 
bers of the association would greatly assist in 
ironing out such difficulties enumerated during 
the discussion. He believed that the consuming 
trade as a whole favors a uniform market. 

In the absence of W. M. Ritter, president 
of the Hardwood Manufacturers’ Institute, J. 
W. Mayhew, of the W. M. Ritter Lumber Co., 
Columbus, Ohio, stated that it was the belief 
of Mr. Ritter that a firm with a large and 
varied output can not handle its entire product 
advantageously through its own sales depart- 
ment, and for that reason the Ritter organiza- 
tion also utilizes the wholesaler in the distribu- 
tion of products. ; 

M. G. Truman, of Chicago, stated that it is 
not ethical to try and force more lumber on 
the market than the consumers can absorb, as 
it demoralizes prices. 

Max D. Miller, of Marianna, Ark., said that 
for the last ten or twelve years their output 
has been handled through wholesalers with sat- 
isfactory results. 


Stresses Closer Contact 


The necessity for closer contact between the 
manufacturer and wholesaler who distributes 
the product was stressed by John W. McClure, 
of Memphis, Tenn., who said that with this 
accomplished most of these troubles would van- 
ish. He thought it would be well for the saw- 
mill men to keep in close touch with their dis- 
tributing connections. “One of the important 
factors in the present market situation is the 
flooded lumber in the South, and I believe it is 
to the interest of the entire trade to see that 
this material is handled in the right way so as 
not to affect the stability of the market. If 
the wholesalers who are accustomed to hand- 
ling these merchandising problems would get 
down into the producing territory and see for 
themselves the existing conditions it would be 
of great advantage to all concerned.” 

W. H. Lear, of Philadelphia, Pa., expressed 
the opinion that the problem of merchandising 
is one of the most important subjects to come 
before the convention. “The failure to properly 
market our product is due to the lack of in- 
telligence in handling our business,” said Mr. 
Lear. “To be a real lumberman is to be a pro- 
fessional man. The important part is to select 
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the right channel for the distribution of lum- 
ber, as many individuals connected with the 
industry are over-anxious to secure business at 
almost any price in order to keep up the vol- 
ume. It takes a real man to produce lumber, 
and our product is a staple commodity which 
is passing through a slump. Other industries, 
however, are in the same fix, but the lumber in- 
dustry will come back. Knowledge is worth 
something, but experience is worth a whole lot. 
There are too many men who lack experience 
in the merchandising of lumber, which requires 
an accurate study of market conditions.” 


Better Merchandising 


The next speaker was Frank K. Bissell, of 
Ladysmith, Wis., president of the Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion, who spoke in part as follows: 

Better merchandising of lumber is precisely what is 
taking place. We have more well informed salesmen, 
better manufacture, more knowledge about consumers’ 
needs, more technical information about our products 
than ever before. 

We have at Madison, Wis., the best wood research 
laboratory in the world. We have inaugurated in the 
industry a $5,000,000 trade extension, research and 
field organization that should grow into the greatest 
merchandising agency the lumber industry has ever 
had. And, further, we are having more conferences, 
more meetings, and we are studying more reports than 
ever before. There are some who will jest at these 
activities, but the lumber trade is really a mass of 
independent units which can not progress very far in 
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some essential items until it acts as one unit. The 
lumber industry makes progress only as the majority 
are informed and convinced. More frequent contacts 
are speeding up this evolution. 

Our industry has no dictator who can by the stroke 
of a pen put into operation those things which the 
keenest students think most wise—rather, it operates 
as a great loosely knit democracy. For these reasons 
it can not make the rapid progress that is possible 
for a small compact organization which represents a 
single product. 


Progress Means Group Action 


Practical progress in lumber merchandising is then 
pretty largely group action sold on the basis of merit 
and self-interest to hundreds of individuals. It is 
realized through the persistent work of well informed 
leadership and through repeated conferences and finally 
through conventions such as this, where the voice of 
an industry speaks. In going through these processes 
often the ideas of visionaries and the theoretical are 
tested, revised and re-formed until they assume the 
actual aspects that generally win approval. This is the 
way the great lumber democracy must work out its 
salvation. 

A lumber trade dictator would adjust supply to 
demand, would force sales when and where the markets 
existed, would have a sales force that excelled in 
knowledge of wood uses—a standardized line of prod- 
ucts and method of identifying the standard and 
guaranteeing it and a distributing organization that 
could assemble, define and diversify to the consumers’ 
taste and to the advantage of all parties; in fact, he 
would have a very broad field in which to act. He 
would not permit destructive sub-quality competition, 


cross-haul shipments nor cross-fire advertising. He 
would insist upon constant industrial research, adver- 
tising upon a constantly increasing scale and efforts 
to develop his profit in what now are lost materials. 

Working as several thousand independents we must 
convince each other of the extent to which progress 
can be made along such lines. Necessarily incomplete 
information, short-sighted self-interest, or trade poli- 
tics, make progress difficult. In the long run the 
logical thing will win out and the theoretical or im- 
practical will be discarded. 

If the proposed grading rules for hardwoods give 
the average consumer a better chance to select ma- 
terials adapted to his uses they are an advance in 
lumber merchandise. If they result in more waste to 
the average user they can only prove costly to all 
concerned. They represent long study by competent 
minds in an effort to lay a firm foundation for more 
efficient use. For that reason they merit our sym- 
pathetic study and a decision based on the facts. 


“Keep the Customer Pleased” 


Probably good merchandising from the manufac- 
turers’ standpoint means building up a permanent and 
profitable market for all the manufacturer can produce. 
There are so many elements in that problem that it 
is impossible to touch upon all of them. The mainte- 
nance and increase of the market for the product are 
at least as important as any other factor and may be 
summed up in the one phrase, “Keep the customer 
pleased.” 

The consumer must know all about the product and 
its uses. This is the basis of increasing demand. The 
consumers’ wants should be met as closely as possible 
and very promptly. This assures an increasing market. 

The machinery for doing these things has really 
had a remarkable development during the last ten 
years. The wood research laboratory at Madison, as 
the result of thousands of tests during that period, 
has performed a wonderful service to the manufac- 
turers and users of lumber. As a result, inequalities 
in building code figures are not as marked as they 
formerly were and the code engineers of the lumber 
associations have an official and recognized set of 
facts upon which to proceed with the correction of 
the building codes of our many cities. The influence 
of this work upon the specifications of engineering 
societies has been very marked. Industrial users of 
wood have been increased or markets held on account 
of improved and more economical design possible as 
the result of such investigations. The evolution in 
grading rules has constantly worked toward better 
merchandising. National standardization, followed by 
grade marking and branding in the soft woods, is cer- 
tainly to the benefit of the trade. The development 
of stronger trade organizations has played a very 
important part in bringing about these changes and 
in crystallizing the views of large groups. 

It seems to me that a continuation of such lines 
of advance is the only practical solution of this kind of 
a problem. For this reason I am much in favor of 
the National trade extension campaign of advertising 
and of research, in the continuation of conferences 
that will eventually bring about the best grading 
adapted to consumers’ needs which is feasible for 
manufacturer and distributer, and in the branding of 
products so as to make it easy for the buyer to 
identify the material as of certain quality and standard. 

Fundamentally it seems to me that we must con- 
tinue our efforts in trade research, in national adver- 
tising, the assurance of uniform guaranteed standards, 
better seasoning and working out of the problems of 
distribution. 


Close Touch With Consumers Needed 


The lumber industry necessarily requires a mer- 
chandising organization which will be in close touch 
with the complicated requirements of a hundred 
industries and this organization must be capable of 
diversifying and refining our product to suit these 
varied needs. It is here that the wholesalers perform 
and have important functions and demonstrate their 
service to the industry. Manufacturers and whole- 
salers should have a clear conception of the part 
which those engaged in distribution play in the most 
efficient marketing of lumber and conferences should 
be held to develop clear statements of these economic 
problems. 

Many wholesalers are high class men of undoubted 
financial responsibility and long experience. They 
handle a considerable part of the hardwood lumber 
production. They are of much benefit to those mills 
which, by reason of small production, or perhaps for 
other reasons, are not able to keep traveling men on 
the road. They are in daily touch with the require- 
ments of the trade. It seems to me that wholesalers 
are very essential to the handling of the business 
under present conditions, with the vast number of 
smal] mills all over the country and the large require- 
ments of most of the consumers. This, naturally, 
necessitates the consumer placing orders in many cases 
with wholesalers who can purchase the lumber from 
several different manufacturers. The wholesaler is in 
a position where he can be of great benefit to the 
consumer and to the manufacturer; therefore it seems 
to me that he should be encouraged and helped, for 
the closer the manufacturer works with such whole- 


salers the better. Many of our wholesalers bring the 
purchaser and manufacturer together so that they 
understand each other better and accomplish a little 
service to both. There are other wholesalers who are 
in the business simply to get what they can and, in 
my judgment, are not fair to either party. 


Cooperation an Essential 


As a general proposition, I think the most impor- 
tant feature in the process of turning our stock into 
money is the codperation which the sales manager 
receives from manufacturing, grading and shipping 
departments. In other words, stock must be well 
manufactured, correctly and fairly graded, properly 
shipped with due attention to filling orders promptly 
and as the purchaser desires. Good value must be 
furnished and a reputation for such service established 
by years of fair dealing that will enable the salesman 
to get results. If such codperation is lacking the 
salesman has a very difficult job. 

A motto of mine for many years has been, “Furnish 
a good article and charge a good price.” Such a 
principle can be practically applied under present con- 
ditions. If a salesman has confidence in his stock 
and knows that his orders will be promptly and satis- 
factorily filled it gives him a standing and backing 
that enables him to obtain a fair price for his product. 
The salesman must be one in whom his customers can 
place full trust. 

Given the conditions above mentioned, the salesman 
should not approach his prospective customer with an 
apology but with full confidence that his product is 
just what the customer needs, that it will give first 
rate satisfaction, enable him to get repeat orders, and 
strengthen his ability to continue the business. 

As I have stated, the salesman should have perfect 
confidence in his stock and insist upon a fair price. 
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I will add that as a general proposition a buyer has 
more respect for the salesman who sticks to his price 
than for one who perhaps quotes a high price and 
then comes down. In conclusion, I urge coéperation 
of the very highest degree along the lines I have 
mentioned. 


Mr. Bissell’s thought-compelling address 
completed, President Currie called upon 
Charles H. Barnaby, of Greencastle, Ind., for 
his view on present-day problems. Instead of 
making an address at this time, Mr. Barnaby 
presented to the conference a resolution on 
the subject of codperation between manufactur- 
ers and wholesalers, which he requested Secre- 
tary Fish to read, as follows: 

This merchandising conference believes that there 
should be greater codperation between hardwood manu- 
facturers and wholesalers, and believes that closer per- 
sonal contact between them will create a better under- 
standing of each other’s problems, and that this will 
result in a more efficient distribution of hardwood lum- 
ber. It endorses the appointment of the joint committee 
of the National Lumber Manufacturers’ Association 
and the National-American Wholesale Lumber Associa- 
tion, which seeks to further develop the merchandising 
relations between manufacturers and wholesalers, and it 
expresses the hope that this committee may formulate a 
standard of practice which will assist the industry in 
avoiding unbusinesslike and unprofitable marketing 
methods. Believing that this joint committee, composed 
of leading manufacturers and wholesalers can pursue 
its work.as covering all woods, including hardwoods, 
the National Hardwood Lumber Association holds itself 
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Machinery, 


For Sale— 


Fixtures and 


All Appliances used by 
a large Lumbering Opera- 


tion. 


3 Sawmills, Shook Mill, 
Planing Mill, Roofer Mill, 
Electric Light and Ice 


Plants, completely equip- 
ped Machine Shop, Log- 


ging Equipment. 


60,000 acres of land, rich 
in new timber growth. 


See Page 109 
In This Issue 


for detailed description 
of above equipment. 
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C. B. Richard & Co. 
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Ocean Freight 
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Established 1847 
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in readiness to codperate in the work as undertaken 
and to assist in making any such plan effective. 

After the reading, Mr. Barnaby asked that 
the resolution be referred to the resolutions 
committee for action. This resolution gave 
rise to an interesting and timely discussion of 
the hardwood problem from the retailer’s 
standpoint. The subject was introduced by 
Walter W. O’Brien, of the O’Brien Lumber 
Co., a prominent Chicago retailer, who arose 
to remark that the retailer’s problem is fully as 
great as that of the manufacturer’s or whole- 
saler’s. “If the manufacturer would codperate 
with us in the sale of his product instead of 
coming into our fields and selling our custom- 
ers, we would both make more money,” he 
said. “Whenever he has a surplus to move or 
needs some money, he refuses to work through 
the retailer but goes after the retailer’s cus- 
tomers, and customarily loses money by so 
doing. We are on the spot and can handle the 
business much better than he, and with profit 
to both of us.” 


D. F. Clark, of Minneapolis, Minn., stressed 
the same point. “There has during the recent 
years been a falling off in the sales of hard- 
wood lumber,” he declared. “Why? The re- 
tailer knows more about that than the manu- 
facturer and wholesaler probably do. The lack 
of salesmanship has resulted in the public be- 
ing no longer interested in hardwood lumber 
as it used to be. Rooms in older houses often 
are finished in the different woods, and those 
who know how to appreciate wood know that 
there is nothing more beautiful. But I have 
heard the housewife say: ‘I wish I had a paint 
brush so I could paint it all over.’ The retailer 
could overcome that situation if the manufac- 
turers made it worth his while. So why can’t 


thereupon made a motion that the National 
Hardwood Lumber Association appoint a com- 
mittee of five, composed of two wholesale yard 
men, two wholesale office men and one manu- 
facturer, being a “cross-section” of the mem- 
bership, to confer with the joint committee of 
the National Lumber Manufacturers’ Associa- 
tion and the National-American Wholesale 
Lumber Association, on all questions of gen- 
eral trade practices that might arise. The mo- 
tion was promptly seconded and passed, and 
President Currie stated that he would announce 
the personnel of the new committee during the 
Friday sessions. 

The annual banquet and entertainment ten, 
dered by the National Hardwood Lumber As- 
sociation to members and guests on Thursday 
evening proved to be one of the most brilliant 
affairs in the history of the organization. 


A Minnesota Yard Changes Hands 


FARMINGTON, Minn., Sept. 13.—The stock 
and plant of the E. L. Brackett Lumber Co 
of this place, has been purchased by J. E. 
Hennessy & Co., line-yard operators, with 
headquarters at Excelsior, Minn. The pur- 
chaser will combine the two yards, occupying 
the plant of the Brackett firm. 


Barn Requires Carload of Shingles 


KEeNosHA, Wis., Sept. 13.—What is probably 
the largest barn in the country—large enough 
to hold a 3-ring circus—is located two miles 
west of here, on Highway 50. It was con- 
structed some years ago for the housing and 
training of fine riding, coach and driving 
horses, and inside it is 
a quarter-mile circular 














lt required a carload of red cedar shingles to roof this gigantic barn 
just west of Kenosha, Wis. 


we put the retailer in as-part of this proposi- 
- as well as the manufacturer and whole- 
saler ?” 

E. L. Cook, of the Cook Lumber Terminal 
Co. (Inc.), operating one of the largest retail 
yards in Chicago, declared that many hardwood 
manufacturers come into this market selling 
mixed and less than carload lots, thus taking 
from the retailer the business that really be- 
longs to him. Furthermore, he sends his price 
lists to every little consumer, so that when the 
retailer solicits his business he is up against 
a stone wall. “We have had so little coopera- 
tion from the hardwood manufacturers,” he 
declared, “that we are trying to get away from 
hardwoods. Instead, we are now handling a 
large volume of redwood. We sell 1,000,000 
feet of redwood a month, for uses 80 percent 
of which could as well be filled by hardwoods. 
But the redwood manufacturers do not compete 
with us for the little fellow’s business, running 
around scaring up less than carload business. 
They cooperate with us, and we reciprocate by 
cooperating with them.” 

President Currie declared that the airing of 
these views introduced a great and vital subject 
that must be given very serious attention, and 
expressed the hope that steps may be taken 


toward greater codperation with the retailer ° 


also. 
Charles A. Goodman, of. Marinette, Wis., 





track used in exercising 
and training the horses. 
The building is now 
used for housing stock, 
having a capacity of 87 
head of steers, 42 
hogs, 60 milch cows 
and 27 horses. There 
are also huge storage 
spaces for grain. 

This barn has just 
been reroofed with B. C. 
red cedar shingles, a 
full carload being re- 
quired to cover it. The 
total cost of material 
and labor was $3,000. 

The barn is owned 
by Matt Rasmussen. 
who, like many other 
successful farmers, has 
found that buildings covered with. red cedar 
shingles bring more comfort to the animals. 
In summer they hold off the burning rays of 
the sun, giving the stock a cool abode, and in 
winter the high resistance of wood shingles 
keeps out the cold blasts and allows the food 
to turn to fat instead of being consumed as 
heat for the animals’ bodies. 

What is good for the goose is good for the 
gander, it has been said. Applying this logic 
to shingles—what is good for dumb animals is 
good for humans. 

Tue State forests of Pennsylvania, in addi- 
tion to their intrinsic value for conservation 
and recreation purposes, provide a steady and 
appreciable income from the investments which 
they represent. According to the State for- 
ester, they have paid, in the last twenty-seven 
years, $638,691 into the public treasury, of 
which the school fund has received $375,034. 
The first income, amounting to $1227, was re- 
ceived in 1900, two years after the establish- 
ment of the forests. This revenue has in- 
creased steadily and now averages about $50,- 
900 a year. Most of the money comes from 
the sale of wood products, obtained by select- 
tive cutting and by the salvaging of stumps 
and blighted trees, the removal of which 
stimulates the growth of the remaining tim- 
ber. 
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Hardwood Trim Producers Meet for Good Lu m ber 


The fall meeting of the Hardwood Interior 
Trim Manufacturers’ Association, held at the 
Congress Hotel, Chicago, Sept 14, was well 
attended and proved very interesting from the 
standpoint of accomplishments. The main dis- 
cussion was on how to improve the quality 
of the product manufactured by the members 
of the organization, and to get it down to a 
definite standard, so that the buyer would 
know when he placed an order what to ex- 
pect, and the manufacturer would understand 
what his customer wanted. 

There was considerable discussion on the 
question of economics in manufacturing. The 
association’s graphs showed a very good move- 
ment of trim in gum, oak, chestnut and tupelo, 
in the order named. More time and thought is 
being given by the manufacturers, especially 
the members of the association, to the season- 
ing and drying angles, also to the various proc- 
esses of manufacture. The thought was ex- 
pressed that probably the association as an 
association could stress the advantages of 
manufacture by getting the combined experi- 
ences of all the manufacturers, 75 to 85 percent 
of the trim producers being represented in 
the association. By combining that experience 
and having open discussions something substan- 
tial could be accomplished. 

One of the main purposes of the association 
is to adopt some standard of manufacture 
which will be economical both with reference 
to the lumber itself and also the manufactur- 


ing problems, thereby eliminating unnecessary 
labor and manufacturing” expense. Consider- 
able interest was shown in the question of 
using the emblem of the association for trade 
marking the product, thereby identifying trim 
as standard and as a known and definite qual- 
ity in the same way that other high grade and 
well known products are merchandised. 

President John W. McClure, of Memphis, 
Tenn., presided, and a spendid feeling of co- 
operation and appreciation for the work ac- 
complished and being done pervaded the meet- 
ing. It was decided to increase the dues to 
take care of the additional work being under- 
taken by the secretary’s office. C. .Arthur 
Bruce, of Memphis, Tenn., treasurer, reported 
a good balance in the treasury. Secretary 
W. R. Friedel, of Memphis, Tenn., outlined 
the work being done in the territory em- 
braced in the membership in furthering the 
interests of the association. 

Reports showed increased interest in the use 
of the 7,000 Series Molding Book, and it would 
seem as though buyers appreciated the work 
done by the association in the matter of stan- 
dardization, and the buyers are cooperating 
in this matter. 

The time and place for the annual meeting in 
January is left to the executive committee. 
Invitations have been received from several 
cities, but it is thought likely that the meet- 
ing will be held either in Memphis or Cin- 
cinnati. 


Clubs and Outings 


Central Wisconsin Club Date 


MILWAUKEE, Wis., Sept. 12.—The Central 
Wisconsin Retail Lumbermen’s Club has 
booked a meeting for Sept. 29 at the Hotel 
Whiting ,Stevens ‘Point, Wis. It will be 
called at noon and will be preceded by a 
luncheon. The business to be taken up will 
be a discussion of the cement situation and 
sales plans of the cement industry for 128. 


Pittsburgh Secretary Resigns 


PittspurGH, Pa., Sept. 13—H. F. Burn- 
worth, who has been secretary of the Pitts- 
burgh Lumbermen’s Club for the last three 
years, has resigned, and will sever his connec- 
tion with the club about Oct. 1. 
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Ready for Memphis Tournament 


Mempuis, TENN., Sept. 13.—C. W. Bader, 
par golfer of Gary, Ind., who recently won 
the championship of the "Chicago lumbermen, 
will compete with other star golfers from all 
parts of the United States in the ninth annual 
tournament of the Lumbermen’s Golf Associa- 
tion of Memphis which is to be held on Friday, 
Oct. 7, over the course of the Colonial Coun- 
try Club. He is expected to give John Simp- 
son, of Indianapolis, Ind., who for the last 
two years has been crowned champion, a good 
race for the cup to be awarded for the cham- 
pion golfer. Mr. Simpson has already ad- 
vised that he will be present for the tourna- 
ment, along with W. J. Foye of Omaha, Neb.. 
Keyes Atkins, of Indianapolis, Ind. L. E. 
Cornelius, of St. Louis, Mo.; Nevin Saxton, 
of Helena, Ark., and many others. 

Another golfer who is being boosted for the 
championship flight is Hugh Wynne, of Mem- 
phis, who is in the sawmill machinery business 
with J. E. Dilworth. Other Memphis golfers 
who will participate that shoot a good game 
are Frank T. Dooley and H. A. Childerson, 
oth former champions of the Memphis lum- 
bermen, R. J. Hackney, Mark H. Brown, 
W. N. Coulson, W. E. Hyde, George Land, 
and others. More than 100 have already en- 
tered for the tournament. 

K. L. Emmons is making arrangements for 


the entertainment and annual banquet which 
will be held at the club house following the 
tournament. Announcement of the winners 
will be made at this banquet and election of 
officers for the new year will be held. 


‘Jackson Club Reconvenes 


Jackson, Muiss., Sept. 12.—The Jackson 
Lumbermen’s Club met last Thursday, after 
having had a recess of several months. John 
L. Gordon, supervisor-elect of district 5, Hinds 
County, made a brief and thoroughly instruc- 
tive address before the lumbermen. Besides 
being one of this city’s largest coal dealers, 
Mr. Gordon holds several tracts of valuable 
umber in Madison County, and is familiar 
with the affairs of the lumberman. 

The time for election of new officers was 
set for Sept 22. The nominating committees 
were appointed and will report at that time 


Evansville Club Convenes 


EvaAnsviL_E; Inp., Sept. 14.—The first fall 
meeting of the Evansville Lumbermen’s Club 
was held last night in the Peacock room at the 
Vendome Hotel with a large attendance. Louis 
A. Holtman, president of the club, presided. 

William S. Partington, of the Maley & 
Wertz Lumber Co., chairman of the river and 
rail committee, reported that he had received 
word from the Central Freight Association to 
the effect that the proposal of last year to in- 
crease the costs of handling lumber and logs 
on inclines at all Ohio River points, has been 
stricken from the docket of the Interstate 
Commerce Commission. The proposed increase 
would have affected all of the important towns 
and cities along the Ohio River. 

At last night’s meeting business conditions 
were reported to be unusually good for this 
season of the year. Dan Wertz, of the co- 
Operative committee, said the trade outlook 
was regarded as most encouraging. The fur- 
niture factories in Evansville were reported in 
some instances to be operating full time with 
a good volume of business. 

The next meeting of the club will be held 
on Oct. 11. 


call Virginia 0200 


Guaranteed according to 
Ass’n rules, with satisfac- 
tion to you and your cus- 
tomer, or moneyback. Over- 
night delivery within 100 
miles on orders wired or 
phoned our expense before 
noon. Over 200 million ft. of 
lumber and flooring car- 
riedin Bartholomew’s new 
steam heated warehouse 
to supply you quickly. Earl Bartholomew 


LOOK THESE ITEMS OVER:— 

OAK AND MAPLE FLOORING — carloads from mill, 
quick local shipments from Chicago. 

TENN. ROUGH CEDAR BOARDS — A.D. or K.D. 
Rough or dressed. 

AROMATIC RED CEDAR LININGS — Kiln dried, 
packed in heavy cartons, free. 

KILN DRIED PHILLIPINE MAHOGANY — Rough, 
long lengths, all thicknesses, at low prices. 

KILN DRIED SOUTHERN HARDWOODS — Ash, 
gum, poplar, etc. 


Flooring shipped direct from mill, or locally from Chicago. 
Any quantity, aeons ~ anywhere. Wire our expense 
or prices 











Phone Virgima 0200 


New Address—3403 West 48th Place, Chicago. 
9-17-27 








4 Kinds of 





mencan 
eau 
Rs ae TRIM 

In Same Car 

—all cut to length 

and carefully wrap- 

ped in moisture- 

Reg. proof paper. 
Trade Mark 

“American Beauty” Sy pincu 


Door and Window Trim 


is unexcelled for beauty and milling. 


The West Cleveland Trim Co. 
CLEVELAND, OHIO 








FOR SALE ? 2-3: 


24+ x24+—30" 
3 x 3—30" 
IN OAK AND GUM 
Always in Stock 
THE W. A. NOBLE LUMBER COMPANY 


1206 First Nat’l. Bank Bldg., CINCINNATI, OHIO 


























' Cummer Gypress Go. 


Mi'ls: Jacksonville and Sumner, Fla. 


LUMBER 
Cypr ess Rough and Dressed 


| Shingles and Lath 
| Sales Office, 300 Madison Ave., New York City H 
RR = 


















HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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In the Realm 


Spokane and Sandpoint Activities 


SPOKANE, WasH., Sept 10.—That the Spo- 
kane Hoo-Hoo Club has an active membership 
of 172, a gain of seven over a year ago and 
that after expending $942 last year, the club 
has a balance in the treasury of $148.69 was the 
gist of the annual reports made at yesterday’s 
meeting of the club. President Bartleson an- 
nounced chairman of the standing committees 
for the year as follows: Boy Scouts, R. M. 
Bergdah!; program, R. L. Bayne; new clubs, 


No 


Rust-Owen Lumber Co. 


DRUMMOND, WIS. 








% 











Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











Drewed EXTRA STANDARD” 








Some Attractive Values 


4/4 Birch No. 1C.&B....350,000’ 8/4 Maple No. 2 Common. , 75,000 

4/4 Birch N ...-. .75,000" 4/4 Basswood No.1 C.&B..45,000" 

4/4 Birch No. 3 Com......, 150,000" 8/4 Basswood No.1C.&B..28,000" 

4/4 Maple No. 1 C. &B.....75,000° 8/4 Basswood No.2 Com. ..18,000" 

8/4 Maple No.1 C.&B....100,000’ 8/4 Ashand ElmL. R.......10,000 
Hemlock Lath 4’ and 32” 


Write for description and prices. 


Hales Timber Go., Inc. 
FIFIELD, WISCONSIN 


JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro. Ont. 
MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 


Prompt Shipments. 


Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bldg.,Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 

















Remember 


Mershon, Eddy, Parker Company 
SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSW Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window 


a rames, Mouldings 


x Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 























17 17 
VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 





Manufacturers of 17 different species 
of Northern Hardwoods 


17 17 








of Hoo-Hoo 


Dave Spoor; membership, Roy Myers; finance, 


George Duffy, Friends of the Forest, Ed 
Rowles; fraternal and reception, Roy Brown; 
attendance, Ed C. Wert; publicity, Will 
Morris. 


“When you can help your competitor and 
treat him as you want to be treated yourself, 
you are helping the entire lumber industry and 
thereby helping yourself,” declared James M. 
(Jim) Brown, Senior Hoe-Hoo on the Su- 
preme Nine and past president of the club, 
who was the speaker at the meeting. 

Mr. Brown gave a brief history of the or- 
der and also pointed out specific instances, 
such as in the enactment of proper forestry 
and tax laws and in combatting the use of 
fiber containers as against the use of wooden 
boxes, wherein Hoo-Hoo can do effective work. 

The Sandpoint Heoo-Hoo Club held its an- 
nual meeting Friday night at Sandpoint, Idaho. 
A dinner preceded the election of officers. 
Dave Spoor, Vicegerent Snark from Spokane, 
was present and gave a short talk outlining 
the history of the order. Roy Myers, of Spo- 
kane, who is the retiring Vicegerent Snark, 
gave a brief talk telling of the progress made 
during the year. W. P. Johnson, of the A. C. 
White Lumber Co. was elected president, E. E. 
3oles, of the Humbird Lumber Co., vice 
president and Paul Smith, of the A. C. White 
Lumber Co., secretary, while D. M. Palmer, 
of the Humbird Lumber Co., Vicegerent Snark 
last year, was recommended for reappointment. 


Atlanta Tourney Finals 


ATLANTA, Ga., Sept. 12.—The finals were 
played last week in the annual golf tournament 
of the Atlanta Hoo-Hoo Club at the West 
End Country Club here, Hinton Blackshear. 
Willingham-Tift Lumber Co., defeating Mack 
Evans, Atlanta representative of the Steel City 
Lumber Co., Birmingham, Ala., and thus win- 
ning the 1927 golf championship of the club. 


Paul and Babe Are Attractions 


MINNEAPOLIS, MINN., Sept. 13.—Paul Bun- 
yan and Babe, his blue ox, were among the 
feature attractions at the first fall meeting 
of the Twin Cities Hoo-Hoo Club held Sept. 
9 at Hungry Jack’s Place, a replica of an old- 
time bar room which was, in fact, the Gold 
room of the Radisson Hotel in disguise. 

Election of officers and directors for the en- 
suing year added to the night’s excitement. 
Succeeding R. W. Hasslen as president is 
Martin L. Jordan. The new first vice president 
is T. M. Partridge; second vice president, 
George Borreson;  secretary-treasurer, _ Phil 
Phillips, succeeding E. J. Fisher. New di- 
rectors are E. Hasslen and E. J. Fisher, 
H. E. Broughton, George W. Critten, Cliff 
Sawyer. 

Before the bar opened to dispense free 
lunches at 6 o’clock, Paul Bunyan and Babe, 
the blue ox, led a parade through a portion 
of the Minneapolis loop. Paul and Babe were 
sent to the meeting to greet Hoo-Hoo for The 
Red River Lumber Co. Skillful make-up and 
costuming transformed John L. Westrum, of 
the Minneapolis sales office of the Red River 
Lumber Co. into an authentic Paul, precisely 
as he is pictured in the Red River advertising. 
Equally successful was the transformation of 
two other men into the big blue ox. Specta- 
tors, after witnessing Paul and Babe, had no 
doubt about the verity of the many tales cir- 
culated as to the prowess of the pair. They 
certainly did log off North Dakota in one 
winter. 

Arriving at Hungry Jack’s Place, Paul and 
Babe were greeted with prolonged cheers from 
Hoo-Hoo partaking of near beer, soda pop 
and free lunch at the 60-foot bar. It was a 
real bar with a foot rail and there was sawdust 
on the floor. But the march of civilization 


was unmistakably evident in the contents of 
the glasses and steins and in the huge platters 


Ls 
of food on the bar. Old-timers declare tha 
the shrimp salad was one of the anachronisms 
of the evening; they were reconciled «5 hap- 
piness, however, when they came to tlic wild 
sausages and cheese and pickled fish. 

Various games of chance were conducted 
during the evening, among them roulette ang 
faro. There is talk of impeaching A! Bliss 
justice of the peace, who squandered the ma. 
zuma levied in fines in riotous living around 
the roulette wheel. The mazuma, le: it be 
explained, was purchased by Hoo-Hoo as they 
entered the room. For $1 the head cashier 
Gale C. Merrick, handed out ten crisp mazuma 
bills which were the sole Jegal tender inside 
Hungry Jack’s Place. 

Winners in the log-sawing contest were 
State Forester Grover Conzet, Nate Thompson 
and Fred D. Scott. Henry Schmitz, professor 
of forestry, University of Minnesota, Vic 
Anderson and Nate Thompson won _ the 
lath breaking contest. Mr. Conzet was 
declared the best dressed lumberjack among 
the score or more Hoo-Hoo who appeared 
at the party as lumberjacks, sheriffs and 
professional gamblers. Rube Lindquist was 
the star mazuma collector, gathering 11,009 
during the evening. 

Seventeen articles were raffled off, including 
a golf bag and clubs. Donors of the prizes 
were the Shevlin, Carpenter & Clarke Co, 
B. F. Nelson Manufacturing Co., Omaha Rail- 
way, Brooks-Scanlon Lumber Co., Virginia & 
Rainy Lake Co., Northwestern Hardwood Co, 





HOSE of us who were not for. 

tunate enough to spare the 
time or money to attend the con- 
vention at Tacoma, Wash., Aug. 
22 to 27 last, will get an excellent 
report of it in last week’s Amer- 
1cAN LUMBERMAN.—Michigan Lum- 
ber-Gram, Sept. 10, issued by the 
Michigan Association of the Trav- 
eling Lumber & Sash & Door Sales- 


men. 











Carr-Cullen Co., Minneapolis, Northfield & 
Southern Railway, Insulite Co., Brooks Bros., 
Wood Conversion Co., Central Warehouse 
Lumber Co., Soo Line Railway, Northern Pa- 
cific Railway, Tozer Lumber Co., City Hard- 
wood Lumber Co., P. W. Phiflips Lumber Co. 
and Melone-Bovey Lumber Co. 


Official Delegates to Annual 


St. Louis, Mo., Sept. 14.—Official delegates 
to the Hoo-Hco Annual, which will be held in 
Miami, Fla., Nov. 9-11, have been selected by 
three Hoo-Hoo clubs, and other clubs are 
planning to send representatives, it is an 
nounced at Hoo-Hoo headquarters here. The 
clubs that have selected representatives follow: 
Twin Cities: R. W. Hasslen, R. W. Hasslen 
Lumber Co., and Larry S. Clark; St. Louis: 
Harry D. Gaines, Thomas E. Powe Lumber 
Co.; Atlanta, Ga.: Charles B. Harman. 

Announcement also was made at Hoo-Hoo 
headquarters of the appointment of Joseph 
Campbell, of the Winter, Mercer & Brannum 
Lumber Co., as Vicegerent Snark for central 
Indiana, a new Vicegerency. 


Coming Hoo-Hoo Events 


Sr. Louis, Mo., Sept. 14.—Forthcoming Hoo 
Hoo events include the following: 


Benp, Ore., Sept. 19, first meeting of thie Hoo-Hoo 
club of the new year, when forestry resolutions 
adopted recently by the directors of the National 
Lumber Manufacturers’ Association will be voted o 


The speaker will be A. W. Cooper, Portland, sect® 
tary-manager of the Western Pine Manufacturers 
Association. : 

Benp, Ore., Oct. 19, concatenation under the di- 
rection of Vicegerent Snark Meister. 

SHERMAN, Tex., Oct. 22, concatenation in charge 
of P. O. Leslie, Vicegerent Snark for the Denton dis 
trict. 
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[Special telegram to AMERICAN LUMBERMAN] 

Wasuincton, D. C., Sept. 15.—President 
John L. Kaul, of the National Lumber Manu- 
facturers’ Association, was at headquarters 
ofaces today in conference with Secretary Wil- 
son Compton and Trade Extension Manager 
John M. Gibbs, concerning various features 
and the general progress of the organization of 
the trade extension campaign. Mr. Kaul em- 
phasized the importance of giving much atten- 
tion in research and commercial extension to 
the promotion of mill construction in associa- 
tion with internal sprinkling systems. 

Three national lumber trade extension meet- 
ings will be held at the Stevens Hotel, Chi- 
cago, on Oct. 10, 11 and 12. On the first day 
there will be a meeting of sales managers and 
salesmen of the lumber companies participat- 
ing in the national trade extension campaign. 
While it is expected that only salesmen within 
easy traveling distance of Chicago will gather 
at this meeting, all salesmen and sales man- 
agers of contributing companies are invited to 
attend. 

Similar meetings will be held in other cities 
later, so that the whole country will eventually 
be covered. 

The meeting on Oct. 11 will be composed of 
secretaaries of manufacturing and retail lum- 
ber associations, and will also include advertis- 
ing and other staff men of the regional manu- 
facturing associations. The main purpose of 
this meeting is to procure for the benefit of the 
national campaign the collective knowledge and 
experience of the regional associations that 
have hitherto engaged in trade extension in 
some form or other. It is hoped that these 
staff meetings will become fixtures held two or 
three times a year, with a view to perfecting 
teamwork between the national and regional 
trade extension drives. It is felt at National 
headquarters that the regional staff men have 
a wealth of experience upon which the Na- 
tional campaign may draw with great saving in 
time and money. 

The meeting on Oct. 12 will be a regular 
meeting of the trade extension committee of 
the National Lumber Manufacturers’ Associa- 
tion, but the secretaries of the manufacturers’ 
regional associations will also attend. 


Wasuincton D. C., Sept. 13—The first gun 
in the advertising campaign in connection 
with the National Lumber Trade Extension 
enterprise, fired this week in the AMERICAN 
LUMBERMAN and other trade papers with 
double page spreads, and the advertising cam- 
paign as a whole for the immediate future 
is in the nature of a curtain raiser designed 
to excite wide public interest in wood as a 
building and industrial material and is not 
to be considered as an integral part of the 
regular commercial advertising which will 
begin later, 

All of the first advertising centers around 
the idea of the slogan contest for which prizes 


totaling $15,000 are offered, there being a first’ 


prize of $5,000, a second prize of $2,000 and a 
third prize of $1,000. A feature of the prizes 
that is expected to greatly multiply the number 
ot inquiries regarding the slogan contest is 
the 50 regional prizes of $100 each. The 
tegions are the 48 States, outlying American 
territory and Canada, the District of Columbia 
veing counted as part of Maryland for this 
Purpose. The prizes will go to the best 
slogan submitted in each of these regions that 
oes not get into first, second or third rank. 
ius, with a total of fifty-seven prizes and 
this regional qualification it is felt that the 
contest offers a good chance for anybody that 
goes after it to get some of the prize money. 
ere is no limit on the number of slogans 
which any contestant may submit. 

he slogan contest is hitched up to the 
tducational publicity through the fact that 

advertisements instruct the interested 


reader to write the National Lumber Manu- 
facturers’ Association for a copy of the new 
booklet, “The Story of Wood,” as a means of 
informing himself or herself for the contest 
work, This booklet contains twenty-four pages 
and touches the high spots of wood in its 
various forms in history ‘and pre-history and 
interesting points on the peculiar qualities and 
virtues of wood. 

Although it is not mandatory, all contestants 
are requested to write their slogans on pre- 
pared blank forms which are tipped into the 
booklet with the rules of the contest and 
some practical suggestions as to how to pro- 
ceed. 

The lumber trade paper advertising is, of 
course, specially planned to interest lumber 
merchants in taking part in promoting the 
success of the slogan contest and profiting 
by the interest it will arouse. 

Contestants are advised in the general 
advertising that they can obtain copies of the 
booklet from their local dealers and all dealers 
who coéperate in any degree will be provided 
with a supply of copies for this distribution. 


Dealer Codperation in Slogan Contest 


In addition to advertising in the trade press, 
dealers are being approached for codperation 
through four pieces of direct mail material, 
one being a post-card announcement, another 
a 4-page printed and typewritten circular 
giving the complete list of contributors to the 
National Lumber Trade Extension endeavor, 
a sample copy of “The Story of Wood” and a 
large Jumbo poster for display in their offices. 

It being felt that many dealers would like 
to identify themselves with this popular con- 
test, mats are being supplied on request with 
a space for the insertion of the dealer’s name 
and address. The tendency of these pieces 
of copy is to make the local lumber dealer 
the local headquarters for the slogan contest. 

Other material is also being distributed 
to both manufacturers and dealers for use in 
advertising so that any piece of copy may 
incidentally carry some reference to the slogan 
contest. Many hundred dealers have already 
joined in this local advertising program, indica- 
ting they will codperate fully. 

The lumber trade press will carry a full 
page regarding the slogan contest in their 
mid-October issues. 

Outside the lumber press, the slogan adver- 
tising starts Oct. 1 in a large number of the 
national magazines, but those that have only 
one insertion—the monthlies—will not publish 
these advertisements until their November 
numbers. 

The advertising enters the farm journal 
field through the inclusion of the entire 
standard farm paper group of fifteen papers 
and half a dozen other farm journals of 
national circulation. 

The architectural, engineering, building, con- 


_tracting, etc., field is entered through about 


35 trade publications with a page in October 
and a page in November. 

The use of daily newspapers is reserved for 
the regular advertising campaign, which will 
not begin until after the first of next year. 
Engineers, architects, purchasing agents, etc., 
to the number of approximately 20,000 are also 
being reached by three pieces of direct 
national advertising. 


Features of “The Story of Wood” 


The first edition of “The Story of Wood,” 
which is being reproduced by the new neo- 
gravure process, will number 500,000 copies. 
It will be a two-color job on high grade 
paper with exceptionally fine original art work 
marginal illustrations and a spread illustrating 
the process of lumber manufacture. By tipping 
in an insert to cover information in regard to 
the slogan contest, it has been possible to 
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Flooring 
That Gives 
Longest Wear 


For many years you have 
heard architects and builders say 
that the finest quality, longest 
wearing flooring for warehouses 
and factories came from Michi- 
gan. The flooring they had in 
mind was Michigan Hard Mapl 
flooring. 

“Old Reliable” Maple flooring 
has been a favorite for many 
years because the longer it wears 
the harder it becomes. The com- 
pact fibre of this wood with- 
stands considerable abuse for 
long periods of time. 

In addition to Hard Maple 
flooring, we also manufacture 
Birch and Beech flooring. There- 
fore, “Old Reliable” flooring sup- 
plies the needs of all builders. 
Recommend its use in the future. 


Mail Coupon Today 


so that your name will be put on 
our mailing list to receive all 
future stock lists. This does not 
obligate you in any way. Do it 
now ! 


We also manufacture hardwood 
and softwood lumber, lath and 
Poles. 


Grand Rapids Trust 
Company 
Receiver for William Horner 
Perkins Bldg., Grand Rapids, Mich. 
Plant: Newberry, Mich. 
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Grand Rapids Trust Co. \ 
Receiver for William Horner 


Perkins Bldg., Grand Rapids, Mich. 


Gentlemen: — Please send me your 
latest stock list of ‘‘ Old Reliable”’ 
Hardwood Flooring. 


I would like to receive future lists as 


they are issued. This will not obligate 
me in any way. 
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alifornia 





HY wait for California 

White and Sugar Pine 

stock to come from California 

when Seidel at St. Louis has 

a complete stock ready for 
immediate shipment? 


Shipment same day order 
received. Twenty-seven R. 
R’s toshipover. Delivery to 
any point within 600 miles 
in 48 hours. Mixed cars, 
L. C. L. or carloads. 


If it’s used in building, 
we sell it. 


CNC he 


LUMBER Co. 
St. Louis, Mo. 
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WE CAN FURNISH | 


White Oak andRed Oak 


AND 


Hardwood Logs 
‘From Timber in Ohio 


Send us your specifications 
and prices. 


The Prendergast Company 


MARION, OHIO. 

















Fuce OAK FLOORING .... 


Tr 


. **deliv- 

ered” 

THE DEST: price 
list. 


Mixed car shipments of oak, gum, beech and Ar- 
kansas short leaf pine mouldings, finish and boards; 
beech and gum flooring; Southern hardwoods. 


E. L. BRUCE COo., Memphis, Tenn. 














West Penn Lumber Co. 








Wholesale Lumber 
WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 
PITTSBURGH, PA. 




















eliminate all reference to the contest from the 
text of the booklet so that it can be used 
indefinitely. 

At headquarters here elaborate preparations 
are being made to handle the enormous number 
of, first, requests for the booklet that will 
come in through advertising and dealers, and, 
second, for classifying, filing and preparing 
the slogan suggestions for final judgment by 
the Trade Extension Committee. It is probable 
that a large force of clerks will be required 
for two months prior to the ending of the 
contest on Dec. 15, and the announcement of 
results probably will not be made until some 
time in January. 

The total circulation of the combined 
advertising for the slogan contest will be 
about 30,000,000. The national mediums in- 
clude the Saturday Evening Post, with a 
color spread Oct. 1 and a black and white 
spread Nov. 26. Single pages in two separate 


issues will appear in the Literary Digest 
Collier’s, Better Homes and Gardens, Fy: 
Magazine, Shrine Magazine and Columbj; 


One page insert will appear in the ( ITistian 
Herald, Life, American Magazine, H, ‘sehold 
House Beautiful, House and Garden, Garde, 
and Home, Your Home, National Ge: graphic 
Magazine, Sunset Magazine, Popular Science 
and Popular Mechanics. 

As a practical incident of the campaign, the 
salesmen of manufacturers participating in the 
trade extension work are to be provided with 
portfolios containing copies of the Saturday 
Evening Post spread, “The Story of Wood’ 
the Jumbo poster, the local dealers’ thre 
pieces of advertising copy, and the Americay 
LUMBERMAN’S advertising spread; also the 
circulars sent to architects, engineers and othe; 
technical men, a pink sheet summarizing trade 
extension activities and a complete copy of the 
advertising schedule. 


To Handle ‘‘Sealed-Packed”’ Trim 


An announcement of interest to local retail 
lumbermen, made last Thursday by George H. 
Wagner, secretary of the West Cleveland Trim 
Co., of Cleveland, Ohio, manufacturer and dis- 
tributor of “American Beauty Sealed-Packed 
Trim,” is that the Vanlandingham Lumber Co. 
has been appointed its exclusive sales agent in 
the Greater Chicago territory. Mr. Wagner 
was here last week 
working out final 
details with C. B. 
Cunningham, man- 
ager of the hard- 
wood department of 
the Vanlandingham 
Lumber Co., who 
will direct the sales 
of “Sealed-Packed” 
trim here. 

“American Beauty 
Sealed-P acked 
Trim” has been 
originated and per- 
fected by the West 
Cleveland Trim Co. 
to fill a steadily in- 
creasing demand for unit packaged lumber. 
Through exhaustive study and experimenta- 
tion in moldings it has selected basic patterns 
and sizes, as recommended by the bureau of 
standards, and is offering to the trade a choice 
selection of individual unit assemblies of mold- 
ings, all cut to length and ready to fit, matched 
for grain, color, texture and finishing quali- 
ties, perfectly sanded and the glass-like face 
thoroughly protected against all weather con- 
ditions and atmospheric changes by its sealed, 
moisture-proof wrapper. 


Until recently practically all trim was deliv- 
ered to the job in random lengths, to be cut 
to length for various openings and assembled 
by high priced labor. Exposure to the air 
frequently raised the grain, requiring hand 
sanding of all pieces. Considerable loss in 
cutting was experienced and misunderstandings 
between the buyer and the seller were the 
result. The new packaged stock eliminates all 
guesswork in both quantities and cost. It is 
only necessary to specify the number of open- 
ings and their size, the full responsibility being 
assumed by the manufacturer to furnish the 
trim for those openings. 

“American Beauty Sealed-Packed Trim” is 
produced in the plants of some of the largest 
and most respensible trim manufacturers under 
a special licensing arrangement for manufac- 
ture. Sap and red gum, oak, birch, chestnut, 
yellow poplar, Arkansas soft pine, Mississippi 
near-white yellow pine, Lamao mahogany, 
white and Pondosa pine embrace the species 
available in the packaged stock from these 
mills, each item being manufactured by the 
mill in position to furnish some specific mate- 
rial, embracing all the desirable features 
therein desired by the trade. 





Trade name_ under 

which product of West 

Cleveland Trim Co. ts 
marketed 


All items are milled to special steel tem. 
plates, on milled-to-pattern bits—the most ad- 
vanced process of modern trim manufacture. 
Improved methods of kiln drying insure per- 
fectly cured moldings that “are easily installed 
and ‘stay put’.” Due to the fact that a special 
strictly clear face grade is required, the grade 
is above par. All unit cut pieces are cut two 
inches longer than is required. All unit pack- 
ages are wrapped and sealed in 60-pound kraft 
paper, exact contents and description carried 
on end and side labels. All flat surfaces are 
carefully sanded. 

The economy, flexibility and convenience of 
this new product appeal to the architect, the 
retail yard, the building contractor, the car- 
penter and the owner. The architect finds a 
flexibility of design and material spevifications 
heretofore difficult or impossible to obtain. An 
instance of this is seen in the packaging of 
single side sets, permitting pine jambs, birch 
trim on one side and gum on the other, or any 
other combination desired. Cost prices are 
more easily compiled. The retail yard finds 
loss and damage in stock items eliminated, no 
unusable material, lessened handling cost, a 
definite cost price and much time and money 
saved through not having to figure detailed 
specifications for quantities. The contractor 
appreciates the advantage of easy distribution 
of the material on the job, its economy through 
the elimination of much labor formerly re 
quired in preparing mouldings for installation 
and the greater ease in buying his material 
The carpenter, ever insistent in his demand for 
quality and grade, as well as for materials 
that will reflect his workmanship, sees the ease 
and rapidity with which he can install the 
packaged stock and the clean-cut appearance 
of the finishing job. The owner of the build- 
ing knows that he is getting full value for his 
money. 

Manufacturing arrangements permit the 
loading of mixed cars of “American Beauty 


‘Sealed-Packed Trim” with combinations of all 


pine yard items, oak flooring and hardwood 
lumber, also with “American Beauty” moldings 
in standard random lengths on all items. This 
permits smaller stocks, lower inventories and 
faster turnover in sales—all of paramount 1m- 
portance to the retail yard or distributer. 


PRPS: 


Extends Railroad in Wisconsin 


MINNEAPOLIS, Minn., Sept. 13.—The Forest 
County Lumber Co., of Crandon, Wis., has 
extended its railway north of Argonne and 
will be prepared to cut one of the best stands 
of hardwood and hemlock in Wisconsin, a 
cording to information received by Twin City 
lumber interests. This stretch of timber has 


been much admired by tourists and it has been 
suggested that the county purchase 
it to preserve it from heing cut. 
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What Is It Worth 


What is it worth, this world of noise, 
Of toil, of spoil, of purchased joys, 
Of holding office, apeing fashions? 
Creatures of habits, slaves of paesions, 
Who strut a little while on earth, 
What, let me ask you, is it worth? 


What is it worth?—-yes, tell me that, 
A crown, a gown, a crimson hat? 
To boss a crew, to shout at scholars, 
To wear a sword, to jingle dollars, 
To move men’s minds, to make men’s laws— 
What is it worth, a world’s applause? 


What is it worth, when somewhere there’s 
A sward unscarred by men’s affairs, 
By hills enclosed, by trees defended, 
A place to live as God intended, 
Where gold is nothing, fame is less, 
With naught to seek and naught possess? 


What is it worth, if you could go, 
Could stray away a mile or so, 
And heed no rules and hear no riot, 
And sleep in peace and wake in quiet ? 
If you could tread your care-worn earth 
For that, well, what would that be worth? 


Between Trains 


“WINNETASKA,” MuskeEcon, Micu. — We 
have the same confidence in humanity that 
everybody has, so we put four locks on the 
front door and two on the back and covered 
all the windows with matched lumber before 
we closed up the cottage today and called it a 
season. Not that the furniture has any great 
value; it is too old to be good and not old 
enough to be valuable. The family silver came 
from Kresge’s, and the clothes we have been 
wearing around here, we have been reliably 
and repeatedly informed, are a crime and a 
disgrace. 

Our idea of a cottage is a place where you 
don’t have to shave if you don’t feel like it, 
and you seldom do. It is a place to get that 
latt two months out of a suit and that last 
six weeks out of a pair of shoes. It is a 
place where you can wade out and grab a 
gunnel and not care about the pants. If your 
wife thinks it is a place to wear your best 
collars, shirts and ties, and what goes with 
them, a place to do just what you would have 
done if you had stayed at home, then you have 
sadly neglected her education. 

But the hoodlums don’t give you credit for 
much common sense, so they like to bust into 
cottages after their owners have gone home. 
Our idea of a squirrel is something to feed and 
pet, and theirs something to kill. Much of the 
deviltry is done by boys, because the authori- 
ties have never discovered that the place to 
cure crime is in the bud. If a boy is allowed 
to burgle on a small scale, he will soon furnish 
a case important enough for a sheriff to bother 
about. 

So much for that. There is another nice 
thing about a summer cottage that ought to 
interest all lumbermen: like a woman’s work, 
especially around a cottage, it is never done. 
Every season you can think of something that 
will make the place complete, but next season 
you can come right back and think of some- 
thing more. We managed to keep a carpenter 
and a couple of helpers busy most of the sum- 
mer, and, if we don’t mean all that stuff about 
liking the sound of the hammer and the saw, 
then we were properly punished. 

_ Of course, a man can do a lot of the tinker- 
ing himself, but this year there wasn’t time. 
We built a boat. The boy, being in an engineer- 
ing school, drew up the plans, and Joe Kloos- 
ter, well and favorably known local !umberman, 
Provided the specifications, and the lumber. 

he Brunswick-Balke people, whose factory is 
hot so many miles away, suspended the manu- 


facture of bowling alleys and phonographs 
long enough to rip the stuff for us, and we did 
the rest, after a fashion. It was a speedboat, 
and, except for the fact that it would not 
speed, may be considered a success. Anyway, 
it increased our merchant marine to a flotilla, 
and next year we shall hope to make it a fleet. 

Judge Oosterbaan, father of the famous 
3ennie, which is the way the family spells it, 
came out one night and we sat and talked over 
old times for two hours. And we talked about 
Bennie’s two brothers, both in high school and 
both promising athletes when they were taken 
away to that greater Campus beyond the ever- 
lasting hills. The judge, by the way, could not 
recall a single athlete, except the three boys, 
on either side of the family. So you never 
can tell. Your boy may be a great man yet, 
after all. 

About that boat: there is pine in it, and 
spruce, and cypress, and fir. That shows the 
tendency of the times. When we were a boy 
in this ex-sawmill town you built it out of 
white pine.or you didn’t build it. Now the 
average American can command the best of 
the forests from coast to coast, and, like the 
average American, he thinks nothing about it. 
Personally, we consider the lumber business 
the greatest business in the world, although 
we wouldn't, of course, if writing were con- 
sidered a_ business. 

But there are other businesses, too. A 
woman can walk into a grocery store and ask 
for articles from all the five continents, and 
they will be handed to her. But she thinks 
no more of it than you do when you sit down 
in the morning and sip your coffee from Brazil 
and eat your orange from Florida or Califor- 
nia. The grocer lays the world’s products at 
your door, and the druggist sells you things 
from under the hills and across the seas, and 
you yawn, you infinitesimal atom. 

We spent ten weeks at “Winnetaska,” most 
of it pounding this typewriter or shoving this 
fountain pen. But we did snatch time to build 
that boat. One night we sawed and hammered 
until 1 a. m., and another we painted until 
midnight, and so we are going home rested 
and refreshed, and feeling much fitter and 
finer, we are sure, than if we had sat arouna 
a hot hotel in a tux and played bridge, which, 
by the way, we consider the poorest card game 
ever invented, since we haven’t the intelligence 
to learn it. Some time we would like to write 
our opinion of bridge, but it wouldn’t do to do 
it on a hot day. 

So we are going home, or leaving it, and 
hope to see you soon in yours. 


We See b’ the Papers 


Our lawn needs what Dempsey is about to 
get. 

The Federal Reserve Board seems to have 
forgotten its middle name. 


When you make it easy for a man to borrow 
money you merely make it easy for him to 
lose it. 

Sure we are going to the fight, if we can 
get a ticket for a dollar and don’t have to go 
more than a block. 


A street carnival manager was robbed in 
Chicago, and yet there are people who say 
unkind things about our robbers. 

If those American aviators flying around the 
world don’t make a record we shall be sur- 
prised. Flying around is the best thing Ameri- 
cans do. 

Well, if the President calls a special session 
of Congress for November, as rumored, he just 
needn't write that Thanksgiving proclamation, 
that’s all. 

We used to be a sports writer in our news- 
paper days: but we never knew a sporting edi- 
tor ever to bet anything on his own judgment. 
We knew plenty of his readers who did. 

















Oak Flooring 


You Can’t Beat 
for Salability 


Two important factors help 
you sell Meadow River Oak 
Flooring: First, the fine qual- 
ity of the famous West Vir- 
ginia Oak we put into it; sec- 
ond, its superb manufacture. 

You can rely on our floor- 
ing to please your customers 
and hold their trade. Mixed 
with other kinds of hardwood 
flooring (see list below) or in- 
terior trim if you like, 


Let us quote you on 
a trial car. 


THE MEADOW RIVER LuMBER Co. 
RAINELLE, W. VA. 


MEADOW RIVER 
—OAK FLOORING 


White and Red Oak Flooring, Maple, Birch and 
Beech Flooring mixed with Poplar Siding, 
Oak, Chestnut, Birch, Poplar and Basswood 
interior trim, kiln dried or air dried hardwoods. 
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To the Trade: 


You should now be placing orders 
for Cypress to take care of your Fall 
trade. Prices of corn, cotton and 
wheat have advanced lately to a 
point where there is some profit for 
the farmer. There has also been an 
increase recently in the number of 
people employed; all of which tends 
to make people, generally, better 
satisfied and want better houses to 
live in. Prepare for this by placing 
your orders now for our good GULF 
RED CYPRESS — THE WOOD 
ETERNAL. 


We can handle your mixed car or- 
ders for Finish, Mouldings, Casings 
and all planing mill products. We 
have the stock and will give you 
service. Send us your inquiries or 
forward them to our nearest repre- 
sentative and a quotation will be 
made promptly. 


Gulf Red Cypress 


Company 
13th Floor Barnett National Bank Bldg., 
JACKSONVILLE, FLORIDA 


Annual Capacity of Our Mills: 


150,000,000 feet Cypress. 
50,000,000 feet Southern Hardwoods. 
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HAM MOND, La. scar 


Manufacturers of Long and Shortleaf 
Southern Pine Lumber 














RUSTON, LA LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Mille at 
CANDY, LA. 






Office. 
RUSTON, LA. 




















nufacturers 


Short Leaf Pine and Hardwoods 

















Business Changes 


ARKANSAS. 
ceeded by J. L. Williams & Sons. 


Rison—Horn-Gray Timber Co., suc- 


CALIFORNIA. Chula Vista—Rodney C. Smith 
Lumber Co. succeeded by T. G. Hersum. 

Nov: E. Bacaglio has been named manager of 
the yards of the Hess Lumber Co. here, succeeding 
Chas. E. Kaiser. 

ILLINOIS. Chicago—Naugle Pole & Tie Co. 
changing name to Central Pole & Tie Co. 

MARYLAND. Baltimore—James Lumber Co, and 
Lewis Dill & Co. merged. 

MASSACHUSETTS. Boston — Godfrey Lumber 
Co. moving to new offices on fifth floor of Statler 
Bldg. 

3oston—F. U. 3eale, jr., wholesale dealer in 
spruce, pine and hemlock, and red and white cedar 
shingles, moving headquarters to 88 Quincy St., 
Medford. 

MINNESOTA. Cosmos—Streater Lumber Co, sold 
to Stearns Lumber Co. 

MISSISSIPPI. Crenshaw—C. E, Barham Lumber 
Co. succeeded by Big Three Lumber Co. 

Meridian—Whitaker Bros. Co. succeeded by 
Whitaker Furniture Mfg. Co. 

MISSOURI. St. Louis—Decker-Noonan Mfg. Co. 
succeeded by Decker Moulding & Mfg. Co. 

NEW YORK. Brooklyn—Resnick & Calica suc- 
ceeded by P. & P. Sash & Glass Co. (Inc.). 

Buffalo—Edw. F. Neubecker (Inc.) changing 
name to Bennett-Bison Lumber Co. 

OHIO. Bradner—Through a typist’s error it was 
recently reported in this column that the Stiger 
Lumber & Coal Co, of Bradner had been sold to 
E. T. Whitman, of Rising Sun. The names were 
transposed and the item should have read that 
Stiger Lumber & Coal Co. had purchased the 
lumber yard and mill business of E. T, Whitman, 
of Rising Sun, Ohio. The company also purchased 
a lumber yard at Wayne, Ohio. 

Bridgeport—Scott Lumber Co. merged with Cecil 
Lumber & Hardware Co., of Elm Grove, W. Va. 

PENNSYLVANIA, Lock Haven — Stevenson, 
Green & Co., dissolved; succeeded by G. G. Green 
ed Co.; headquarters moved to State College, 

a 





Shamokin—Reitz Bros. succeeded by Reitz Lum- 
ber Co. 

TEXAS. Amherst, Levelland, Lub- 
bock, Meadow, Muleshoe, Ropesville, Sudan, White- 
face, Wolfforth—Whaley Lumber Co. sold to Gal- 
Seoeeremrarte Lumber Co. (headquarters, Ama- 
rillo). 

Fort Worth—Cowley-Sparks 
ceeded by B. I. Sparks Lbr. Co. 

WASHINGTON. Shelton—Alder Creek Lumber 
Co. succeeded by Carlson-Myers Lumber Co. 

WEST VIRGINIA. Elm Grove—Cecil Lumber 
& Hardware Co, merged with Scott Lumber Co., of 
Bridgeport, Ohio. 


New Mills and Equipment 


ARKANSAS. North Little Rock—Arkmo Lum- 
ber Co. has leased property from Missouri Pacific 
Railroad and is reported will build $150,000 plant. 


CALIFORNIA. Los Angeles—F, A. Casteller is 
erecting a lumber mill building at 915 E. 62nd St. 

GEORGIA. Swainsboro—J. L. Coursey will estab- 
lish a plant for manufacture of furgiture, special- 
izing in chairs; site secured; machinery not yet 
purchased. 

INDIANA. Kokomo—John Somers has been 
granted permit to establish sawmill at Butler St. 
and Nickel Plate Railroad. 

OHIO. Columbus—J. S. MacLean Co. purchased 
tract on Livingston Ave. and Park St., adjoining 
Planing mill, and will enlarge the plant. 

OKLAHOMA. Oklahoma City—Kilpatrick Bros. 
Lumber Co. has let contract for construction of 
140x150 ft. building; cost, $25,000. 

OREGON. Portland—Rockton Lumber Co. add- 
ing about $5,000 worth of new equipment, 

SOUTH CAROLINA. Lake City—Carter Ginning 
& Mfg. Co. reported in market for machinery for 
manufacture of baskets, hampers and veneer. 

Marion—American Wood Products Corporation 
has begun erection of veneer mill. 

Marion—Marion Handle Plant organized and will 
build plant. 


_ TENNESSEE. Chattanooga—Star Box & Print- 
ing Co. erecting plant. 

Knoxville—Frampton Tie & Lumber Co. has ac- 
quired site and will establish lumber plant special- 
izing in ties. 

Nashville—Ransom Hardwood Lumber Co. will 
expand plait. 


TEXAS. Nacogdoches—J. E, Stone Lumber Co. 
planning to rebuild burned planing mill. 


Incorporations 


Littlefield, 


Lumber Co. suc- 








COLORADO. Altura (P. O. Pagosa Jct.)—Al- 
tura Lumber Co., incorporated; capital, $5,000. 
DELAWARE. Wilmington—West Lumber & 


Pulp Co. of New York. granted Delaware charter 
to engage in lumber trade; capital, $2,500,000. 

Wilmington—Catherine Creek Lumber Co., in- 
corporated; capital, $1,000,000. 


FLORIDA. Lake Wales—Rutherford Construc- 
tion Co., incorporated; capital, $100,000. 
Miami—Sterling Lumber Co., incorporated. 
Tampa—Caruthers Lumber Co., incorporated; ad- 
dress Cyrus W. Fields, 316% Franklin St. 
Venice—Venice Woodcraft Co., incorporated. 


LOUISIANA. Oakdale—International Pin« 


ucts Co., incorporated: capital, $100,000. 
MAINE. Augusta—Northern Maine Plywood Co,, 
incorporated. 
Houlton—Northern Wood Ply Co., incorporated; 
capital, $250,000. 


MASSACHUSETTS. 


Prod. 


New Bedford—lInternationa] 


Toy Co., incorporated; capital, $500,000; to manny. 
facture toys. 
3oston-—Armstrong & Sons, incorporated; « ipital, 


$100.000. 


Lawrence—Vincent Window Frame Co., incor. 
porated: capital, $75,000. 

Springfield—Harold K. Allen, incorporated: capj- 
tal, $50,000; to handle lumber. 

NEW JERSEY. Barnegat—Newburg Lumber 
Co., incorporated. 

NEW YORK. <Auburn—Eugene M. Rich, incor- 
porated: capital, $6,000; to handle lumber, building 


materials and farm implements. 


NORTH CAROLINA. Glendon—Spencer & Scot- 


ten, incorporated; capital, $80,000; to operate |um- 
ber business. 
OHIO. Dayton—Consumers’ Lumber Co., incor- 


porated; capital, $20,000; to deal in all kinds of 
lumber and building materials. 
Fostoria—Fostoria Lumber Co., 
OREGON. Portland—Columbia River Timber Co., 
incorporated; capital, $300,000. 
SOUTH CAROLINA. 
Factory, 
Marion. 


incorporated. 


Marion—Marion 
incorporated; to erect 


Handle 
plant in East 


TEXAS. Clifton—Clifton Lumber Co., _incor- 
porated; capital, $10,000. 
Houston—Houston Coéperative Mfg. Co., incor- 


porated. 

Houston—Miller Fence Co., incorporated; capital, 
$25,000; to manufacture picket fence. 

VIRGINIA. Richmond—Union Lumber & Mfg. 
Co., incorporated. 

WASHINGTON. Aberdeen—South 3ay Cedar 
Co., incorporated; capital, $20,000; cedar products, 

Junction City—West Lumber & Pulp Co., incor- 
porated; capital, $2,500,000. 


Casualties 
CALIFORNIA. Orange—Swift Planing Mil! de- 
stroyed by fire; loss, $10,000. 
GEORGIA. Sparta—Sawmill of W. S. Cox de- 





stroyed by fire. 

INDIANA. Clear Creek—Clear Creek 

o., loss by fire, $20,000. 
badly damaged. 

Elwood—Winters Lumber Co., loss by fire in 
storage barn. 

Judyville—Lumber yard of Ora Woody destroyed 
by fire caused by lightning; loss, $10,000 

IOWA. Primghar—Midwest Lumber Co., 
fire; yard destroyed. 

OHIO, Landeck—Raymond Shaffer's sawmill de- 
stroyed by fire; loss, $4,000. 

OREGON. Roseburg—Roseburg Millwork Co., 
planing mill damaged by fire; loss, $50,000. 

TENNESSEE. Oneida—Sawmill and dry kilns of 
J. D. Westcott Lumber Co. destroyed by fire. Plant 
had deen operated for some time in production of 
spokes, broom handles, golf sticks, etc. Loss, $200,- 
000. 

TEXAS. Edcouch—Sammons Lumber Co. branch 
destroyed by fire; loss, $50,000 

Palestine—Weaver Bros. & Thompson Lumber 
Co., loss by fire, $50,000. 


BRITISH NORTH AMERICA 

BRITISH COLUMBIA. Ladner—Planing mill of 
Ladner Lumber Co. destroyed by fire, including dry 
kiln, sheds and stock; loss, $75,000 

ONTARIO. Farlinger—Mill owned by Charles 
Cox destroyed by fire. 

Winchester—Fire caused damage amounting to 
about $200,000 in sash, door and furniture factory 
of N. F. Beach Co. 


New Ventures 


ALABAMA. Mobile—M. 
sale lumber business. 

ARKANSAS Atkins—J. H. McKinney openims 
heading manufacturing business. 

Helena—Brown-F'aust Hardwood Co. 
wholesale business. 

CALIFORNIA. Crescent Mills—Round Valley 
Lumber Co. opening retail lumber business. 

San Diego—C. R. Smith starting lumber business. 

San Diego Ww alton, Russell & Johnson starting 
retail lumber business, 

FLORIDA. Lake City—Harden Lumber C 
ing lumber business. 

Milton—J. A. Spencer has started a crate and 
box manufacturing plant. 

GEORGIA. Moultrie—W. A, Stutts has started @ 
planing mill. 

Vidalia—W. 
desk plant. 

INDIANA. Clay City—E. J. Schauwecker has 
started in lumber business. 

LOUISIANA. Waterproof—A. M. ‘Webber re- 
cently began stave manufacturing business. 

MISSOURI. Sikeston—Weltecke Lumber Co. Te 
cently began business. 
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NEW YORK. Brooklyn—Burnes & Le Strange 
nave started a retail lumber business at Fulton and 
Magnolia streets. 

NORTH CAROLINA. Vineland—Burnside Veneer 
Co. has begun veneer manufacture. 








Washington—C. V. Swan has started a lumber 
pusiness. 
OHIO. Canton—Leo Breitenstein has opened a 





new building supply yard in the east end. 





OKLAHOMA. Ada—Stockton & Kendrick have 
started in lumber business. 

TEXAS. Longview—Oliver Daniels opening lum- 
ber yard. 

Childress—John Maynard Lumber Co. opening 
yard. ‘ 

San Antonio—Globe Lumber Co. recently began 
business; A. G. Roemer, proprietor. . 

UTAH. Salina—Bonneville Lumber Co. opening 
branch yard. 





(Headquarters, Salt Lake City.) 





JOHN D. EWART, 39, a resident of Aber- 
deen, Wash., for twenty-two years, and for 
years an important figure in the lumber in- 
dustry of Grays Harbor, died Aug. 25, as a 
result of an accident at the Roberts Logging 
Co.’s camp between East Elma and Oakville. 
Mr. Ewart was scaling a train load of logs 
for the National Lumber & Manufacturing Co. 
when a log was knocked off a nearby car. In 
falling it struck Mr. Ewart, knocking him from 
the car and crushing his head. He never re- 
gained consciousness, although he lived for 
over twenty-four hours after the accident oc- 
eurred. Mr. and Mrs. Robert Ewart, of Long 
Beach, Cal., his parents, were visiting on Grays 
Harbor, and his sister, Mrs. Chas. P. Lund, of 
Spokane was there also at the time. Mr. 
Ewart was born in Portland, Ore., but lived in 
Spokane prior to moving to Aberdeen, and 
received his education in the Spokane schools. 
He went to Grays Harbor in 1906 and had been 
eonnected with the National Lumber & Manu- 
facturing Co. there ever since, rising from a 
minor position to that of assistant to the 
manager, A. L. Paine, whose nephew he was. 
A. L. Davenport, manager of the Pacific Lum- 
ber Agency, is also his uncle. His father, 
Robert Ewart, was formerly in the logging 
business on Grays Harbor and was a member 
of the firm of Davenport, Paine & Ewart which 
operated there for many years. Besides his 
parents Mr. Ewart is survived by his wife, 
Katherine, two young children, a_ brother, 
Charles W. Ewart, of Aberdeen, and his sister. 
On the maternal side he was a grandson of 
John C. Davenport a pioneer of eastern Wash- 
ington, and a cousin of the noted cartoonist 
Homer Davenport. Interment in Aberdeen was 
under the auspices of the Elks Lodge. 


ARTHUR M. RIORDAN, of Flagstaff, Ariz., 
and his cousin, MISS ANNA RIORDAN, also of 
Flagstaff, died almost simultaneously at their 
homes in that city on Sept. 8, of infantile 
paralysis. The ccusins were born and reared 
in Flagstaff and were among the best beloved 
of the young people there, being prominent in 
the social functions of the lively little Arizona 
city. Arthur Riordan was the son of M. J. 
Riordan. secretary of the Arizona Lumber & 
Timber Co., one of the oldest and largest lum- 
ber manufacturing concerns of the Southwest, 
and Anna Riordan was the daughter of his 
brother, T. A. Riordan, president of that com— 
pany. Arthur was assistant cashier of the 
First National Bank, of Flagstaff, of which his 
father is president. He leaves a wife and two 
small children. Miss Anna was the only sur- 
viving child of Mr. and Mrs. T. A. Riordan, 
and was her father’s constant companion. She 
Was educated at Lake Forest, Ill., an@ com- 
pleted a finishing course at exclusive schools 
in New York and San Francisco. With her 
father she had made a trip to Europe early in 
the year. 


GLENN H. GUNTER, 28 years old, assistant 
manager of the Gunter Lumber Co., Kansas 
City, Mo., was killed shortly after midnight 
last Saturday morning, Sept. 10, when a motor 
car in which he was driving to Des Moines 
on a business trip, turned over on a macadam 
road eighteen miles north of Kansas City. The 
car took fire and Mr. Gunter’s body was burned 
beyond recognition. Frank A. Ryan, a friend 
who was making the trip with him, was thrown 
clear of the car when it turned over, and 
escaped serious injury. Glenn Gunter was the 
son of Thompson Gunter, president of the Gun- 
ter Lumber Co., and was reared in the lumber 
business in Kansas City. He was’ widely 
known and popular. A widow, Mrs. Julia Gun- 
ter, a daughter, Mildred, 5 years old, his par- 
ents, Mr. and Mrs. Thompson Gunter, and a 
sister, Mrs. Harry B. Mansfield, all of Kansas 
City, survive him. The Glenn Lumber Co., a 
Subsidiary of the Gunter Lumber Co., which 
operates a number of yards in Kansas, was 
hamed after Glenn Gunter. 


ODIS COON, aged 25, owner and operator of 
4 small sawmill near Monroe, La., met with 
4 particularly tragic death on Friday, Sept. 9, 
While watching a tractor handling logs near 
his mill. In some way the machine skidded 
and turned over down an embankment, carry- 
mg Mr. Coon with it and crushing him in- 
Stantly. Odis Coon was the “baby” of the 
Sawmill industry in Louisiana, having gradu- 
ated from the Louisiana Polytechnic Institute 
at Ruston, just two months before his death. 
mae ambitious to get into the lumber game 
cy duickly showed signs of being extremely 
cmecessful in his undertaking. He had pur- 
thased the tractor just a day or so before and 





was watching its operation with interest when 
the accident happened. A father and two 
brothers survive him. 


HARRY B, SARGENT, for a number of years 
sales manager of the Acme Lumber & Coal Co., 
of Birmingham, Ala., died at a hospital in that 
city on Wednesday morning, Sept. 7, after a 
short illness. Mr. Sargent was one of the 
most highly regarded members of the lumber 
fraternity in Birmingham, and a notably active 
and successful lumberman. The funeral was 
attended by a large number of associates in 
the business and the active pall bearers were 
selected from his friends among the transpor- 
tion officials of Birmingham, while the honor- 
ary pall bearers included the leading lumber- 
men from all branches of the trade in the city. 


Cc. F. WILLIAMS, southeastern salesmanager 
for the Master Builders Co., Cleveland, Ohio, 
with headquarters in Atlanta, Ga., and ac- 
tively identified with the lumber and material 
business in the Southeast for about a quarter 
of a century, died at his home, 879 St. Charles 
Ave., S. E., Atlanta, last week at the age of 54. 
Death followed an illness of several weeks’ 
duration. For the last fifteen years Mr. Wil- 
liams had been identified with the Cleveland 
concern, and prior to that he was connected 
for several years with the lumber department 
of the Carolina-Portland Cement Co., Atlanta. 
Funeral services were conducted from Louis- 
— N. C., where Mr. Williams formerly re- 
sided, 


JAMES R. TYRE, 80 years old, a pioneer 
business man of Lebanon, Ind., and veteran of 
the Civil War, died at his home following an 
illness of five weeks. When but 15 years old, 
Mr. Tyre enlisted in the 22d Indiana volunteer 
infantry and served eighteen months during 
the war. His father and a brother were killed 
in the battle of Stone Mountain. For many 
years, Mr. Tyre was in the veneer business, 
both in Lebanon and Indianapolis, and owned 
extensive timber interests in central Indiana. 
Three daughters and two sons survive. 


JACKSON BARLEY RUDDELL, 35 years of 
age, died Sept. 6 at his home at Tacoma, Wash., 
after a lingering illness. Mr. Ruddell was for 
several years a bookkeeper in the employ of 
the Clear Fir Lumber Co., leaving this post to 
organize the Ruddell-Hayden Lumber Co., a 
wholesaling organization with headquarters at 
Tacoma. Two years ago he acquired full con- 
trol of the company which was then known 
as the Ruddell Lumber Co. Mr. Ruddell is 
survived by his wife, two sons, a daughter, a 
brother and his parents. He was a native of 
New York city. 


RUDOLPH J. KNOTT, traffic manager for 
the Western Pine Manufacturers’ Association, 
died at his home in Portland, Ore., on Sunday 
night, Sept. 11, at the age of 42, following an 
illness of several weeks. Mr. Knott had been 
with the association since 1913 and was re- 
garded as a high authority in traffic matters. 
Although his illness was considered a severe 
one his recovery was expected and the an- 
nouncement of his death came as a great shock 
to his many friends in the industry. Mr. Knott 
leaves a widow and two children. 


Trouble and Litigation 


BaLtimMore, Mp., Sept. 12.—The affairs of the Bliss 
Plywood Co. of York, Pa., have been taken over by a 
creditors’ committee, with G. M. Harlacker, of the 
Pennsylvania Furniture Co. as chairman, and efforts 
will be made to effect a reorganization in the hope 
that the business can be rehabilitated. At a meeting 
of this creditors’ committee it was resolved to con- 
tinue operations, with the overhead reduced and with 
various other changes made. The enterprise was 
started some years ago by D. A. Bliss, who had be- 
come well known in the plywood and veneer trade, 
and he managed to interest various friends in the 
business. 

Sureveport, La., Sept. 12.—A. M. Harper, sawmill 
man of Ringgold, La., has filed a voluntary petition 
in bankruptcy in the federal court here, listing lia- 
bilities $51,143, and assets $26,050. 





This Brand 


On Ever 


Uncle Sam 
Says It Is the 
Strongest 
Building 
Lumber 


The United States Gov- 
ernment, through its off- 
cial bulletins published by 
the Forest Products Lab- 
oratory, says that long leaf 
pine is stronger, harder, 
and tougher than any other 
American structural lum- 
ber. 


It will build a stronger 
house, a safer bridge, and 
a more efficient factory 
building than any other 
lumber you can buy. 


—AND CALCASIEU IS 
THE BEST OF THE 
LONG LEAF. 


INDUSTRIAL 
LUMBER CO. 


ELIZABETH, LA. 


MEMBER SOUTHERN PINE ASSOCIATION 
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The Most 
Profitable Lumber 
for Dealers 


When you adopt Golds- 
boro, N. C., Pine as your 
general yard and_ shed 
stock, you have many ad- 
vantages. 


This lumber is naturally 
suited to both interior and 
exterior uses in home 
building. Its soft texture, 
beautiful figure and careful 
milling attract trade for 
dealers. Its long service 
and economy make satis- 
fied customers. 


Take advantage of our 
mixed car service and or- 
der just the quantities you 
require. We also ship by 
water to East Coast points. 














Johnson & Wimsatt 


WASHINGTON, D. C. 

















Lumbermen:— 


Give your children a 
copy of our new educa- 
tional book on wood— 





They'll enjoy reading it. A 
wonderful book for every lum- 
berman’s child to have. Your 
boy or girl will have greater love 
and respect for your business 
after reading ‘““Touch Wood!”’ 

This entertaining story of the 


products of the forest should 
sell for $1, but it’s 


Only 


50 Cents 


American{iimberman 


431 So. Dearborn St., CHICAGO 
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Revision of Postal Rates 

The postal service committee of the Chamber 
of Commerce of the United States, at a meet- 
ing here formulated demands for a revision 
of postal rates to be presented to the next Con- 
gress in the name of all classes of mail users 
and business in general. Newspaper and maga- 
zine publishers, railroads and mail users’ organ- 
izations were represented at the meeting. 

Facts disclosed to the committee showed a 
marked falling off in various classes of mail 
handled by the postal service, due to excessive 
rates, with resulting loss in postal revenues and 
a detrimental effect upon business in general 
and the public interest. 

In addition to postal rate changes the com- 
mittee decided to recommend an overhauling 
of the Post Office Department’s system of 
bookkeeping, which makes no distinction be- 
tween free and less-than-cost policy services 
and revenue-producing services. The commit- 
tee took the position that the mail users should 
not be made to shoulder the burden of the 
deficit created by free or less-than-cost serv- 
ices, which should be charged to the general 
treasury. 


Mechanism of Sound Transmission 

In a scientific paper on sound insulation of 
various types of partition walls, the Bureau of 
Standards discusses the mechanism of sound 
transmission through single and double walls, 
and the conclusion is reached that the greater 
part of the sound vibratfon passes through a 
double wall by means of the common supports 
or cross ties which may connect the two sides. 
Comparatively little sound passes through the 
air spaces between the two sides, and it is 
therefore useless to attempt to improve the in- 
sulating power of such a wall to sound by 
filling this space with loose material. A double 
wall filled in this way showed but little dif- 
ference in transmission of sound from the 
same wall with an empty space. The paper is 
known as Scientific Paper No. 552 and copies 
can be had for 5 cents each from the Superin- 


tendent of Documents, Government Printing 
Office. Saran aaeaaae 
Trade Commission Issues Complaint 
Advertising as “mahogany” and “walnut” 
certain furniture products said not to be made 
strictly of those woods is charged in a com- 
plaint issued by the Federal Trade Commis- 
sion against Showers Bros. Co., furniture 
manufacturer of Bloomington, Ind., and Bur- 
lington, Iowa. A hearing has been set for 
Sept. 21 at room No. 2243 Transportation 
3uilding, Chicago, beginning at 10 a. m. Wil- 
liam C. Reeves, trial examiner, will preside. 
James M. Brinson, attorney, will represent the 
Trade Commission. 


Opens Regional Office at Portland 


The Department of Agriculture announces 
the opening of a regional office at Portland, 
Ore., to serve as a contact station between the 
Bureau of Agricultural Economics and public 
and private marketing and research agencies in 
the Pacific Northwest. The headquarters will 
be in the new Postoffice Building. William A. 
Schoenfeld, formerly assistant chief of the 
bureau, will be in charge. His work being 
regional in character, Mr. Schoenfeld will be 
required to spend considerable time in Seattle, 
where he will use space in the bureau’s branch 
office, 505 Arctic Building. 

Mr. Schoenfeld will devote his attention par- 
ticularly to developing and codrdinating eco- 
nomic research work of the bureau in Oregon, 
Washington, Idaho and Montana. He will 
codperate with State institutions, research and 
agricultural extension agencies, farmers’ co- 
operative associations, chambers of commerce 
and other commercial associations and civic 
bodies. Mr. Schoenfeld’s work as assistant 
chief of the bureau was in charge of research 


work, and also chairman of the Federal Crop 
Reporting Board. He spent two years (1924. 
26) in Europe as agricultural commissioner, 
making studies of European markets for 
American products. His experience abroad 
familiarized him with the export markets for 
many of the products of the Pacific North- 
west. He formerly lived and worked in the 
Mountain States and is familiar with the farm 
problems in that region. A similar office has 
been established in San Francisco to serve the 
Pacific Southwest. 


Invites Sealed Bids on Timber 


The quartermaster general of the Army has 
invited sealed bids, to be opened in his office 
here Oct. 5 for the sale of the land and im- 
provements comprising part of the military 
reservation known as Three Tree Point, Wash. 
The reservation is located on the right bank 
of the Columbia River in Wahkiakum County, 
about 20 miles northeast of Astoria, Ore., and 
four miles west of Skamokawa, Wash. The 
proposed sale covers a tract of about 640 acres, 
covered with a mixed stand of Douglas fir, 
spruce, hemlock and red cedar. It is estimated 
that there is on the reservation about 10,000,- 
000 board feet of merchantable timber. The 
improvements on the property consist of a 10- 
000 barrel oil tank and a four-room dwelling 
supplied with fresh water. 


‘@@eae2e2ea208088: 


Bulletin Discusses Timber Pests 


Department Bulletin 1490-D, “Defects in 
Timber Caused by Insects,” just issued by the 
Department of Agriculture, “presents facts 
which will aid in determining the nature and 
cause of defects, gives recommendations for 
avoiding preventable injury, and discusses the 
types of defects which are not preventable.” The 
principal damage, it is stated, comes under two 


“types of defects, designated as wormholes, with 


no living worms or decay, and powder pest. 
Powder pest occurs only in the seasoned or 
partially seasoned sapwood or heartwood. This 
type of injury is dangerous, since the grubs 
continue their destructive work in the wood and 
also infest other timber near by. Methods for 
reducing the losses from powder pest and other 
defects are discussed in the bulletin, which is 
available for free distribution on application to 
the department. 


Canadian Building Contracts Increase 


Lynn W. Meekins, commercial attache at 
Ottawa, has telegraphed the Department ot 
Commerce that building contracts awarded in 
Canada from January to July, 1927, inclusive, 
exceeded $242,000,000, or 7 percent above those 
for the same period of last year. 


Work on Mississippi Levee Breaks 


Secretary of War Davis is somewhat more 
optimistic concerning the prospect of continu- 
ing the work of closing the breaks in the 
Mississippi River levees caused by the recent 
floods. Mr. Davis had indicated a week ago 
that work might have to stop about Oct. 1. 
Meanwhile, means have been found to keep it 
going for probably a month beyond that date, 
and possibly thereafter. A search is being 
made by the judge advocate general and other 
officials of the department to ascertain the 
status of all unexpended balances and_ which, 
if any, of them can be utilized temporarily until 
further appropriations are made by Congress. 
Reports from the field also indicate the possi- 
bility that certain overdue contributions from 
levee districts, amounting to about $1,000,000, 
may be forthcoming. 

The comptroller general has finally decided, 
upon restudy, that the law will not permit the 
transfer of funds from appropriations for gen- 
eral river and harbor work to the Mississipp! 
River Commission for repairing crevasses ™ 
the levees. This is due to the fact that Con- 
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gress some time ago adopted a definite program 
for the Mississippi, calling for an annual 
appropriation of $10,000,000 over a period of 
years to complete the authorized levee project. 
“ Secretary Davis was much interested in a 
report that only one break occurred in a levee 
completed to standard dimensions by the 
Mississippi River Commission. This, he thinks, 
indicates that the engineers were not far wrong 


The “Philippine 


[From the Philippine Mahogany Association 
the AMERICAN LUMBERMAN has received this 
communication, which it takes pleasure in 
passing along to its readers.-—Eptror.] 


We are informed that the customers of some 
of our members are being told that the United 
States courts have forbidden the use of the 
term “Philippine Mahogany” and the sale of 
Philippine mahogany, under that name. Those 
making this statement are misinformed, and, 
in order to make this matter clear to the lum- 


PETER 


| Piperism No. 9 
Closes September 30, 1927 


The letter for September is “M.” Each 
month the interest in piperisms is grow- 
ing. Every mail brings us examples of 
a new way of stating something about 
some interesting phase of the lumber 
business, or home building. It is grati- 
fying to the AmerIcAN LUMBERMAN to 
know that a good many lumber dealers 
are using these piperisms in their own 
advertisements, running a contest in 
their own local papers. 





——E 











Please remember that each piperism 
must be a complete sentence, each word 
beginning with the same letter and must 
say something about wood, lumber, 
home building, or the lumber industry. 


There is no limit to the number any 
contestant can send in; send in several, 
it increases the opportunity for a prize. 


No employee of the American Lum- 
berman will be allowed to enter the 
contest. 

Prizes this month— 


PIL icin can ekadeedinabaian ee $5 
EE EEE ORE $3 
CD ewanndied jateddatinawaed $2 
Se I, GU ca ncntcaceenensedeas $1 


All entries must be addressed to Con- 
test Editor, American LuMBERMAN, 431 
South Dearborn Street, Chicago, IIL, 
plainly marked with the month of the 
contest, and must be in Contest Editor’s 
hands by the day the contest ends. 


See the Wanted and For Sale Depart- 
ments of this issue, and each succeeding 
week, for amusing and suggestive ex- 
amples of Peterpiperisms. 


PIP IRIS M 




















ber trade, may we ask you to print the follow- 
ing tacts of the case: 

The Federal Trade Commission (which is 
not a United States court) acting on a com- 
plaint instigated by manufacturers of certain 
competing woods, have issued a “cease and de- 
sist’ order to several of our members against 
the advertising and sale of Philippine mahog- 
any, under that name. 

This “order” is entirely without force un- 
less approved by a Federal court, to which we 


in working out the standard. Fifteen breaks 
occurred on levees on which the Government 
has done considerable work, but which have 
not yet been brought up to the approved stand- 
ard for one reason or another, chiefly because 
the necessary contributions from the districts 
have not been made. Most of the breaks 
occurred on levees on which the Government 
had not done the work. 


Mahogany’ Case 


shall appeal and where we have every expecta- 
tion of a reversal of this order. 

The testimony showed clearly that Philippine 
mahogany was not botanically mahogany and 
had never been sold as such. 

That a large percentage of the other mahog- 
anies now marketed in the United States are 
not botanically mahogany. 

That Philippine mahogany is a well recog- 
nized commercial mahogany with the charac- 
teristic grain, figure, and other qualities of 
mahogany. 

That West Indian 
practically extinct. 

That there is a shortage of Mexican. 

That “African” and “Philippine” are both 
good substitutes for “true” mahogany (Swie- 
tenia) and are much alike. 

The prominent technical authorities, in addi- 
tion to many large users, who testified on be- 
half of Philippine mahogany, included such 
well known names as: C. D. Mell, author of 
most of the Government bulletins on mahogany 
and tropical woods, co-author with S. J. Rec- 
ord of “Tropical Woods of America”; Prof. 
Harry P. Brown, wood technologist, Syracuse 
University; Arthur F. Fischer, head of the 
forestry bureau of the Philippines; Dr. Funk, 
director “International Dictionary,” which lists 
Philippine mahogany; Dr. Rusby, dean of 
school of pharmacy, Columbia University etc. ; 
Frank F. Fish, secretary, National Hardwood 
Lumber Association, Chicago. 

There has been an endeavor, on the part of 
the Federal Trade Commission, and certain 
competitors, to inject an atmosphere of “fraud” 
into this controversy. A sufficient answer to 
this cry of “fraud” is a list of the many hun- 
dred prominent lumber dealers who have han- 
dled the wood for years. 

Would the Philippine Government have in- 
tervened on our behalf if there was a taint of 
fraud on our side of the case? Is it likely that 
Gen. Wood, whose last words to the president 
of this association, four days before his death, 
were “Keep up this fight; we have justice on 
our side and F’ll back you to the limit,” would 
approve of a “fraud”? 

As a matter of fact, there has never been a 
new wood introduced that grew so steadily in 
favor on its actual merits. This is proved by 
the fact that the sales in the United States 
have risen from a few hundred thousand feet 
a year fifteen years ago, to 28,000,000 feet last 
year. 

The case is being fought as much for the 
dealers, manufacturers and consumers directly 
concerned, as for the Philippine Mahogany As- 
sociation. We are fighting for several things: 

To prevent the destruction of the business 
of our members. 

To prevent illegitimate departmental inter- 
ference with legitimate business. 

To break what practically amounts to a mon- 
opoly controlled by the foreign wood importers. 

To give the consumer of cabinet woods a 
better value for his money. 

In this fight, we feel we represent not only 
our own members, but the lumber trade at 
large, as well as the great body of consumers. 
Judging by the comments of the lumber press, 
we believe we have the support of most of the 
hardwood lumber trade in our battle which 
we intend to prosecute with all the vigor at 
our command. We are just advised by our 
attorneys that Judge McCullouch, of the Fed- 
eral Trade Commission, has joined with Judge 
Humphreys in his dissenting opinion. 


(“true” mahogany) is 
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R.W. WIER | 
Lumber Company 


oie. HOUSTON, TEXAS 


Distributors:— WierLong Leaf LumberQ. 
Mills :- Wrer.gate,Texas 


ACTUATE TT 


HARDWOOD FLOORING 
Maple - Oak - Beech 
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NICHOLS & COX 
LUMBER COMPANY 
GRAND RAPIDS, MICHIGAN 














Poplar 
Eastman- Magnolia 
Gardiner Oak 

Hardwood Co. Beech 
Laurel, Miss. 
Member Hardwood Gum 
Manufacturer’s Institute. Poplar Bevel 
Siding 
Box Shooks 





a " 
Pelahatchie 
Lumber Company, Inc. 

SALES OFFICE: JACKSON, MISS. 

Sawmill, Planing Mill, Dry Kilns, Pelahatchie, Miss. 


YELLOW PINE 


Dimension, Joists, Boards, Shiplap, K. D. Rough Finish. 














White P ine MINNESOTA 
WESTMONT 
LONG and SHORT LEAF 


Aso | Yellow Pine 
WM. SCHUETTE CO. 


Pittsburgh, New York, 
N.Y. 


a, 


Minneapolis, 
inn. 

















78 


AMERICAN LUMBERMAN 





SEPTEMBER 17, 1927 








Co PACIFIC COAST Co 








MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 


“Bridal Veil” Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce—Pondosa 
Pine Lumber and Red Cedar 
Shingles. 








Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 


LUMBER CO. 


Minneapolis, - ° e 

















Advantageous Buying 
for Kastern Firms 


For many years Harry P. Kennedy 
has been specializing in placing West 
Coast business for Eastern concerns. 
His service has been most satisfactory. 


It you would like to have a reliable 
firm look after your purchasing and 
shipments right on the ground and 
see that you get the best values obtain- 
able, we invite your inquiries. 


Harry P. Kennedy & Co. 


Buying Agent Pacific Coast Forest Products. 





538 Henry Bldg.. SEATTLE, WASH. 

















Short Length Uppers 


We ship them at a saving in 
CEILING CEDAR SIDING 
FLOORING CLAPBOARDS 


Also General Yard Stock 
LONG TIMBERS 
+ HEMLOCK - CEDAR 


John D. Collins Lumber Co. 


WHITE BLDG. SEATTLE, WASH. 
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Tacoma, Wash. 


Sept. 10.—The Tacoma Lumbermen’s Club was host 
to the members of the Northwest Railway Advisory 
Board at a luncheon given yesterday at the Winthrop 
Hotel. The board held its quarterly meeting in Ta- 
coma yesterday and practically every local mill was 
represented at the meeting which set a new attend- 
ance record for the board gathering. 

The guests at the luncheon included C. T. Baker, 
secretary Medford Chamber of Commerce; John H. 
Burgard, Portland; J. P. McGoldrick, president Mc- 
Goldrick Lumber Co., Spokane; J. A. Meade, presi- 
dent Snoboy Fruit Distributors, Seattle; S. R. Thomp- 
son, Pendleton, Ore.; D. W. Twohy, president Old 
National Bank & Trust Co., Spokane; all members of 
the executive committee of the board; A. W. Cooper, 
secretary-manager of the Western Pine Manufactur- 
ers’ Association, Spokane, general chairman; J. A. 
Swalwell, president Dexter Horton National Bank, 
Seattle, executive secretary; H. G. Taylor, Washing- 
ton, D. C., manager car service department; H. F. 
Davidson, president Oregon Canning Co., Portland, 
canned fruits committee; J. H. McCroskey, Garfield, 
public utilities committee; S. O. Sanders, president 
Washington Co-operative Egg & Poultry Association, 
Seattle, poultry committee; H. N. Proebstel, traffic 
manager West Coast Lumbermen’s Association, Seat- 
tle, lumber committee; R. L. Shephard, secretary 
Tumwater Paper Mills, Olympia, paper committee; J. 
W. Timpson, manager Utah-Idaho Sugar Co., sugar 
committee; Gordon Tongue, Superior Portland Ce- 
ment Co., Seattle, cement committee; R. A. Ward, 
Pacific Co-operative Wool Growers’ Association, Port- 
land, wool committee; and D. L. Williams, Pioneer 
Sand & Gravel Co., Seattle, sand and gravel com- 
mittee. 

The principal address was made by Mr. Taylor who 
in addition to his work on the bof is manager of 
the public relations committee of the American Rail- 
way Association. Mr. Taylor outlined the improve- 
ment in transportation which has developed during 
the last five years, giving great credit to the regivnal 
boards for a share in this improvement. He also 
pointed out that the United States is now attempting 
to operate as a unit a business organization larger 
than anything of the kind man has ever attempted and 
that only the closest coédperation between all industries 
will make the experiment a success. 

Short talks were also made by Mr. Twohy, Mr. 
Swalwell and Mr. McGoldrick. J. G. Dickson, presi- 
dent of the club, presided at the meeting and the 
speakers were introduced by Ernest Dolge, a member 
of the lumber committee of the board and Tacoma’s 
representative in the organization. The usual meet- 
ing of manufacturers was held following the adjourn- 
ment of the club meeting. 

Reports from the field staff of the West Coast 
Lumber Trade Extension Bureau will be made at a 
meeting of Tacoma manufacturers and sales manag- 
ers to be held next Thursday evening at the Winthrop 
Hotel. The meeting will be held under the auspices 
of the Tacoma Lumbermen’s Club. The trade promo- 
tion methods organized by the bureau will be ex- 
plained and the field men, fresh from their districts, 
will report on market conditions throughout the coun- 
try. The millmen, in turn, will report on grades, 
volume and orders for the benefit of the field workers. 

The State department of public works has an- 
nounced the issuance of an order granting the petition 
of the Deer Park Lumber Co. of a through joint rate 
of 19 cents on box shook shipped from Deer Park to 
Yakima. The company has heretofore had to ship 
shook to Yakima by way of Spokane at a 22-cent 
rate. Three of the principal railroads are directed to 
publish the new tariff. 

The Buffelen Lumber & Manufacturing Co. has 
completed the drilling of an artesian well which is 
delivering 200 gallons of pure water a minute and un- 
der pumping is expected to develop a flow of 2,000,000 
to 3,000,000 gallons a day. The successful completion 
of the well solves the water problem for the plant of 
the new Northwestern Pulp & Paper Co., now build- 
ing on the Buffelen property, and the water will be 
used by the two plants jointly. 

W. S. Myers, formerly superintendent of the De- 
fiance Lumber Co., in partnership with O. C. Carlson, 
has purchased the Alder Creek Lumber Co.’s plant at 
Shelton. The new firm will be known as the Carl- 
son-Myers Lumber Co. 

Completing their operations in the Hannaford Val- 
ley the logging firm of Hewitt & Rogers, of Tacoma, 
has moved its camp and equipment to Shelton. The 
firm has timber holdings in Mason County which will 
now be logged. 

Cargo shipments of lumber over the Tacoma docks 
during the present week: From the Shaffer, Baker 


ee, 


and McCormick docks and Portacoma piers, 540,000 
feet; St. Paul & Tacoma Lumber Co., 2,475,000 feet. 
Tidewater Mill Co., 1,275,000 feet; Puget Sound Li 
ber Co., 1,815,000 feet; Wheeler, Osgood Co., 600,009 
feet; Defiance Lumber Co., 1,600,000 feet, and Dick. 
man Lumber Co., 300,000 feet—a total of 11,605,099 
feet. Destinations: Atlantic coast, 2,840,000 feet: 
California, 2,835,000 feet; Japan and China, 4,750,009 
feet; Europe, 680,000 feet; South America-West 
Coast, 400,000 feet, and the Hawaiian Islands, 100,009 
feet. Other than lumber: The Atlantic coast took 509 


bundles broom handles, 2,500 doors, 755,000 pieces 
lath, and 3,655,000 shingles. Europe took 5,000 
doors. The Hawaiian Islands took 800 tons of box 


shook and South America-West Coast took 
box shook. 
Charles Donnelly, president of the Northern Pacific 


780 tons 


Railway, who is visiting Tacoma, held out hopes of 
lower lumber rates to the local manufacturers in g 
talk on the proposed merger of the Northern Pacific 


and Great Northern lines. Mr. Donnelly said that 
the merger, if carried out, is the first step toward a 
general reduction of rates from the Pacific Northwest 
lumber shipping territory. 


Portland, Ore. 


Sept. 10.—There is a decided scarcity of yellow fir 
logs on the Columbia River. Quotations are of much 
stronger tone but no sales to speak of are being made, 
because, it is said, no one has yellow fir logs to 
spare. One logging and mill operator said today that 
while yellow fir logs are quoted at $12.50, $16.50 and 
$22.50, these are really prices under terms of con- 
tracts. ‘“‘We would be in position to get much bet- 
ter prices,” he said, “but for the fact that our out. 
put has been contracted for.” The same authority 
said that veneer manufacturers experience difficulty 
getting enough “‘peelers.’”” This is bound to reflect in 
scarcity of clear lumber and veneer stocks and in 
higher prices, although as yet these items have not 
advanced. 

Red fir, on the other hand, is abundant enough, it 
is said, but the general tone of the market is stronger. 

Practically all camps in the Columbia River district 
are now in operation on an 80 percent basis, according 
to John Dougall, manager of the Columbia River Log- 
gers’ Information Bureau. 

Harry Nicolai, president of the Nicolai Decor (Co, 
if on his way home from a three-months’ tour of Eu- 
rope and England. In a letter to J. N. Edle‘sen, 
vice president of the West Coast National Bank of 
Portland, Mr. Nicolai states that he traveled 2,000 
miles in England and found conditions much m 
proved there, the building activity continuing and 
the labor situation considerably better. England is 
one of the company’s largest markets, and it was with 
the view of enlarging the business volume that Mr. 
Nicolai made the trip. He also visited France and 
Germany, where doors manufactured here are meeting 
with an increasing demand. He found considerable 
unemployment in Germany, according to the letter. 

H. B. Van Duzer, manager of the Inman, Poulsen 
Lumber Co., says demand for Oregon lumber from 
Europe shows a marked increase and finds indica 
tions of a better demand from the middle west this 
fall as a result of good crops. His company 's 3 
large shipper of lumber to the Orient, where cendi- 
tions are still more or less disrupted by the war op¢t- 
ations in China. 

Heavy rains have drenched the forests the last ten 
days and forest fire hazards are thought to be over 
for the season. Oregon this season escaped without 
a single serious fire, although for a time the weather 
was of tropical temperature and low humidity. 


Los Angeles, Calif. 


Sept. 10.—Slight improvement in the southern Call- 
fornia lumber market has been noted. Increased 
building construction during the last three weeks has 
cut down considerably the reserves of tlie retailers 
and they, in turn, are in the field for new stock. 
Wholesalers report a strengthening of prices, but 4s 
yet very few advances have been passed on to the 
retailers. 

By a concerted effort of the shippers, reserves at 
the Los Angeles-Long Beach harbor are being kept 
down, and as the present surplus on the docks 1s cot 
sumed, prices are expected to advance on a onto 
of items. Much of the present reserve consists ° 
items which are not first class and which do not play 
any great part in the lumber field. ae 

Retailers are confident the fall months will in- 
crease construction throughout southern California. 

W. K. Kahman, western sales manager of the a 
Cloud River Lumber Co., San Francisco, has return 
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home after spending ten days in southern California, 
during which time he made his headquarters with 
Fletcher & Frambes, representatives for this company 
in this section of the State and Arizona. 

B. W. Bookstaver, of the Bookstaver-Burns Lumber 
Co., is in the Pacific Northwest, visiting various con- 
nections in Washington, Oregon and British Columbia. 

B. W. Byrne, secretary of the Western Hardwood 
Lumber Co., has returned from a two weeks’ vaca- 
tion in the Northwest. He visited with a number of 
hardwood friends in the Northwest territory as well 
as some of the large fir mills in the Puget Sound 
and Portland districts. 

A new entry in the wholesale lumber business in 
Southern California is the Spruce & Cedar Sales Co., 
with offices in the Rives-Strong building. W. P. 
Frambes and A. J. Sommerville are operating this 
new company. Mr. Frambes is a member of the firm 
of Fletcher & Frambes and is well known to the lum- 
ber trade of California and Arizona. Mr. Sommer- 
ville has been connected with the lumber industry cn 
the Pacific Coast for nearly twenty years, and at one 
time was in the wholesale and sawmili business in 
Seattle. Prior to coming to Los Angeles he was 
sales manager for the Stout Lumber Co. of Oregon, 
with headquarters at Marshfield, Ore. 


Seattle, Wash. 


Sept. 10.—Finley Downs, sales manager of the White 
Star Lumber Co., at Whités, Wash., called on 
John D. Collins Thursday, remarking that the White 
Star mill in July made and sold more lumber than 
during any previous month in its history. The mill 
ran every working hour of twenty-seven days, with 
good logs and good orders, and everything favorable 
for a fine showing. 


Klamath Falls, Ore. 


Sept. 10.—The fire situation in Klamath County is 
very satisfactory at present. There have been no 
disastrous fires so far and the loss has been light, 
most of the fires being small ones caused by light- 
ning which were controlled without difficulty. With 
the advent of cooler weather and some rain in the 
higher altitudes, forestry officials are optimistic. 

Most mills are operating at their usual stride but 
it is expected that many of them will shut down 
early. A few of the small mills are already making 
plans for closing down in the near future. 


Kansas City, Mo. 


Sept. 13.—Lumber demand in this market is holding 
steady, and inquiry from the agricultural regions 
showed some increase the latter part of last week. 
Both the eastern market and the oil fields continue 
dull, though demand has increased in the new south- 
western Texas field, which may prove one of the 
largest in the country. The weather has turned more 
seasonable with warm days and nights, and corn pros- 
pects are improving every day. Reports to Kansas 
City banks indicate general business in the South- 
west is improving. Wheat money is getting into circu- 
lation and merchants report a good movement of 
seasonable merchandise. West Coast mills are getting 
a better volume of business in this market now, and 
improvement in the demand for cypress, redwood and 
hardwoods is reported. 

Frank Lowry, of the Lowry-Miller Lumber Co., of 
Trenton, Mo.; G. N. McGee, of Trenton, Mo., and 
0. L. Curd of the Producer’s Lumber Co., of Okla- 
homa City, were here Saturday. Mr. Curd also is 
President of the Mid-Continent association. 

. E. Woods, secretary-manager of the Southwestern 
Lumbermen’s Association, left today to make a visit 
to every lumber yard in Morris, Marion, McPherson 
and Dickinson counties, Kansas. He will be accom- 
Panied by James Boulware, of Herington, president of 
the Central Kansas Association, and splinter club meet- 
ings will be held each evening of the trip. 


Duluth, Minn. 


Sept. 13.—Decided improvement in shipments of 
mixed cars of northern pine to line yards has been 
Noted during the last ten days. This is attributed to 
farmers having begun to realize upon their season’s 
sain crops, receiving fair prices. Receipts of all 
grains at Duluth elevators are reported to have been 
Setting new high records since Labor Day, and the 
mene up to the close of navigation is expected 
eit heavy. That condition is said to be already 
. ding to a revival of building throughout the terri- 
Ty covered from this market. Prices remain firm 


through the northern pine list, no weak spots being 
reported. 

Inquiry for box lumber continues heavy, with large 
shipments to the Chicago district and other points 
in the Middle West. A survey has shown that no 
surplus is carried in any quarter. Odd lots of logs 
carried by some operators are being cut up to fill 
box manufacturers’ orders. 

Operators are likely to curtail their winter woods 
programs to some extent this season on account of 
liberal quantities of logs having been carried over in 
lakes and streams. The Virginia & Rainy Lake Co. 
is still operating its two sawmills at Virginia, and 
the Weyerhaeuser interests at Cloquet, Minn., and 
the International Lumber Co. at International Falls, 
are also operating on full schedules. 

The Backus interests at International Falls are 
somewhat concerned by the issuance of more stringent 
Federal regulations regarding the handling of loose 
logs on the Rainy River. Operators must sluice, 
drive and float their logs in such a manner that a 
sufficient channel is maintained between 7 a. m. and 
11 p. m., to provide safe navigation for boats. Own- 
ers of sack and brail rafts must so handle them 
as not to interfere with the general navigation of 
the river, or with approaches to the regular boat 
landings. 


Milwaukee, Wis. 


Sept. 13.—The first half of September holds up 
well to the average of the same period for other years 
and the wholesalers and retailers are doing a good 
volume of business. There is considerable yellow pine 
and fir coming into the Milwaukee market for the 
construction industry. Home building is going along 
at a good pace as it has for several months. Retailers 
are buying frequently, and still refuse to stock up to 
any extent. All their orders call for immediate de 
livery, indicating that a large percentage of the lum- 
ber is sold before being ordered. Prices on yellow 
pine have tightened, while quotations on fir have 
neither declined or advanced for some weeks. 

The hardwood market is not enjoying as good vol- 
ume as is the softwood market, as the hig buyers of 
northern hardwoods have not come into the market as 
they were expected to. Furniture factories have heid 
off because they have not known just where they wece 
at due to rapidly changing styles in the furniture 
field. Automobile body plants have not been buying 
heavily either, although inquiries from both sources 
have been good. Select birch is said to be :noving in 
the North now in larger quantities than it has so far 
this season. Hardwood men look for business to pick 
up later in the season. The woodworking industry in 
Milwaukee is enjoying a good business, as evidenced 
from the call for experienced machine hands for that 
industry. Lower grades of hardwoods continue to 
move in fair to good lots to industrial users and box 
factories. 


Boston, Mass. 


Sept. 13.—Local lumber dealers say that if there 
is any change in the demand it is in the right direc- 
tion. Some conservative observers frankly feel better 
about business during the remaining months of the 
year. They do not look for any great activity, but 
that autumn will witness a very fair volume of busi- 
ness, quite as good as it is reasonable to look for in a 
normal year. 

The following is a thumbnail sketch of the local mar- 
ket: Demand for spruce frames shows some im- 
provement and manufacturers predict that $39 will 
soon be the only base price, with $40 in early prospect. 
At the moment, however, quite a proportion of cur- 
rent business is being done at $38 base. There are 
some merchantable spruce boards, 5-inch and up, 8-foot 
and up, de had this week for $33. There has been 
extensive ‘sg in Pacific Coast fir during the last 
two weeks, tac of it on the basis of $31.50 and $22 
c.i.f. for an ordinary schedule of 2-inch dressed. 
Prices for oak flooring are still very irregular. Yel- 
low pine flooring is no firmer than it has been for 
some weeks. There are concessions from the recog- 
nized lists for both Idaho white and Pondosa pine. 

Cutler & Co. (Inc.), who recently succeeded to the 
long-established wholesale lumber business of Stetson, 
Cutler & Co. of Boston, will close their Boston office 
in the near future and handle all accounts through the 
New York office of Cutler & Redmand (Inc.). 

Two of the largest cargoes of British Columbia lum- 
ber that have arrived at Boston in some weeks have 
just been unloaded by the Danish steamer Dansborg 
from Barnet, Vancouver, Fraser Mills and New West- 
minster, and the British steamer King Robert from 
Barnet, Alberni, New Westminster, Nanoose and Vic- 
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toria. The two cargoes aggregated about 6,000,000 
feet for Boston, consigned to Woodstock Lumber Co., 
J. F. Gerrity Co., W. F. Lamb & Co., Blanchard Lum- 
ber Co., Guernsey, Westbrook Co., Shepard & Morse 
Lumber Co., Bailey & Delano Lumber Co. and Robert 
R. Sizer Co. Only two cargoes of Provincial lumber, 
both from Nova Scotia, arrived last month. 


Minneapolis, Minn. 


Sept. 13.—With the cutting of wheat, durum, flax 
and other grains in the final stages, except in the 
extreme northern districts, lumbermen in the North- 
west are beginning to feel the effects of improved 
economic conditions. Generally the crop was a good 
one. Recent weather has been favorable for corn as 
the temperatures have been high. 

One of the strange features of the situation this 
fall is that the retail lumbermen show no anxiety over 
replenishing stocks, although they admittedly are low. 
Some of the most alert lumber retailers are buying 
now, however, satisfied that the fall and spring holds 
good business. 

During the last week there was a shrinkage in the 
number of transit cars without disposition in this 
market. Only a few cars were offered, compared with 
this time last year. 

Clyde Learned, of the Learned Lumber Co., has 
returned from an automobile trip into southern Min- 
nesota and northern Iowa. He said the corn crop 
looked good. 

Among visitors in the Twin Cities the last week 
were N. A. Gladding, vice president of E. C. Atkins 
& Co., Indianapolis, Ind., who was returning from 
the West Coast. J. A. Edgecumbe, president of the 
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Edham Co., St. Paul, and Leon N. Lundell, sales 
manager of the Weyerhaeuser Timber Co.’s branch 
office at St. Paul, have also returned lately from the 
West. 

More than $1,000,000 gain was noted in the con- 
struction projects authorized in Minneapolis and St. 
Paul in August, as compared with the corresponding 
month in 1926. 


Pittsburgh, Pa. 


Sept. 13.—Many inquiries for hardwoods during the 
last week are reported by wholesalers, who also report 
a slight improvement in the industrial trade in the 
Pittsburgh district. Dealers specializing in hardwoods 
make more quotations in response to inquiries than has 
been the case for some time, the inquiries covering 
all varieties of hardwoods, especially for oak, chestnut 
and poplar. The increase in inquiries has brought 
slight price advances all along the line, with the excep- 
tion of the very low grades, prices on which continue 
low. 

With vacations over and retail yards showing the 
usual fall increase in activity, wholesalers expect a 
continued improvement in general business. Western 
woods hold the slight advances in prices of about a 
month ago. Some soft spots are reported by some 
dealers in No. 2 common Idaho and white pine, Pon- 
dosa pine and California white and sugar pine, and 
on long items in some of the other grades. Fir is 
somewhat unstable in long items. Badly mixed cars 
of shed stock are hard to place, not so much because 
of prices, but because the mills are unable to make the 
combinations. Southern pine shows some softness in 
general items of shed stock, although the tendency on 
the part of some mills is to strengthen prices on some 
items. Boards are a little stronger than they were 
thirty days ago. Better grades of red and sap gum 
are not so plentiful, with the automobile factory and 
furniture factory demand improved. Low grades of 
gum move rather slowly. While retail yards report 
some renewed activity, home building volume continues 
smaller than it was a year ago. 

C. V. McCreight of the Picket & Volk Lumber Co. 
returned last week from the White Mountains, where 
he spent his vacation. 


Philadelphia, Pa. 


Sept. 13.—The Lehigh Valley Lumbermen’s Associ- 
ation met recently, with Rufus Wint, newly elected 
president of the organization, presiding. A dinner 
preceding the meeting, which was held at Catasuaqua 
with forty-nine members present. Among those wiio 
addressed the meeting were Messrs. Unangst and 
Christman, of Nazareth, Charles Ebert and J. S. Tit- 
low. 

A partnership just announced is composed of Stan- 
ley Magargal and Frank Vansant, formerly with J. 
F. Conrad. They have bought the yard formerly be- 
longing to Samuel Magargal at 319 Montrose Street. 
J. F. Conrad has moved his offices to 115 North 
Dewet Street following the withdrawal of Mr. Vansant 
from the company. 

Robert Kay, prominent lumberman of Philadelphia 
is now convalescing from a very serious illness, at 
the Homeopathic Hospital in West Chester, Pa. 

The “2 by 3° Club, composed of Philadelphia lum- 
bermen, held its annual outing last week at Teenewa 
Farms near Collegeville, Pa. The members all joined 
in voting the affair highly successful and one of the 
most enjoyable they have ever held. There were 
quoits, golf, tennis and baseball, and last but not 
least pinochle. The committee in charge of entertain- 
ment consisted of Fred Jones, of Hall Bros. & Wood; 
Lee Hammacher, of the Shull Lumber Co., and Jim 
O’Brien; of the J. E. Tague Co. E. J. Smith was in 
charge of the dinner arrangements. 


New Orleans, La. 


Sept. 13.—Lumber exporters here report present 
conditions in Europe as better than at any time in 
recent years. This is not true of France and Spain, 
the former remaining decidedly aloof from American 
lumber buying, and the latter showing considerable 
peevishness toward our commodity in resentment for 
our antagonism toward certain Spanish products of 
tree and vine. This has resulted in a shrinkage in 
lumber takings. But in the United Kingdom, as well 
as in Germany and Italy, there has been an improved 
demand for American pitch pine from the Gulf ports. 
It has been suggested from some sources that compe- 
tition of other American woods was affecting ad- 
versely the sale of pitch pine in Germany, but a report 
recently made to New Orleans headquarters by a 
lumber representative in Coblenz refutes this claim 
and maintains that southern pine’s qualities are no- 
where better appreciated and that other woods are not 
substituting in that market to any important extent. 
It is also reported that large port extension works in 
Belgium, just decided on, are expected to enliven the 
lumber market in that kingdom very considerably. 

Indignation has been aroused in New Orleans and 
Gulf lumber circles because of the freight rate differ- 


ee _ 
entials in Shipping Board vessels to competitive Points 
as between Gulf ports and the west coast as far north 
as Puget Sound. Thus a $3 per 1,000 and over rate 
is in effect from Seattle to the River Plate as againg 
a $16 rate from New “Orleans; this despite the severaj 
thousands of miles greater carriage from the Pacific 
port. In fact, a general scrutiny of cémparative rates 
shows what shippers here regard as a totally unre. 
sonable favoritism for the West. Especially is this pro. 
nounced in the case of Australia, as the New Orleans 
rate is $32.50 per 1,000 feet and that from Seattle is 
only from $11 to $13. 

A prominent New Orleans lumberman who has 
just returned from Europe with a rather optimistic 
view of conditions over there, at least in some of the 
countries, is W. J. Sowers of the Major-Sowers Lum. 
ber Co., a Mississippi manufacturing concern, and 
managerial head of the big Webb Law corporation in 
New Orleans, the American Pitch Pine Export Co, 

O. N. Cloud, secretary-manager of the Long Leaf 
Yellow Pine Manufacturers’ Association, of New Or. 
leans, will leave tomorrow on an important business 
trip to Lake Charles, La. 


Jackson, Miss. 


Sept. 12.—Southern pine mills booked less orders 
last week than for the week previous, due primarily 
to Monday being Labor Day. The market shows good 
movement and price lists are adhered to. Common 
grades are in good demand and bring relatively high 
prices. A slight increase in finish orders was noticed 
and stocks have been somewhat reduced. Dimension 
was only fair, with a number of dimension operaiors 
still closed down. Cotton and grain prices have led 
sales managers in this territory to predict a nice vol- 
ume of business for the next sixty days. Export de. 
mand is good. Thirty cubic average merchantable sawn 
timbers are being offered freely at $45.00 port. The 
mills are showing no disposition to book ahead on this 
class of sawing, as higher prices for the immediate 
future are predicted. Kiln dried saps have moved out 
in better volume, and mills report no large surplus 
of this item. Several nice railroad schedules were 
placed last week, and some mills report a fair volume 
of car siding and car decking booked. Quite a num- 
ber of the mills report shortages of 2-inch longleaf 
car decking. 

D. E. Lauderburn, new extension forester to be 
stationed at Mississippi A. & M. College, will arrive 
in Jackson soon, according to information from the 
office of Roy L. Hogue, State forester. Mr. Lauder- 
burn succeeds H. C. Mitchell, who has served since 
the establishment of the Mississippi Forestry Commis- 
sion and the State forest service. Mr. Mitchell will 
go to the University of Michigan to resume his work 
in scientific forestry in the graduate school. 


Jacksonville, Fla. 


Sept. 12.—Reports from southeastern ‘manufacturers 
vary as to the amount of business at this time. Long- 
leaf manufacturers seem very optimistic and report 
they get a good volume from all accessible parts of 
the country and that they are for the most part able 
to move their entire output. If the demand that has 
arisen during the last few weeks keeps up a slight ad- 
vance may be expected. The larger mills have been 
greatly helped by the shutting down of the little milis. 
This competition, very cheap at all times, has caused 
no end of worry and a scale of prices that manufac- 
turers hardly thought possible until they were forced 
to it. 

Shortleaf manufacturers are doing some _ business, 
but are not getting prices that enable them to make 
a margin of profit. 

Demand for shed stocks holds up fairly well, with 
prices on flooring, ceiling and like stocks averaging 
about $36 for B&better, $31 for No. 1 common and 
$18.50 for No. 2 common. Rough shortleaf finish 
from the circular mill is bringing about $35 for 1xé6- 
to 12-inch, with the usual differentials in thicker 
grades. No. 1 common is bringing about $26 at the 
mills. There is some premium being paid for speci- 
fied widths in band sawn stock, but most buyers are 
specifying their percentages of widths in the circular 
sawn stock that is more than taking care of their 
needs. 

Cypress continues very slow. Buying is light andi 
prices are not attractive. Most cypress shippers have 
to figure on an average of $40 to make a profit and 
even this price gives some of them a hard struggle. 
The trend is still toward mixed cars of specified widths 
and lengths. The larger yards are not stocking 4 
great deal of lumber and are able to take care of their 
trade’s requirements in direct mill shipments. The 
usual stocking up during the fail months is not ex 
pected to materialize during the coming months, al- 
though a betterment in business is expected. 

The Downing Co., naval stores factor of Brunswick, 
Ga., last Thursday afternoon entertained about 500 
naval stores operators and patrons of the company 
and their families with a delightful shore dinner 
served in the pavilion at Glen Isle; A: short address 
was made by President Vereen, of the Downing Co.,. 
welcoming the guests and stating that the main reasom 
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for the gathering was for the Downing Co. to get 
in touch with those people with whom they are doing 
pusiness and so that these people will consider that 
they know the company. John M. Williams, of 
(cilla, one of the oldest of the naval stores operat- 
ors in point of years spent in the business, replied 
to President Vereen in a most appropriate manner. 

William Petrie, vice president and general man- 
ager, and Ray Clements, of the Gulf Red Cypress Co., 
gre on a business trip to the larger lumber consuming 
sections in the East and Middle West. 

J. S. Farish, traffic manager of the Florida Dense 
Longleaf Pine Manufacturers’ Association, has just 
returned from a business trip to Washington, D. C., 
and a visit to his home in Virginia. 

J. P. Williams, of the Southern Millwork Co., Or1- 
jando, and Mrs. Williams, have just returned from a 
trip through the Western and North Central portions 
of the United States and parts of Canada, after hav- 
ing attended the annual meeting of the National Re- 
tail Lumber Dealers’ Association at Tacoma, Wash. 

A. J. Armstrong, general manager of the Hebard 
Cypress Co., Hebardville, Ga., was a business visitor 
to Jacksonville on Friday of last week. 

The Moore Dry Kiln Co., of this city, recently 
shipped sixty-four dry kiln doors, a type it designates 
as its asbestos protected metal doors, to Clarks, La., 
where they will be installed on a battery of new kilns 
construction for the Louisiana Central 


Warren, Ark. 


Sept. 18.—Demand last week has been brisker than 

during the preceding week but there has been no 
increase in prices. Few concessions have been made 
by any of the mills to move stock. Manufacturers 
are hopeful that by the latter part of the month 
prices will have made some slight advance. Orders 
from dealers are well mixed. Some straight car 
buying is being done, especially in 6- and 8-inch No. 2 
items. Piece stuff is quiet. ‘Finish and finish products 
are moving, mostly in small quantities in mixed cars. 
Flooring is moving in better volume. Small moldings 
are not active, although there is a fair amount of 
this stock in mixed cars. Industrial buying is rather 
light and only scattering purchases of car material. 
Production last week was normal, and shipments 
have been heavy at most mills, exceeding both pro- 
duction and new business. New orders at some mills 
have been on a parity with and at others in excess 
f production. Labor supply has been ample and 
there is an adequate car supply. 


now under 
Lumber Co. 


Brookhaven, Miss. 


Sept. 12.—Labor Day had some effect on the vol- 
ume of business being placed. Despite this fact, the 
sawmills all run full time. Orders equaled produc- 
tion and covered shed and yard items in surplus. 
Practically no timber business was entered, as mills 
are discouraging sales of longleaf timbers on account 
of present heavy oversales. Shipments have contin- 
ued to hold up well. 

Inquiries continue very heavy and the additional 
advance in cotton prices is going to assure a very 
heavy placement of business, particularly in the 
Texas territory, as from Government estimates, Texas 
will raise virtually one-third of the entire amount of 
cotton produced in the South this year. This activity 
ff business in Texas will, mean that the mills West of 
the Mississippi River will be kept pretty busy taking 
care of orders close to home, which should show a 
better result for the east of the river mills. 

Orders for shed and yard stocks continue to come 
im extremely heavy volume out of the Southern states, 
and the market shows an extremely firm tone, any 
number of such items now standing over-sold. The 
No, 2 board market is still suffering severely from 
depressed conditions in the West Indies and other 
Carribean Sea Islands, due to an unhealthy credit 
situation. The export market, particularly for deals 
'$very unsatisfactory. Prices are much too low. The 
*xport sawn timber market is extremely firm, and ac- 
‘ount of unusually heavy over-sales large contracts can- 
not be bid upon. The River Plate scantling market is 
upset on account of an influx of other woods; there- 
fore the mills do not intend to prepare any scantling 
until the market shows more strength. 

The market of 4-inch No. 2 fencing for crating pur- 
poses has been extremely active and firm, and stocks 
are very low. Demand for 6-inch No. 2 fencing and 
fooring keeps well ahead of production and the 
resent surplus is rather low. LEight-, 10- and 12-inch 
Me 2 longleaf boards have been moving quite well. 
sp shortleaf board market has continued fairly firm. 
= 4 12-inch widths have been moving nicely 
fost se appears rather inactive. Eighteen- and 
en lengths of 1x12-inch No. 2 shortleaf boards 

Setting rather strong. Five/4 and 6/4 No. 2 


co ° ° 
= also is showing some strength in the narrower 
izes, 


gp our-inch No. 3 fencing has moved in nice volume. 
rH No. 3 fencing and flooring in longleaf has 
: well, while shortleaf has been rather inactive. 


No, ; - : 
4 boards are still sold well ahead for grain doors. 


Dimension in both longleaf and shortleaf have been 
disappointingly inactive; however, present stocks are 
not very heavy. Box shook market is slow, but the 
export situation is more promising. 


Atlanta, Ga. 


Sept. 12.—Excellent weather has enabled Georgia 
mills to increase pine output. Production is reported 
to be nearer normal than for some months, with manu- 
facturers planning capacity output as soon as possible 
due to the excellent fall and early winter outlook. 
Furthermore, bookings last week continued to increase 
due to the large amount of new construction in this 
district. This building activity gives the market a 
much stronger tendency as there is less inclination on 
the part of smaller mills to shave prices. Retailers 
are doing a considerably larger business than last 
fall and are buying actively for October and Nover- 
ber needs. Shipments of pine have picked up appre- 
ciably the last two weeks. Industrial call also shows 
improvement. A number of sizeable orders have been 
placed lately for new factory construction, mainly in 
the textile field. Railroads are more active in the 
timber and car material market, their takings the 
last two weeks being appreciably larger than during 
the first half of September, 1926. Most producers 
consider present prices entirely too low and look for 
early increases of $2 to $5 in several southern pine 
items. Georgia roofers have moved on a larger scale 
and good advance bookings are reported. larger 
mills again get $18 and $19 for No. 2 common and 
better Georgia roofers, though many smaller mills 
still sell at 50 cents to $1 less. North Carolina stock, 
which is not overly active, is priced at $2.50 to $3 
higher than Georgia roofers. 


Birmingham, Ala. 


Sept. 12.—Market conditions last week were better 
from many angles than at any time within the last 
ninety days. There has not, however, been much 
change in the price situation. With few exceptions, 
retailers are optimistic. Order files are satisfactory 
and deliveries are likewise. No. 3 common 4- and 
6-inch stocks advanced about $1 as a whole. There 
is a better feeling in the lath market, although the 
$4 base price for delivery car lots here remained in 
force, some mills asking $4.15 and $4.25 for the 
stock. Onex6-inch S2S&CM in kiln-dried and bright 
air-dried are in good demand. Four-inch No. 2 com- 
mon dropping grade flooring and 1x6-inch dropping 
grades in both Nos. 1 and 2 are also in good demand. 
Twox4’s in short lengths are called for but the price 
is still too low to interest the mills. Dimension in 
the straight No. 2 common sold readily, also the No. 
2&better, but straight No. 1 common is a rather poor 
seller. Small longleaf timbers are in good demand. 
All items of finish and trim generally are moving, 
at satisfactory figures. Country trade developed 
more business in red cedar and cypress shingles, as 
well as in No. 2 bevel siding. 

The predicted fall boom hit the expected stride 
with the issuance of more than $900,000 permits for 
one day of this week. The total for this first week 
of September is $1,048,102.50 or within less than 
$300,000 for the total for August, and about $350,000 
less than the whole of September, 1926—and that 
month for last year shows the largest of the year. 

S. T. Easterling, Ohio representative of the Jeffer- 
son Lumber Co., with headquarters in Cincinnati, 
visited the home office in Birmingham and the mill 
operations at Chickasaw, Ala., the last few days. 

B. F. Reynolds, president and general manager of 
the retail firm of Reynolds Bros. Lumber & Manu- 
facturing Co., accompanied by his wife, left late 
this week for California to look over the lumber 
situation on the West Coast. 


Norfolk, Va. 


Sept. 13.—Business past week was rather light 
hecause of Labor Day interfering. Prices remain the 
same on most items and a little higher on others, while 
the small mills have little stock to offer and the larger 
mills are not pushing sales. 

There has been no improvement as yet in demand 
for 4/4 edge No. 2&better bandsawn but buyers are 
going to pay more attention to this item very soon. 
Interest has been centered in good circular sawn edge 
and stock widths mixed in same car, but this stock is 
scarce and present prices are nearly in line with 
handsawn edge widths. Some are having a good 
demand for edge widths one clear face at fancy prices; 
most of this is probably for the export trade. Four/4 
No. 2 & better stock widths have been rather slow 
in both band and circular stock but the price remains 
firm. Four/4 No. 3 lumber, both edge and _ stock 
widths, has been very quiet during the past week. 
Five/4 and thicker No. 2 & better stock widths con- 
tinue to move in fair volume and prices hold steady. 
There is a better demand for 4/4 miscuts dressed and 
price is apt to advance. 

There has been but little improvement in demand 
for 4/4 edge No. 1 box kiln-dried, but good air-dried 
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Griswold-Grier Lumber Company 
Evergreen Lumber Company 


Surfaced 
Small 

Long Timbers 
Dimension Plank 


Quotations furnished promptly. 


TheGriswold LumberCo. 


Gasco Bldg., PORTLAND, ORE. 
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Sumpter Va .iey Pine 


The breezes of Sumpter Valley are 

soft, but the Pine is softer. The 

quality and texture sell it—not the 

price. 

One trial means another customer. 
Let us quote you. 


H. J. Anderson Lumber Co., Inc. 


Wholesalers and Manufacturers 
Western Lumber Products. 


301 - 338 Northwestern Bank Building, 
PORTLAND, OREGON 
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Fir 
Spruce 
Hemlock 


Our Specialty 


Vertical Grain Uppers 


Carefully dried—Well manufactured. 


Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 
Chicago Representative 
Western Weod Products Co., Builders Building 
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and Trail 


Superbly illustrat- 
ed in colors by 
Oliver Kemp, and 
filled from cover 
to cover with 
songs of the saw 
and ax. 


$1.50 postpaid. 
AMERICAN LUMBERMAN, Publisher 


431 South Dearborn Street, CHICAGO 
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In the big woods where men 
depend on saws most, the 
popular choice is a Simonds 
Crescent-Ground Cross- 
Cut. The steel, the cutting 
edge and perfect grinding 
make Simonds easier to use. 


Get them from your supply dealer 
or order from any Simonds Branch 


Simonds -: 
Saw and Steel Co. 


Established 1832 
FITCHBURG, MASS. 


CHICAGO, ILL. LONDON, ENGLAND 
BOSTON. MASS. PORTLAND, ORE. 
DETROIT, MICH. SAN FRANCISCO,CAL, 
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NEW ORLEANS, LA. MONTREAL, QUE. 
LOCKPORT, N. Y. TORONTO, ONT. 
MEMPHIS, TENN. VANCOUVER. B. C., 
ATLANTA, GA. ST. JOHN. N. B. 








stock dressed and resawn has been more active. Large 
buyers are now on the market and are placing or 
have placed orders for sample cars for quick shipment 
preparatory to placing large orders in the near fu- 
ture. Four/4 No. 1 stock box rough and dressed has 
been moving well and there is not much stock being 
offered right now, either air- or kiln-dried. Prices are 
a little stronger. Four/4 edge No. 2 box continues 
quiet but there is still some demand for No. 2 stock 
box rough and dressed, Five/4 stock box rough and 
dressed, also 6/4 edge box and stock box dressed, 
have been more active during the week although buy- 
ers right now are not anxious for quick shipment. 
Four/4 box bark strips sales have been light but this 
has been due to mills having little to offer right now 
for quick shipment. 

Sales of flooring and other planing mill items con- 
tinue very light and as yet there are no indications 
that the yards are going to buy anything but what 
they need quickly. Kiln-dried roofers were rather 
active last week. There is a brisk demand for 6-inch 
air-dried roofers and a better call for 10-inch shiplap 
and 12-inch S4S roofers. Dressed framing continues 
in fair demand. 


Shreveport, La. 


Sept. 12.—The consensus among authorities con- 
sulted is that the yellow pine market is “rocking 
along” with practically no change in prices. A slight 
change is noted, however, by the wholesalers, in that 
the mills are more willing to take on business now 
than they were previously. In fact, some mills say 
“we have just got to take on some business.” They 
have been holding off for a month expecting a sharp 
change for the better in prices and as the hope has 
been deferred from week to week, they have finally 
gotten tired of waiting. This change in attitude of the 
mills is about the only notable development of the 
last week or two. As for demand, it is coming along 
in about the same steady volume, but pressure of buy- 
ing is absent for the most part, except on special 
orders for immediate use. 

Stocks of lumber are rather heavy, and some of 
these will undoubtedly have to be moved, but it is 
expected that demand will be able to take care of the 
requirements of the mills unless they go out and slash 
prices. Common items are now at bed rock and about 
the only items on which fluctuations are noted are 
B&better finish, and also B&better flooring. The lat- 
ter seems to be in greater surplus than any other and 
competition for such business has been rather sharp. 

Very little rain has fallen to hinder the mills and 
therefore log supplies have been adequate. Labor 
also has been plentiful and shipments are moving 
fairly well. 

The hardwood trade is about the same as pine— 
slow demand and prices remaining about the same. 

A. J. Dupuy, secretary-manager of the Bossier City 
Lumber Co., was honored with the presidency of the 
Bossier City Lions Club, recently organized in Bos- 
sier City, La. 


Bogalusa, La. 


Sept. 12.—Under the direction of its president, Col. 
W. H. Sullivan, a meeting of the directors of the 
Washington Parish Fair was held last week. It was 
attended by 100 citizens of the parish, all of whom 
pledged themselves to work for the success of the 
1927 fair, to be held at Franklinton, Oct. 5-8. Plans 
under way indicate that this will be the most success- 
ful event in the history of the fair association. W. 
H. Burns, county agent, told the meeting that the 
exhibits would be larger than ever and predicted that 
extra space would be needed. Col. Sullivan reported 
that the grounds and buildings owned by the fair as- 
sociation are valued at $50,000, and if necessary more 
buildings will be constructed next year to take care 
of the increasing number of exhibits. 

Col. W. H. Sullivan, who is vice president and 
general manager of the Great Southern Lumber Co., 
mayor of Bogalusa, president of the fair association 
and chairman of the Louisiana rehabilitation commis- 
sion, is one of the busiest men in the community and 
because he is busy doing things for the upbuilding of 
“the Magic City,” he is about the happiest man in 
the community. Mayor Sullivan is the proud pos- 
sessor of an autographed photograph of Hon. Herbert 
Hoover, secretary of the United States Department of 
Commerce, with whom he has been closely associated 
within the last few months in connection with recon- 
struction work in the Mississippi flood district. Mr. 
Hoover and Mayor Sullivan spent several days during 
the last week going over the sections of the State 
that were greatly damaged in the recent floods. 

C. W. Goodyear, vice president and treasurer of 
the Great Southern Lumber Co., accompanied by T. 
L. Kennick, attorney for the company, arrived here 
from their headquarters in Buffalo and spent severa! 
days in the city during the week on business con- 
nected with the Goodyear interests in this territory. 

D. T. Cushing, assistant treasurer of the Great 
Southern Lumber Co. and of the New Orleans & Great 
Northern Railroad, has returned from a visit to Ver- 
mont. He is quite positive that the Vermont interpre- 


gee 
tation of President Coolidge’s statement, “I do not 
choose to run again,” is the correct one—]’resident 


Coolidge is sincere in not wanting to become a candj. 
date again. 
Bogalusa will be represented among the 


Ctators 
of the coming Dempsey-Tunney contest at Soldiers 
Field in Chicago, Sept. 22. J. H. Cassidy, who has 
not missed a championship fight in many years, has 


ordered three ringside seats, which he will share with 


friends. 
Spokane, Wash. 


Sept. 10.—Continued heavy rains through the week 
have definitely ended the summer drying season ang 
also removed any possible chance of such a thing 
as a forest fire. Roads other than gravel and ¢o;. 
duroy are in bad shape, with the customary effect on 
logging. 

The annual Four L picnic held at Coeur d’Alene 
last Monday was a big and highly successful affa 
with an attendance of between 7,000 and 8,000 people, 
It was the ninth and largest yet held. Those attend. 
ing were employees of McGoldrick Lumber Co.’s mil] 
at Spokane and their families who were taken over 
and back by special] train, and similarly employees of 
the Blackwell, Rutledge and Winton companies of 
Coeur d’Alene and the Russell & Pugh Lumber (Co, 
of Springston, and their families. 

The tug of war, which is always the big event of 
the day, was won by the McGoldrick team. The 
lumber piling contest was won by Lawrence Gordon 
and Chris Holmes, of Rutledge, piling 200 pieces, 
The lumber truck loading was won by J. A. McNeal 
and W. Pinkley, of Rutledge, who took five minutes 
A Rutledge team, Ed Higbee and H. Higbee, also 
took first in the log sawing contest, requiring 41 sec. 
onds for three cuts of a wet tamarack log. 

The committee in charge was Joseph L. Buckley, 
Rutledge Timber Co.; R. W. Gehrke, McGoldrick 
Lumber Co.; Lorris Hubble, Blackwell Lumber Co, 
and W. F. Secaur, Winton Lumber Co. 

How Frank Moon of the Spokane Hoo-Hoo Club 
saved a little girl from drowning at one of the nearby 
lakes this summer was told at the club meeting yes. 
terday by Don Lawrence, of the Weyerhaeuser Sales 
Co. “Frank,” who is just recovering from a pro- 
longed illness, was hobbling along the shore when 
the little girl suddenly got beyond her depth and 
went under. Frank instantly rushed into the water 
regardless of his own condition and brought the child 


to shore. 
Macon, Ga. 


Sept. 12.—Good weather in the longleaf pine belt 
has enabled most mills to operate to capacity. There 
is a fair demand and shipments are nearly up to 
the production. No change in prices has been noted 
since the last report. 

There is a steady, easy movement of roofers to 
eastern markets from this territory, but prices re- 
main unchanged. Manufacturers of roofers state that 
there are plenty of inquiries, with some sales, but 
not the general demand that they would like to see. 
Operations are consequently being conducted with 
caution, so that yards will not become overstocked. 


Vancouver, B. C. 


Sept. 10.—The lumber business in the Vancouver 
district remains in a very satisfactory condition, with 
little: change since last week. Rail trade is stronger, 
with a particularly good demand from the Canadian 
prairies, this situation being considerably improved 
over last week, the chief items being edge grain 
flooring and drop siding. Atlantic coast trade is still 
very quiet. There is some weakness in the cedar 
lumber market, list prices having been cut on some 
of the better grade items, but “B” grade in all 
widths is very scarce and strong. Douglas fir is m 
good condition, with stocks comfortably low. The 
hemlock situation continues to improve, and log 
stocks are getting a little shorter The outlook for 
the remainder of the year indicates that there will be 
less of this species produced this winter than during 
the corresponding period of 1926. . 

Exports to the United Kingdom, Europe, Australia 
and New Zealand maintain a steady and satisfactory 
volume. Japan is buying well for October shipment. 
There has been a gradually increasing activity in the 
Chinese market during the last few weeks, and the 
export companies feel that prospects are good now 
for steady business. The demand from South Africa 
is strong. Two ships are sailing to South -\frica this 
month, and another has been named for October load- 
ing. All the larger mills are busy and are filled uP 
for forty-five days. 

An advertising campaign being conducted by the 
Consolidated Shingle Mills of British Columbia (Ltd.) 
is now under way, advertising “Edgewood” red cedar 
shingles. A number of trade magazines are being 
used both in the United States and Canada, ~* 
few national magazines. An advertising fund oo 
$75,000 has been raised to cover the first year of 


3-year campaign which has been planned for the 
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purpose of popularizing edge-grain shingles 
United States and Canada. 

The bi-monthly meeting of the Red Cedar Shingle 
Bureau was held in Vancouver on Sept. 8, when 
yarious matters of interest to the shingle industry 
were discussed. Among them was the question of 
the possibility of amalgamation with the West Coast 
Lumber Extension Bureau; also the advertising cam- 

igns being carried on by various organizations in 
the interests of the lumber trade extension work. The 
following members from Washington were present: 
Wilfred Dole, Aloha Lumber Co, Aloha; H. J. Bai- 
ley, Saginaw Timber Co., Aberdeen; W. C. McMas- 
ter, John McMaster Shingle Co., Seattle; Paul R. 
Smith, M. R. Smith Lumber & Shingle Co., Seattle; 
Sam Johns, Snoqualmie Falls Lumber Co., Snoqual- 
mie; James Doherty, Irving Doherty Co., Everett; 
Henry Olwell, Jamieson Lumber & Shingle Co., Ev- 
erett; Mr. Hennessy, Mumby Lumber & Shingle Co., 
Bordeaux; Arthur Bevan, secretary of the Red Cedar 
Shingle Bureau; Joseph Blunt, secretary of the 
Washington & Oregon Shingle Association. 

Tom Wilkinson, well known in Vancouver for his 
work with the Canadian Forestry Association, has 
accepted the position of secretary-manager ‘for the 
Consolidated Shingle Mills of British Columbia (Ltd.). 

The Capilano Timber Company, of North Van- 
couver, has started work on a new planing mill which 
will occupy approximately a space 400x150 feet. The 
work, which will include the extension of the saw- 
mill, yards etc., will cost approximately $200,000 and 
will take about six weeks to complete. 


Baltimore, Md. 


Sept. 12.—James Baer, who has charge of the export 
department of the Kidd & Buckingham Lumber Co., 
this city, is back from a trip of a week or ten days 
among the hardwood mills in western West Virginia 
and eastern Tennessee, and reports that he found 
business there rather quiet, with the export trade more 
active than the domestic division. He ascertained that 
mills had no great quantity of lumber on hand and 
that they were disposed to hold out rather firmly for 
better prices. 

C. E. Irish, of the Tennessee Eastman Corporation 
of Kingsport, Tenn., the hardwood end of the Eastman 


in the 





ON page 56, Sept.10 issue of the 
AMERICAN LUMBERMAN. you will 
find an interesting article on 
“What Is Wrong with the Lumber 
Business?” —Weekly News Letter, 
Sept. 13, 1927, The Lumbermen’s 
Exchange of the City of Philadel- 
phia. 











Kodak Co., of Rochester, N. Y., paid a visit to Balti- 
more several days ago and extended his respects to 
various hardwood distributers. He was on one of his 
periodical eastern swings. 

Pembroke M. Womble, a prominent yellow pine 
wholesaler here, got back today from a European trip 
of about two months, in the course of which he visited 
the United Kingdom and various other countries. 


Aberdeen-Hoquiam, Wash. 


Sept. 10.—Seventy ships in August, carrying 124,- 
577,166 feet of Grays Harbor lumber to eight princi- 
pal world markets, set a new record for 1927 ship- 
ments, and raised the total exports for the first eight 
months of the year to 879,752,210 feet. August shipments 
exceeded those of July by 16,500,000 feet. Shipments 
to California aggregated 43,400,000; Japan 28,935,160. 
The east coast market. took 25,984,884 feet; Australia 
12,158,620, the West Coast of South America 3,255,- 
864 feet, the East Coast of South America 1,234,886 
and Hawaii 961,000 feet. Europe imported 535,982 
feet. The California market, which has been. inactive 
during the spring and early summer, showed a marked 
revival during August. There are seventeen vessels 
loading here today. For the Orient one at the Don- 
van mill No. 2; one at the City Lumber Co., one at 
the Grays Harbor Commercial Co. and one at the port 
dock; for Australia, one at the Grays Harbor Lumber 
Co., Hoquiam, and one for Honolulu at Anderson & 
Middleton Lumber Co., Aberdeen; for the Atlantic 
seaboard, one at Hulbert Mill Co. and one at North 
Western Lumber Co., Hoquiam; for California three 
at Aberdeen Lumber & Shingle Co., one at Grays Har- 


bor Commercial Co., one at Hoquiam Lumber & Shin- . 


gle Co., two at Donovan mill No. 1, one at Donovan 
mill No. 2, one at Shafer Bros. Lumber Co., Monte- 
sano, 

The Shafer Bros. Logging Co., of Montesano, has 
Perfected plans for the construction of a new logging 
toad to connect with its present railroad at Brady, 
Which will extend to its new holdings in the east end 


of the county. The first unit of the new line will 
bring logs from the new National holdings and will 
be 22 miles long. 

Jerry McGillicuddy, sr., pioneer of Aberdeen, and 
father of Jerry McGillicuddy, jr., representing the 
Boeing interest on the Harbor, also manager of the 
Greenwood Timber Co., is seriously ill and his condi- 
tion considered critical as a result of a stroke of 
paralysis. 


LUMBER TRANSPORTATION 


Commission Postpones Hearings 


Wasuincton, D. C., Sept. 12.—The Interstate 
Commerce Commission announces the postponement 
of the hearing in Docket No. 19,738—Cummer Lum- 
ber Co. vs. Yazoo & Mississippi Valley Railroad Co., 
et al.—now assigned for Jacksonville, Fla., Sept. 26, 
before Examiner Fuller. 

Examiner Fuller also was to have held a hearing 
at the same time in Docket No. 15,614—Elberta 
Crate vs. Atlantic Coast Line Railroad Co., et al.— 
which is likewise postponed to a date to be later 
announced. A complaint filed by the Georgia Veneer 
& Package Co., against the Atlanta, Birmingham & 
Atlantic Railroad Co., and others was assigned for 
hearing with No. 15,614. 

The commission has canceled the hearing in Docket 
No. 15,848—Krauss Bros. Lumber Co. vs. Director 
General, as Agent, et al.—now assigned for Sept. 
14 in New Orleans before Examiner McChord. 














SaaS: 
Roads to Act on Lumber Memorial 
Wasuincton, D. C., Sept. 12.—The memorial 


presented to the railroads of the United States by 
the lumber industry in regard to discriminatory freight 
rates on substitutes for lumber has been docketed 
for consideration by the general committee of the 
Central Trade Association, the Western Traffic Ex- 
ecutive Committee, the Traffic Executive Association 
(eastern region) and the traffic executives of the 
Southern Freight Association. It is understood 
that all of these committees will consider the memorial 
at meetings to be held this month. 

Many of the railway executives have evinced cor- 
dial interest in the memorial, and more than 900 
copies have been placed in the hands of interested 
railroad officials. 


Saw Log Rates from Michigan Points 


Wasuincton, D. C., Sept. 13.—Division 2 of the 
Interstate Commerce Commission has denied Fourth 
Section Application No. 13,155—Saw Logs and Bolts 
from Points in Michigan. The receivers of the Chi- 
cago, Milwaukee & St. Paul Railway Co. filed this 
application, requesting authority to establish rates on 
saw logs and bolts from Iron River and Cardiff Mine 
Spur, Mich., to Iron Mountain and Menominee, Mich., 
and Marinette, Wis., without observing the long-and- 
short-haul provision. 

= 


Gain in Revenue Freight Loadings 
Wasuincton, D. C., Sept. 14.—Revenue freight 


loaded the week ended Sept. 3 totaled 1,117,069 cars, 
according to reports filed today by the carriers. This 
was an increase of 7,844 cars above the preceding 
week this year, increases being reported in the total 
loading of miscellaneous freight, merchandise and less 
than carload lot freight and coke with decreases in 
the loading of all other commodities. The total for 
the week of Sept. 3 was a decrease of 26,379 cars un- 
der the corresponding week in 1926, but an increase 
of 14,284 cars above the corresponding week in 1925. 

Miscellaneous freight loading for the week totaled 
427,687 cars, a decrease of 4,233 cars under the cor- 
responding week last year but 4,499 cars above the 
same week in 1925. 

Loading of merchandise and less than carload lot 
freight totaled 267,257 cars, an increase of 566 cars 
above the same week last year but 3,346 cars below 
the corresponding week two years ago. 

Coal loading amounted to 190,680 cars. This was 
a decrease of 6,600 cars under the same week last 
year but an increase of 12,259 cars compared with 
the same period two years ago. 

Grain and grain products loading totaled 60,433 
cars, an increase of 4,741 cars above the same week 
in 1926 and 4,325 cars above the same period in 1925. 
In the western districts alone, grain and grain prod- 
ucts loading totaled 48,297 cars, an increase of 5,917 
cars above the same week last year. 

Live stock loading amounted to 30,069 cars, a de- 
crease of 3,062 cars under the same week last year 
and 2,139 cars below the same week in 1925. In the 
western districts alone, live stock loading totaled 
21,994 cars, a decrease of 3,195 cars under the same 
week last year. 

Forest products loading totaled 69,387 cars, 2,387 
cars below the same week last year and 2,141 cars 
below the same week in 1925. 
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WATCHCLOCKS 


DETEX WATCHCLOCK CORPORATION 
BOSTON-23 BEACH ST. 
CHICAGO-4I47 RAVENSWOOD AVE. @ NEW YORK-76 VARICK ST. 


“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 
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New York Chicago Denver San Francisce 
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WARREN AXE & TOOL CO. 
WARREN, PA. 
honers Panama-Pacte GRAND PRIZE 


international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 
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- VANLANDINGHAM LBR. Co. 





|| 228 No. LaSalle St, CHICAGO 
y Telephone — State 6427 
; B. Vanlandingham Lawrence F. Braun 
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West Coast Products 
Hardwood Flooring 


Hardwood Lumber 
SALES SERVICE 


on a Commission Basis. 
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GILBERT NELSON & CO. 


Public Accountants 
I! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 








Why Risk Your Profit 


—and possibly your invested capital, by selling 
without reliable credit information? 


Lumbermen have depend- 
ed on Clancy’s Red Book 
Service for more than 50 
years, and they find our 
average of accuracy high- 
er than any other. 


Write today for rates and 
Pamphlet No, 49-S. 


Try ourCollection Depart- 
ment any time on ordinary 
past due or disputed ac- 
counts; whether or not 
you are a subscriber. 


Lumbermen’s Credit Association 
608 So. Dearborn Street, CHICAGO 


Eastern Headquarters: 35 So. William St., 
NEW YORK CITY 











The Proper Card for You 


Your business is vastly too important to 
be represented by anything less than a 


Wiggins Peerless Patent 
Book Form Card 


Many of America’s largest card users com- 
pliment the skill and care exercised in 
engraving a Wiggins Plate by 
using Wiggins 

exclusively. Ask 
for tab of speci- 
mens; detach 
them one by 
one and observe 
their clean-cut 
edges and gener- 
al excellence. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers 
1108 South Wabash Avenue 









OTEEL COMPANY 


, 
SOrrTeeuReH. eA 
PlOHER OViLOINe 
CHICAsSO 


Die Embossers 
CHICAGO 














MAKE your timber Investments pay maximum 


returns. “Principles of Handling Wood- 
lands” by Henry Solon Graves telis how, $2.50, 
poctpate. American Lumberman, 431 So, Dear- 
orn St., Chicago, IH. 





James R. Roper, of the Northern Pole & 
Lumber Co., Duluth, Minn., made a business 
trip to Chicago this week. 


_ Vernon Malloy, Minneapolis representative 
for the Red River Lumber Co., was in Chi- 
cago Sept. 11 en route to Oshkosh, Wis. 


The wholesale department of the Hill-Behar 
Lumber Co., of St. Louis, Mo., was on Sept. 
12 moved to 5601 Elston Avenue, Chicago. 


John M. Bissell, general manager of the 
Marathon Lumber Co., Laurel, Miss., spent 
last Friday and Saturday in Chicago on busi- 
ness. 

Martin Van Heuvel, of San _ Francisco, 
Calif.. who specializes in redwood timber 
lands, made a business trip to Chicago this 
week. 

J. W. Smith, sales manager of the Wausau 
Southern Lumber Co., Laurel, Miss., stopped 
over in Chicago Sept. 14 on his way east on 
a business trip. 


T. B. Grissom, sales manager of the H. T. 
Whitson Lumber Co., Cookeville, Tenn., was 
in Chicago this week calling on the local hard- 
wood flooring trade. 


E. L. Clark, of the E. L. Clark Lumber Co., 
Wetumpka, Ala., was in Chicago this week for 
the purpose of getting a line on the local 
southern pine situation. 


R. W. Munger, of the Elkhart Hardwood 
Lumber Co., Elkhart, Ind., when in Chicago 
this week reported a fair volume of hardwood 
business in his territory. 


J. F. Higman and Dudley Fitts, of the J. F. 
Higman Lumber Co., St. Joseph, Mich., were 
in Chicago this week calling on their friends 
in the hardwood industry. 


J. Earl McGinnis, president of the McGinnis 
Lumber Co., Meridian, Miss., spent last Fri- 
day in Chicago on his way to Detroit and other 
eastern consuming centers. 

W. P. Shook, of Shook Bros., returned Sept. 
13 from a week’s vacation in the Southeast, 
during which he visited some of the yellow 
pine operations at Boyd and Perry, Fla. 


Harvey Moynan, manager of the hardwood 
department of the Louisiana Red Cypress Co., 
New Orleans, La., arrived in Chicago Sept. 14 
to attend the National Hardwood convention. 


E. Behlke, general superintendent of the Chi- 
cago Box & Crating Co., Bemidji, Minn., when 
in Chicago last week reported a pretty good 
volume of orders for the company’s products. 


D. L. O’Gorman, who was for many years 
engaged in the selling end of the lumber busi- 
ness in Detroit, Mich., last week became con- 
nected with the George A. Hoene Lumber Co. 
as salesman. 


R. E. Slaughter, president of the Cascade 
Lumber Co., Yakima, Wash., when in Chicago 
this week reported a satisfactory business in 
Pondosa pine, with mill stocks in normal sup- 
ply for this time of year. 


Gerald Martin, of Waters, Martin & Baech- 
ler (Ltd.), Toronto, Ont., was in Chicago this 
week calling on the local hardwood trade, and 
while here attended the National Hardwood 
Lumber Association annual. 


N. J. McGuinn, well known southeastern 
lumberman, has joined the Jacksonville, (Fla.). 
force of the Universal Gypsum & Lime Co. 
and will handle credits for the company in the 
Florida and Georgia section. 


W. J. Whyte, secretary-treasurer of the 
Gregertsen Bros. Co., cypress specialist, spent 
most of this week on a business trip through 
the consuming territory embracing the river 
towns of Illinois and Iowa. 


C. F. Schully, of New Orleans, La., until 
recently press representative for the Southern 


Pine Association, is no longer with that or. 
ganization, having transferred his activities to 
the oil business with headquarters in ( hicago, 


W. H. Fullerton, sales representative of the 
Hilgard Lumber Co., spent two or three days 
this week at the plant of the Bradley Lumber 
Co. of Arkansas, Warren, Ark., the product 
— is handled by the Hilgard concern 

inois. 


C. C. Fritz, manager of creosote lumber 
sales, and Earl Kenyon, manager of the sash 
and door department of the Long-Bell Lumber 
Co., of Kansas City, Mo., were in Chicago this 
week conferring with C. W. Lawrance, distric: 
manager. 


At the home of Mrs. Lainhart’s parents jn 
La Grange, Ill, was born to Mr. and Mrs. 
Spencer Lainhart, of West Palm Beach, Fla, 
on Sept. 6, a beautiful baby daughter. Mr 
Lainhart is a prominent retail lumber dealer 
at West Palm Beach. 


Charles O’Connor, sales manager of the 
Kent Lumber Co., San Francisco, Calif., spent 
several days in Chicago this week calling on 
the local California white and sugar pine 
trade. From kere he went to New York City 
and other eastern points. ; 


F. L. Adams, president of the Adams Banks 
Lumber Co., Morton, Miss., accompanied by 
his wife and daughter, arrived in Chicago on 
Monday of this week, Mr. Adams being here 
to attend the sessions of the National Hard- 
wood Lumber Association. 


W. C. Geddes, vice president and general 
manager of the Craig Mountain Lumber Co. 
Winchester, Idaho, passed through Chicago 
Sept. 13 en route east on a business trip. He 
stated that the company’s Pondosa pine mill 
has a pretty good order file. 


N. A. Gladding, vice president and general 
sales manager of E. C. Atkins & Co., promi- 
nent saw manufacturers of Indianapolis, Ind. 
passed through Chicago last week on his return 
to headquarters following a month’s visit to 
the Pacific coast branches of the company. 


Noel Ridlon, who for the last eighteen 
months has been connected with the Aberdeen 
Lumber Co., has entered business under his 
own name at 4624 North Ashland Avenue, 
Chicago. He will sell on a commission basis, 
specializing in southern and_ northern hard- 
woods. 


C. E. Conkling, of the White Star Lumber 
Co., returned Monday from a_ week's trip 
through northern Wisconsin, and reports that 
agricultural conditions are promising in that 
section. The northern mills are booking a fair 
volume of business and are optimistic regarding 
the future demand. 


J. A. Grefe, sales manager of the Under- 
wood Veneer Co., Wausau, Wis., passed 
through Chicago last week on his way to 
Canada on business. He expected to return to 
Chicago this week to attend the annual conven- 
tion of the National Hardwood Lumber As 
sociation. 


D. G. Shelby, sales manager of the Clark 
& Boice Lumber Co., Dallas, Tex., and Mrs. 
Shelby spent two days in Chicago last_week 
and then went on to Buffalo, N. Y. Mr. Shelby 
reported Texas business considerably better of 
account of the more remunerative prices being 
received for the State’s farm products. 


Alvin H. Ossman, secretary of the Aberdeen 
Lumber Co., who has been representing te 
company in Indiana for about six years, Nas 
moved his residence from Indianapolis to Chi- 
cago, and in future will make his headquar- 
ters at the Chicago office, from where he will 
continue to handle the Indiana territory. 


Richard L. Summerhays, who was employed 
in the office of the Charles L. Baxter a 
Co. during the vacation period, has left 1 
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the University of Alabama at Tuscaloosa, Ala., 
to resume his studies. This young man is the 
gon of W. A. Summerhays, lumber and tie 
agent for the Illinois Central Railroad Co. 


R. W. Fullerton, president of the Bradley 
Lumber Co. of Arkansas, Warren, Ark., was 
in Chicago last week looking after business for 
the company. He was accompanied by S. H. 
Fullerton, his father, now residing in Pasa- 
dena, Calif., and they met Robert Fullerton, 
sr.. who has just returned from abroad and 
was on his way back to his home in Pasadena. 


A. E. Puls, of Cleveland, Ohio, and J. 
Vance Park, of Metropolis, Ill., both connected 
with the Metropolis Bending Co., were in Chi- 
cago this week in attendance at the meeting 
of the Hardwood Interior Trim Manufactur- 
ers’ Association. While here they conferred 
with M. L. Hansen, of the M. L. Hansen 
Lumber Co., local representative of the Me- 
tropolis Bending Co. 


Louis Larson, manager of the Shore Line 
Lumber Co., Waukegan, IIl., returned last 
week from a short vacation in central Wis- 
consin. Ed Larson, mill foreman of the com- 
yany, has recently perfected and secured patents 
on a rotary snow plow, the feature of which 
is the supplying of power by two gas engines 
working independently of the engine propelling 
the truck to which the snow plow is attached. 


The annual picnic of employes of the sev- 
enteen branches of the W. M. Simpson Lum- 
ber Co. was held recently at Washington, Ind. 
William Quilliams, manager of the Washing- 
ton yard, and his force, assisted by Mr. Simp- 
son and John Simpson, both of the Paris 
(Ill.) office, were hosts for the occasion. More 
than 100 persons gathered around the long ta- 
bles which held the eatables. 


S. E. Moreton, vice president and general 
manager of the J. J. Newman Lumber Co., 
Brookhaven, Miss., left last week for a visit 
to the eastern sales office at Scranton, Pa., 
and to attend a directors’ meeting of the 
United States Lumber Co. He plans to stop 
over in Chicago for several days this week on 
his return from the East to attend the annual 
meeting of the National Hardwood Lumber 
Association. 


J. L. Henderson, sales manager for the Car- 
ter-Kelley Lumber Co., Manning, Tex., spent 
three days in Chicago last week calling on the 
yellow pine trade and also conferring with 
Shook Bros., representatives in local territory. 
Mr. Henderson looks for a good fall business 
from Texas consumers, as the majority of the 
farmers in the section where the company op- 
erates had a good cotton crop and are secur- 
ing fair returns for their product. 


E. W. Kettlety, in charge of the Chicago 
office of the International Lumber Co., re- 
turned last week from Minneapolis where he 
attended a sales conference of officials, mill 
managers and sales representatives of the com- 
pany. The consensus was that from now until 
the end of the year the consuming centers 
would be taking an increased volume of north- 
ern pine, as there is considerable inquiry and 
greater interest developing among the trade 


covering requirements for the next three 
months. 


R. J. Wilson, vice president, and W. U. 
Fletcher, sales manager of hardwoods of the 
Peavy-Wilson Lumber Interests, both of 
Shreveport, La., arrived in Chicago Sept. 11. 
Mr. Wilson was en route to Battle Creek, 
Mich., where his wife has been in a sanitarium 
for some time, and they returned South Sept. 
13. Mr. Fletcher remained over in Chicago 
to attend the convention of the National Hard- 
wood Lumber Association, as he is a member 


of several important committees of that or- 
ganization, 


Club to Hold “House Warming” Dinner 


The Lumbermen’s Club of Chicago will serve 
dinner on the evening of Sept. 29 at which all 
the various branches of the lumber industry in 

\cago will be present. It is expected that the 
new dining rooms of the club, which are ample 


enough to take care of 400 diners at one time, 
will be taxed to capacity. This dinner will be 
in the nature of a “house warming party” or 
a “home coming affair” to celebrate the open- 
ing of the new quarters of the club on the 
twenty-third floor of the Builders Building, 
Wacker Drive at LaSalle Street. President E. 
A. Thornton announces that reservations may 
be made with Secretary-manager M. E. Cow- 
per, telephone State 8062. Further details of 
the event will appear in next week’s issue oi 
the AMERICAN LUMBERMAN. 
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Assistant Manager Resigns 


Satt Lake City, Utan, Sept. 10—AI. 
Shaver, assistant manager of the Sugarhouse 
Lumber & Hardware Co., this city has resigned. 
He is considering several propositions with a 
view to reéntering the lumber business. Mr. 
Shaver has been connected with the Sugar- 
house company for twelve years. 


Redwood Products Will Be Branded 


Announcement is made from the Chicago 
office of the Redwood Sales Co., by Milton V. 
Johns, sales manager, that the seven redwood 
mills forming and owning this company have 
perfected a plan for the production of branded 
or trade marked redwood products. This ac- 
tion is in line with the demand of the times, 
as outlined at the recent National Retail 
Lumber Dealers’ con- 








we vention, during which 

*] a resolution was 
SEQUOIA passed urging all 
BRAND as.co. | manufacturers to 
Ld grade mark their lum- 


ber. 

The real purpose of furnishing branded stock 
is for the protection of the buyer or consumer. 
There will be no doubt in his mind when he 
receives his stock that he is getting lumber 
produced by mills that have a reputation of 
long standing for manufacturing the best 
there is in redwood. 

The mills forming the Redwood Sales Co. 
comprise one-third of the redwood industry, 
cooperating better to serve the lumber trade 
of the country. The products of these mills 
will in the future be branded by the distinc- 
tive mark illustrated herewith, instantly iden- 
tifying them as “Sequoia Brand” lumber. The 
brand, undoubtedly will be a feature that will 
attract considerable attention, will be a full 
guarantee as to quality of grade and expert- 
ness of manufacture. 

This plan of furnishing branded products to 
retail yards and redwood consumers is another 
step in the policy of progressive merchandis- 
ing. being evolved by Mr. Johns. 

Mr. Johns recently announced through the 
AMERICAN LUMBERMAN the appointment of 
Burdett Green as his assistant in the Chicago 
office. Mr. Green will handle the sale of 
Sequoia Brand products in the Chicago terri- 
tory. This arrangement will enable Mr. Johns, 
in addition to his general supervision over the 
Chicago office, to devote more time to the 
company’s other representation in the Middle 
West and eastern States. 
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End-Matched Pine for New Homes 


The first carload of end-matched common 
grades southern pine arrived in Chicago last 
week. It was delivered to the Frank J. Burns 
Lumber Co., 44 West Division Street, by the 
Pioneer Lumber Co., of Elrod Ala., according 
to W. M. Nichols, sales manager, who was a 
visitor in Chicago recently. 

End matching of common grades of south- 
ern pine was given impetus by the recent or- 
ganization of the Southern Pine Association 
End Matching Bureau, and shipments now are 
being sent throughout the country, Mr. Nichols, 
who is one of the leaders in the end maching 
movement, said. 

The initial delivery in Chicago is to be used 
by W, C. Huggins, a contractor of Wilmette, 
in the erection of a group of houses. The 
delivery included a large portion of -end- 
matched sheathing and sub-flooring which Mr. 








Get Acquainted 
with the Chicago 


Lumbermen 


The place to get acquainted 
with Chicago lumbermen is 
at the Lumbermen’s Club of 
Chicago. 


The way to get acquainted 
is to come up to the Lumber- 
men’s Club on the twenty-third 
floor of the Builders Building. 
Have your luncheon here in 
delightful surroundings and 
enjoy a most comfortable 
lounge. 


Make it a point the next 
time you are in Chicago to 
come up to the Lumbermen’s 
Club. 


Lumbermen’s 
Club of Chicago 


Wacker Drive at LaSalle St. 


E. A. THORNTON, President 
M. E. COWPER, Sec. - Mgr. 























Fix Your Credit Loss 


in Advance 


You can state pretty aceurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 
511 Locust St. 1751 Ill. Mer. Bank Bldg. 537 Mer. Exch. Bldg., 
St. Louis; Me. Chicago. Il. San Francisco, Cal. 




















If You’re 


Cut Out 


and are planning a new operation 
the advice of our experienced engi- 
neers will save you money. The 
erecting of complete lumber manu- 
facturing plants has been our spe- 
cialty for 37 years. 

We built these mills: 


La. Long Leaf Lbr. Co., Fisher, La. 
Batson & Hatten Lbr. Co., Lyman, Miss. 


Investigate our service today. 


HRALL&S HEA 


MECHANICAL SAWMILL ENGINEERS AND DESIGNERS > 
Lake Charles, La. 
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Few concerns can look back 
on as long, satisfactory service 
to lumber buyers as our or- 


ganization. And today we're 
better equipped than ever to 
render service. Let us tell you 
about the values we're featur- 
ing in 

YELLOW PINE 


Timbers, Long Joists, Yard 
and Shed Stock; also 


CYPRESS LUMBER 


Straight or mixed cars. 


BOECKELER 
LUMBER COMPANY 
St. Louis, Mo. 




















‘A BIG HIT— 


That’s what dealers make with home 
builders when they sell our 


N..C. Pine "ores. Soitas 
Loos 2d Yellow Pine 5% 204 
Car and Cargo Shipments. 


Ellington & Guy, Inc. 
Times Dispatch Building RICHMOND, VA. 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 























SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; HintstoLum- 
ber Dealers; Wood 
Measure; SpeedofCir- 
cular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
GrowthofTrees; Land 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
and Canada, 


Pap For ©5O Cents 


S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 





Huggins plans to give trial in five new homes. 
Mr. Nichols said that the end-matched lumber 
in several of these homes is replacing other 
than wood materials as originally called for in 
their specifications. 

Mr. Nichols, who has been in the North for 
several weeks, in the interest of forwarding 
the use of end-matched lumber, said that as a 
result of the Southern Pine Association bureau 
and its activities much progress is being noted. 
He spent some time in indianapolis and in 
northern Indiana where it was found that the 
first trials of end-matched southern pine in 
house construction had brought in additional 
orders. 

While in Chicago, Mr. Nichols talked with 
Frederick Stanton, a widely known architect, 
and his endorsement of the end-matching plan 
was given. Mr. Stanton plans to specify this 
type of lumber in some of his immediate con- 
struction projects, Mr. Nichols said. 


Several more shipments of the end-matched 
stock are expected in Chicago within a few 
days, according to Mr. Nichols, who said that 
it rapidly is gaining a foothold among retail 
lumber dealers throughout the country. 


Mr. Nichols with members of his family 
who have been spending the summer at Michi- 
gan City, Ind., returned to Elrod, following 
the Chicago visit. 


| MANUFACTURER and DEALER 


Users’ Experience with “No-Nife” Hog 

An attractively prepared folder recently has been 
distributed by the Williams Patent Crusher & Pul- 
verizer Co., of St. Louis, Mo., illustrating and de- 
scribing the Williams patented “No-Nife’ hog, which 
is extensively used in woodworking plants. Among 
the satisfied users of this equipment enumerated in 
the folder are the Bradley Lumber Co. of Arkansas, 
Warren, Ark.; Chicago Mill & Lumber Co., Blythe- 
ville, Ark.; Wheeler Osgood Co., Tacoma, Wash.; 
Dierks Lumber & Coal Co., Dierks, Ark.; American 
Plywood Corporation, New London, Wis.; Berkey & 
Gay Furniture Co., Grand Rapids, Mich.; Manatee 
Crate Co., Manatee, Fla.; Choctaw Lumber Co., 
Broken Bow, Okla.; Mackall Paine Veneer Co., Van- 
couver, Wash.; B. C. Jarrell Co., Humboldt, Tenn.; 
Anderson-Tully Co., Vicksburg, Miss.; Walton Lum- 
ber Co., Everett, Wash.; Winchester Bay Lumber 
Co., Portland, Ore.; Neils Lumber Co., Klickitat, 
Wash.; Coos Veneer Co., Marshfield, Ore., and many 
others. 

The important features of the Williams patented 
““No-Nife” hog have previously been described in the 
AMERICAN LUMBERMAN, but the experience of some 
of the above mentioned users of this equipment will 
prove interesting. The Bradley Lumber Co, has two 
““No-Nife’ hogs which are giving excellent service. 
The Wheeler, Osgood Co. states: “ ‘No-Nife’ hog cut- 
ting ten cords per hour of refuse up to 6 inches thick 
by 30 inches wide by 10 feet long. Also green veneer. 
Runs continuously 24 hours a day except Sundays. 
Firmly convinced that ‘No-Nife’ hogs are the most 
economical to operate. Small parts of iron do not 
hurt them and the grade of fuel can not be equalled.” 
The Dierks Lumber & Coal Co. says: ‘Makes best 
fuel we have ever used and reduces by half expense 
of other hogs in same service.” 

The operating cost on Williams “‘No-Nife” hogs is 
very small compared with other makes, according to 
the Chicago Mill & Lumber Co., which is using one 
at Blytheville, Ark., two at Helena, Ark., and one at 
Chicago. ‘“‘No-Nife’ hog handles anything,” states 
the Berkey & Gay Furniture Co. “Big sections of 
crating made of heavy lumber nailed together go 
through without any difficulty. Nails do not bother 
the hammers. Saves coal and handling expense.” 
The Manatee Crate Co. advises that 15 feet of haul-up 
chain went through its hog without damage to the 
machine. “We operate three ‘No-Nife’ hogs,” says 
the Choctaw Lumber Co. “They make better fuel, 
upkeep is much lighter, in fact very little expense, and 
they are wonderful machines.” The Mackall Paine 
Veneer Co. states: “The Williams hog has ground 
axes, wrenches, rocks, etc., which have through acci- 
dent fallen into the conveyors. Anyone of these 
would have wrecked a knife hog, but had absolutely 
no effect on our ‘No-Nife’ hog.” The “‘No-Nife”’ hog 
shows very little wear, the Jarrell Co. states. For- 
merly two firemen were required; however, since in- 











stalling the hog one man keeps up steam better than - 


two previously. The American Plywood Corporation 
is operating the “‘No-Nife’” hog with very good suc- 
cess. It produces enough fuel from waste to take care 
of two 150-horsepower boilers. 


Hymeneal 


PLANNER-GETTENS—At the Drake Hote] 
Chicago, on Sept. 6, occurred the marriage of 
P. D. Flanner and Miss Mary Gettens, of De 
Pere, Wis. Mr. Flanner is secretary and ireas. 
urer of the Flanner Co., prominent maple floor. 
ing manufacturer of Blackwell, Wis., and has 
a host of friends in Chicago who extend cop. 
gratulations, Following the ceremony the 
happy couple left for a month’s trip to White 
Sulphur Springs, Va., and will be at home 
about Oct. 1 at Blackwell, Wis. 


THOMPSON-BREWER-—The marriage of 
James Arthur Thompson and Miss Helen 
Brewer, of Tacoma, Wash., was celebrated 
Sept. 3 at the First Presbyterian Church jp 
that city. The bride is the daughter of Freq. 
erick C. Brewer, vice-president and manager of 
the Shaffer Box Co. The service was read by 
Rev. C. W. Weyer, pastor of the Church. Ow. 
ing to the recent death of the bridegroom’s 
father no reception was held. Following the 
ceremony the young couple left on a motor 
trip to Montana, after which they will make 
their home in Seattle. Mr. and Mrs. Thomp- 
son are both students at the University of 
Washington and are both members of long 
established Tacoma families. They plan to 
continue their collegiate studies together. 


BARNES-W1ITT—Ben Lewis Barnes, lum- 
berman of Johnston, S. C., was recently mar- 
ried to Miss. Weinona Witt, also of Johnston, 
The wedding took place at the Baptist parson- 
age in that place. Mr. Barnes is a young man 
with considerable experience in the lumber 
business. Mrs. Barnes is the daughter of 
Mr. and Mrs. P. D. Witt and a graduate of 
the Johnston high school. 


TEBB-HANIGER— The engagement of Clair 
Frances Haniger to Fred Rutherford Tebb has 
been announced, the wedding to take place 
Oct. 3.. Mr. Tebb is the son of T. W. Tebb, 
sales manager of the Pacific Lumber Agency 
and has charge of the concentration plant of 
that company at Sumner, Wash. 


MORLEY-ROSE—The engagement of Miss 
Marian Rose, daughter of Mr. and Mrs. Charles 
C. Rose, of Aberdeen, Wash., to Edward Morley 
was announced this week. Mr. Morley is the 
youngest son of Mr. and Mrs. A. J. Morley, 
and has lived in Aberdeen all his life, graduat- 
ing from the public schools there and later 
attending Yale University in New Haven, Conn. 
Miss Rose is a graduate of the Weatherwax 
High School, Aberdeen, and is now a student 
at the University of Washington. Her father, 
c. C. Rose, is a stockholder in the Saginaw 
Timber Co. Mr. Morley has been in his father’s 
office of the Saginaw Timber Co. during his 


vacation. 
SAAB BaBBaBS 


Timber Land Sales 


Catumet, Micu., Sept. 13.—Calumet & Hecla stand- 
ing timber in the counties of Houghton and Kewee- 
naw, principally the latter, has been disposed of to 
the Stearns-Culver Lumber Co., of Ludington, for a 
cash consideration of $350,000, according to a war- 
ranty deed filed in those counties. The timber covers 
$1,134 acres and according to the terms of contract 
must be removed by Nov. 24, 1944. Cruisers Have 
spent several months estimating the stumpage. 


PorTLanD, Ore., Sept. 10.—In a deal consummated 
recently the Fandango Lumber Co. acquired 3,000 
acres of fine timber from the Flavell-Utley Realty Co. 
The purchase price was not announced. The timber 
is located 14 miles West of Lakeview and is consid- 
ered to be a choice tract. A small mill is located near 
the timber and it is expected that the timber will be 
cut at that mill and hauled to Lakeview for shipment. 


BirmincHam, Ara., Sept. 13.—W. H. Rouse, manu- 
facturer, advises he has purchased a tract of several 
million feet of standing timber and will increase his 
milling operations at Warrior. 


CorNnETTSVILLE, Ky., Sept. 12.—It is cy out here 
that the American Column & Lumber Co.’s represén- 
tatives have purchased additional areas of hardwood 
timber lands in the vicinity of Ingram’s Creek 08 
Line Fork near Ulvah adjacent to the 40,000 acres 
purchased a few weeks ago from the Swift Coal, 
Timber Co. The amount of the newly purchased tim 
ber, however, was not made known, but it is said to 
include about 1,000 acres. At the same time arrange 
ments are being completed for the extensive develop 
ment project recently announced by this firm: the in- 
stallation of two large band mills—one being brought 
from Stark, W. Va., where a large contract was fe 
cently completed. The company will construct twelve 
miles of standard gauge lumber road out from Ulva, 
on the main line of the Louisville & Nashville. It is 
stated that the entire timber boundary will cut over 
two hundred and twenty-five million feet. Near Cot. 
nettsville, the Leatherwood Lumber Co. also clo . 
some additional deals within the last few days, mat 
ing their holdings run to about 15,000 acres which lie 
wholly on Leatherwood Creek. Arrangements have 
been completed for development on a large scale, 
installation of two or three large mills, and the com 
struction of thirteen miles of narrow gauge lambe 
road up Leatherwood Creek to the holdings. Consit 
erable building work will soon be under way. Charles 
F. Heidrick and the Garrards are at the head of this 
company. Two new towns will be built. 
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